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- April’s 549,239 assemblies. 
> . * 


’ 


* 


|. XXXI, No. 3602 


— the Memorial Day shutdown 


~ . 
some manufacturers may give 


Top Cars 


registrations for three 


Pos. Make 1956 Pos. 
8,196 Ford 297,983— 2 
3,940 Chevrolet 362,103— 1 
721 Plymouth 121,476— 4 
624 Buick 144,337— 3 
512 Olds. 770,038— 5 
$2,163 Pontiac 92,685— 6 
67,600 Mercury 65,321— 7 
62,383 Dodge 51,357— 8 
36,618 Cadillac 34,348— 9 
28,467 Chrysler 26,545—10 
28,417 DeSoto 24,888—11 
17,725 Rambler 16,771—13 
15,042 Stude. 22,600—12 
10,208 Lincoln 9,790—14 
8407 Imperial 2,670—18 
, 3,249 Nash 7,392—16 
2,168 Metropolitan 901—19 
1,730 Hudson 3,038—17 
1,676 Packard 8,525—15 
247 Continental 550—20 
$2,318 Misc. 17,106 
otek All Makes 
1,424,442 
her details on Pages 20, 53. 
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ymouth Sparks 
Output Rise 
4-Week High 


By Martin L. Whitmyer 
Staff Writer 





RP increases in assemblies at 
ymouth and smaller gains at) 
Motor Co., American Motors | 
Studebaker- Packard boosted 
‘output to a four-week high of | 
units last week. 
week’s output, which was 
percent of Automotive News’ 
year index, was 19.6 percent 
» the 105,547 cars turned out 
, the same week a year ago 
a 5.2 percent boost from the 
units assembled during the 
ended May 4. The previous 
‘8s assemblies were 97.2 per- 
of the index. 
manufacturers turned out an 
ed 191,427 cars during the 
eight work days of May for an 
of 23,928 units a day. 
that pace is continued, the in- 
would complete the month} 
an output of approximately 
642,200 cars, or a 1.3 percent decline 


OWEVER, it is expected to be 
slowed by absenteeism follow- 


30. There also is a possibility 





bly line workers a “long week- 
during the holiday period. 
th’s sharp increase from 
assemblies a week earlier 


® an estimated 16,250 last week 


effected by six-day operations 
its Detroit and Los Angeles 
its. Last week’s output was 
highest weekly outturn of cars 
Plymouth since the week 
i Feb. 23, when the division 
(Continued on Page 61, Col, 3) 
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First Cut in 57 Stocks Recorded 
As Dealers Report Better Profits 


By Maynard M. Gordon 


News Editor 
RANCHISED dealers’ inven- 
tories of new cars declined last 
month for the first time since the 
cleanup of last fall. 

The decrease, though it amounted 
to only 1% percent, was considered 
significant because it underscored 
the closer control which has existed 


on production rates and field stocks | 


during the 1957-model year. 

While the new-car inventory 
buildup was levelling off, most 
dealers were reporting better 
profit rates compared with a year 
ago. 

The May 1 inventory, according to 

Avutomotve News’ estimates, totalled 
735,197 new cars. This compared 


stockpiles a year ago were as fol- 
lows: 903,789 (the alltime high), 
898,669 and 902,585. 

For the same dates of 1957, the 
totals were: 733,008, 745,915 and 
735,197. * * 

CCOUNTING for the lower level 

at which inventories have sta- 
|bilized this spring is the larger 
| stockpile with which the industry 
entered the 1956 calendar year. 

For 1957, by contrast, the manu- 
facturers reduced their beginning 
new-model schedules materially. 
The monthly inventory reports, as 
a consequence, started lower and 
stayed lower. 

April stocks at dealerships fell 





with a revised total of 745,915 for) 


Apr. 1 and to a near-record high of 
902,585 as of May 1 last year. 
7 - - 
MAY 1 stockpile this year 
was approximately 18% percent 


below the comparable 1956 level and | 


amounted to a 41-day supply at the 


prevailing April sales pace. Monthly | 
inventories had risen steadily since | 


Nov, 1 prior to the April decrease. 

The fact that profits per car sold 
were improved over last year tended 
to support a theory of some ob- 


servers that a monthly inventory in | 


excess of 800,000 cars is disastrous 
to dealers, while anything 
that is “workable.” 

An ironic coincidence of the in- 
ventory patterns last year and 


this year is that the spring months | 
have brought virtually no major | 


fluctuations in either period. 


The March 1, Apr. 1 and May 1) 


under | 


New-Car Stocks 


In Field and in Transit, 
Total for Industry 


585 
t | 4 ' 
Previous 
Month 


Current 


Month Month 


Current Records 
High (903,789) March 1, 1956 
Low (157,607) - - - Now. 1, 1954 
—Automotive News compilation 


off in spite of a small reduction 
in estimated registrations from 
the March total, which surpassed 
industry expectations. 

Final March returns showed that 
sales contests and intensified dealer 
promotion brought the month’s 
domestic registrations to a respect- 
able 558,529, more than 120,000 units 
above both the February and 
January totals. 

= 


| MAY of last year, production 
was sharply shaved to 471,000 
from April's 547,000, after it be- 
came apparent that the industry 
had overproduced in terms of 
dealer inventories, 

No similar slash is indicated for 
this month, although sales have 
tapered off somewhat in April and 
early May from the March pace. 

While many dealers were net- 
ting greater per-car profits on 
increased sales in April, a con- 
siderable percentage was faring 
better profit-wise even with sales 
the same as in March or lower. 

Another trend accompanying the 
improvements in profits was a 
loosening of credit restrictions in 
some areas, Nine out of 10 dealers 
said that looser terms were avail- 
able to retail buyers, with 36-month 
loans again offered on some deals. 

A Southwest-area Chrysler-Plym- 
outh dealer said he was grossing 
$150 per car more than a year ago, 
although his April sales were 10 
percent below March. 

= - * 

ROFITS were a “little better” 

for an Iowa Buick dealer, des- 


os * 


Franchise Safeguards Charted 


ATELLO, Id.—General Motors | 
and Ford spokesmen laid it on) 


the line here last week in major 
policy talks at the 23rd annual con- 


vention of the Idaho ee cnenened 


Dealers Assn. 


A six-point program which new-| 


car dealers can use to “help safe- 
guard the franchise system” was 
offered by Patrick J. Crowley, Gen- 
eral Motors Corp. administrative 


P. J. Crowley Walker Williams 


assistant in the dealer relations 
office. 

Walker Williams, 
of the Ford Dealer Policy Board, 
reviewed Ford efforts on cleaning 
up bootlegging and deceptive ad- 
vertising, gave the results of a sur- 


vey indicating a “come-to-us” atti-| 
tude on sales and offered counsel | 
on meeting the challenge of broader 


competition in the future. 
* a a 


vy; survey of 2,133 buyers of 
low-priced cars, said Williams, | 


indicated that 80 percent of the) 
buyers initiated their own deals.) 
Only 6 percent of them were con- | 
tacted in person before they were 
allowed to become shoppers. 


vice-chairman | 


Crowley said that the franchise 
system has proved itself to be in 
the best interest of all concerned 
—dealers, makers and the public. 

“Its preservation and improve- 
|ment is a worthy and great cause 


New-Car Sales Shares ... 


Make Regis., 
Feb., 
24.77 
23.76 
9.86 
7.59 
6.97 
5.15 
4.69 
4.18 
2.47 
1.95 
1.92 
1.16 
97 
72 
55 
22 
13 
12 
12 
01 


Chevrolet 
Plymouth 
Buick . 
Oldsmobile 
Pontiac 
Mercury 





46.54 
) 30.19 
° 18.46 

1.63 
1.09 
2.09 


Pet. of 


for all of us in the industry,” he 
said, 


* > = 


ROWLEY’S program recom- 
mended that dealers: 
1. Give their business the “per- 
(Continued on Page 8, Col. 1) 


First Quarter, 1957-1956; 


March vs. February, 1957 


Pet. of 
Pet. Pt. 


Pet, Pt. Pet. of 


Change, 
"57 vs. 56 
+3.30 
—2.37 
+1.46 
—2.43 


pite April sales “not as good” as 
March. 

A West Coast Studebaker dealer, 
noting that March was his poorest 
month in seven years, said April 
sales were 90 percent better, with 
profits per car identical to last 
year. 

A Southern Buick-Cadillac 
dealer reported his profits the 
same as last year, with April 
sales 30 percent below March. He 
said his inventory tripled last 

(Continued on Page 4, Col. 3) 


49% of Sales Won 
By Ford, Chrysler 


GM Skids to 45.9%; 
‘Miscellaneous’ Soar 


By Robert M. Lienert 
Associate Editor 
XTENT of the shift in new-car 
market shares this year is ac- 
curately charted by just-released 
registration figures for the first 
quarter, 

As compared with the first 
three months of last year, Chrys- 
ler Corp.’s increase has been 
more than matched by Ford Mo- 
tor Co. A broader share of first- 
quarter sales also was claimed by 
miscellaneous makes. 

General Motors’ first-quarter loss 
was more than five times as great 
as the combined loss in penetration 
of American Motors and 
Studebaker-Packard. 

> * > 
(ante ae CORP., by account- 
ing for 18.80 percent of the 1,- 
448,962 new cars registered in the 
first three months of this year, 
hiked its penetration 2.87 percent- 
age points. 

Last year, Chrysler Corp. sold 
15.93 percent of 1,424,424 new cars 
in the first quarter, In numbers, 
sales this year for the corpora- 
tion were 272,395, compared with 
226,936 a year ago. 

Ford Motor Co.’s gain over the 
year-ago period was 3.88 percentage 
points. It accounted for 30.11 per- 
cent of the 1957 first-quarter mar- 
ket on 436,251 units. A year ago, it 
scored 26.23 percent on 373,644 new 
cars. 

Miscellaneous makes, with Volks- 
wagen accounting for the lion’s 
share, claimed 2.27 percent of the 
first-quarter market, a gain of 1.07 
percentage points over last year’s 

(Continued on Page 4, Col. 1) 


Foreign-Car 
Registrations 


All states for March: 
1957 
Pos. 
1—6,095 
2—1,154 
3—1,068 
4—1,011 
5— 985 
— 

Hien 
4,677 Miscellaneous 
Total All Makes 
14,990 6,627 
*Not in top five. 


1,528 
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FRB Completes Auto Credit Study ‘se 


55 Buyers Now Wary of Easy Terms 


WASHINGTON.—A big share of 
the customers who bought cars on 
liberal credit terms during 1955 say 
they will be more cautious next 
time, reports the Federal Reserve 
Board 


The board has just published 
an exhaustive study of new-car 
financing in record-breaking 1955, 
when Americans bought seven 
million automobiles. 

While it found many things con- 
tributing to the sales boom two 
years ago, the board said that re- 
laxed credit was the biggest factor. 
More than half of the credit cus- 
tomers interviewed said they 
wouldn’t have bought new cars in 
1955 if the downpayment or monthly 
payments had been larger. 

The board also mentioned na- 
tional prosperity and the “new 
look” in 1955 cars as factors in the 
sales spree. 

Few credit customers were dis- 
satisfied with the deals they ob- 
tained, and few who did express 
dissatisfaction complained of 
trouble meeting monthly pay- 
ments, Also, the repossession rate 
among 1955 customers has been 
quite low, FRB said, 

Many customers, however, said 
they would be wary of such liberal 
credit when they buy their next 
new cars, While only 36 percent of 
all 1955 car buyers paid cash, about 
half said they want to pay cash 
next time. Another large group 
want contracts which run for 30 
months or less. 

With so many buyers reluctant to 


Continental Ends 
Mark IT Run; 
Mark III Planned 


NOVI, Mich.—A new version of 
the Continental will be introduced 
next fall, 


it was announced last 
week by Ben D. 
Mills, Lincoln di- 
vision general 
manager. It will 
be called the 
Mark III. 

Mills said the 
model run of the 
Mark II was com- 
pleted Wednesday 
(May 8) with total 
production of 3,000 
cars. The termi- 

Ben D. Mills nation date was 
advanced about seven weeks be- 
cause of space requirements of Ed- 
sel division, in whose plant the 
Continental now is built. 

Continental production will move 
to Lincoln’s new plant here, and the 
Continental work force of about 200 
will be moved “virtually intact” and 
will start preparation for Mark III 
production, Mills said. 

Production of the Mark II's fore- 
runner, the Lincoln Continental, be- 
gan in 1939, and 5,322 coupes and 
convertibles were built before it was 
halted in April, 1948. 

The Mark II was introduced in 
October, 1955, and 1,231 units were 
built in 1955 and 1,325 in 1956. Mills 
said that on completition of the 
model run, the Mark II “approxi- 
mated its original two-year produc- 
tion goal.” 


inchr long-period debt, FRB said 
that “there is a real question 
whether credit purchases of the 
1955 magnitude can be repeated 
soon.” 


The board said that the contract 
value of new cars purchased in 
1955 was $19.9 billion, but that $2.8 


Credit Ease Seen 
Unless Autos and 
Other Sales Climb 


BUFFALO.—Unless the sales of 
automobiles and other hard goods 
pick up this spring, a drop in busi- 
ness activity can be expected in 
the next six to eight weeks, accord- 
ing to Dr. Raymond Rodgers, of 
New York University’s Graduate 
School of Business Administration. 


If there is such a drop, Rodgers 
expects the Federal Reserve System 
to ease up on credit by making 
more reserves available to banks 
on which they make loans. In the 
process, he believes that the reserve 
requirements of the big New York 
and Chicago banks may be lowered 
a bit together with a drop in the 
discount rate. 


Rodgers made his predictions be- 
fore the annual conference of the 
National Assn. of Mutual Savings 
Banks. He said 1957 demand still is 
feeling the effects of record auto 
sales in 1955, and added that if 
other big-ticket sales don’t begin 
perking up, manufacturers are 
likely to curtail production during 
the summer. 


“Under such circumstances,” he 
said, “a decline in overall business 
activity could materialize by June— 
the pattern of business might be 
similar to that which prevailed in 
the last half of 1953.” 

In the latter period, reserve re- 
quirements were trimmed and the 
discount rate was lowered later. 
Rodgers said, however, that he 
didn’t necessarily look for a repiti- 
tion of the policies adopted to deal 
with the 1953 decline. 





billion of this was “water” result- 
ing from overallowances. 

After deduction of this amount— 
which the board called “trading 
fluff’—the total effective market 
value of the cars was $17.1 billion. 

Consumers, said the board, fi- 
nanced this volume of expenditures 
in three ways: they traded in or 
sold older cars having a market 
value of $4.2 billion, they paid $5.3 
billion in cash and they undertook 
credit commitments of $7.6 billion, 
exclusive of finance and insurance 
charges. 

The average contract price of 
each new-car sold to individual 
buyers in 1955 was $2,960, the board 
said. The estimated average over- 
allowance of $420 brought the aver- 
age effective car price down to $2,- 
540, however. 

The average value of car traded 
in or sold was $620, leaving $1,920 
as the average net outlay. 

The mean effective price in 1955 
was about 7 percent higher than the 
corresponding 1954 figure of $2,370. 

The board said the rise repre- 
sented principally “trading up” 
by buyers to more expensive mod- 
els or models with more optional 
equipment, rather than an increase 
in the average price of cars of 
equal quality and with similar 
equipment. 

According to the survey, the 

(Continued on Page 4, Col. 5) 








GE to Increase 


Headlamp Prices 


CLEVELAND.—General : Electric 
Co. has notified its distributors that 
prices of sealed-beam headlamps 
for replacement purposes and some 
other miniature lamps will be in- 
creased an average of 10 percent 
effective June 1. 

Other types affected will be 
marine, aircraft, radio-panel, flash- 
light and indicator lamps and those 
used in toys and novelties, 

The company attributed the in- 
crease to “steadily rising costs of 
labor, materials and transportation. 


Consumer Auto Paper Up 


$91 Million in 


WASHINGTON. — Consumer au- 
tomobile installment credit rose $91 
million during March, according to 
the Federal Reserve Board, 


This brought the total install- 
ment auto paper outstanding as 


British Break Record 


For Car Sales to U.S. 


DETROIT. — British car ship- 
ments to the U. S. in March 
totalled approximately 7,900 for 
an alltime monthly record, ac- 
cording to the Society of Motor 
Manufacturers and Traders. 
Britain’s car export total for all 
countries in March was 36,000, 
the highest since April, 1955. 

U. S. producers exported 16,492 
new cars in March, compared to 
13,093 in February and 28,408 in 
March, 1956, according to the 
Automobile Manufacturers Assn. 








Business Barometer 


Auto Production — 149,527 cars, 
trucks in week vs. 127,531 year before. 

Department Store Sales—Up 3 
percent from year before. 

— 690,789 cars 
in week, a decline of 89,188 from year 
before. 

Gasoline Stocks — 200,222,000 
barrels, a decline of 1,723,000 in week. 

Jobless Claims — 224,300 in week 
vs. 202,100 year before. 

New-Car Registrations—1 448,- 
962 in 1957 to date vs. 1,424,424 year 

New-Truck Registrations—193,- 
776 in 1957 to date vs. 208,839 year 


ago. 
Ol! Stocks — 259,685,000 barrels, 
an increase of 2,604,000 barrels in 


week. 
Soft Coal Output—9,995,000 tons 


estimated in week vs. 10,037,000 tons 
year before. 

Steel Output—87.5 percent of ca- 
pacity estimated vs. 87 percent week 


Cer Prices — $905 average, 
ste, vs. $927 in April. 
vale Prices—117.1 percent 
+v0¢-49 index vs. 117.3 percent 
week earlier. st 


Common Stocks 


May May 1957 
8 1 High 
6% 6% 8% 
752 77%. 80% 
57 58Y_, 59% 
43% 42% 43% 
7% 7% 8% 


Average 37.85 38.50 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 





Month 


of March 30 to slightly more than 
$14.5 billion dollars, the Federal 
Reserve Board reported, 

Total repaid during the month 
was $1,283 million and total credit 
extended was $1,374 million. This 
was $4 million less than was ex- 
tended in March, 1956, and $74 
million more than was repaid in 
March, 1956, the Federal Reserve 
reported. 

Of the total auto paper, $5,907 
million was held by commercial 
banks; $7,190 million by sales 
finance companies; $834 million by 
other financial institutions, and $570 
million by auto dealers. 

March gains of $80 million were 
reported by commercial banks; 
sales finance companies held 
steady; other financial institu- 
tions gained $9 million, and auto 
dealers reported an increase of $2 
million. 

Total consumer installment credit 
showed a $40 million gain during 
the month. The increase in auto 
credit and $61 million in personal 
loans was offset by a decline of 
$107 million in other consumer 
goods credit, FRB said. 


Army Trucks Roll 
Off Reo’s Line 


LANSING.—The first of over 3,000 
military vehicles destined for Army 
use has rolled off the assembly line 
at Reo Motors. 

They are two and a half ton, 6x6 
cargo trucks and are part of a $20 
million order signed by Reo with 
the Defense Department Feb. 28. 
A total of over 3,200 trucks are 
included in the order. 

John C. Tooker, Reo president, 
said production will continue on the 
models for about 12 months, Tooker 
said during the past two years, Reo 
has added 50 basic models in its 
coverage of the medium and heavy 
truck market. 


2° GEAR 
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Chevrolet's New Four-Speed Transmission— 


A new four-speed transmission specially designed for sports car driving is being 
offered as optional equipment on the Chevrolet Corvette. Here, the pattern of engine 
power is traced through the transmission. The four forward speeds are synchronized, 
The transmission's close-ratio gears also permit easy downshift to make maximum use 
of the engine for braking as an added safety factor. Quick shifting through the gears, 
up or down, is possible with the manual “stick” at the driver's side. 





Factories Issue Reports oes 


Sales Up for Some 


DETROIT. — Auto manufacturers 
last week continued their progress 
reports on 1957 sales. Here is what 
some of them said: 

« > > 
Mercury 

Mercury sales in April were the 
highest in 18 months and exceeded 
April, 1956, by 13 percent, according 
to George S. Coats, general market- 
ing manager. 

He said the division’s dealers 
sold 27,924 cars and recorded the 
highest daily selling rate since 
November, 1955. 

“Both dealers and Mercury man- 
agement are gratified at the grow- 
ing and continued public acceptance 
of our 1957 models,” he said, “With 
the advent of warm weather 
throughout the nation, we look for 
increased sales records in May.” 

> oo 


American Motors 


Dealers delivered 8,074 Ramblers 
in April for the best such month in 
the car’s history, according to Roy 
Abernethy, American Motors auto- 
motive distribution and marketing 
vice-president. The total was 26 per- 
cent ahead of the 6,405 deliveries in 
April, 1956. 

the last 10 days of the 
month, he said, deliveries totalled 
2,924, up 39.8 percent from a year 


ago. 

Metropolitan sales climbed 46.4 
percent above those of April, 1956, 
and are 97.5 percent ahead of the 
first four months of 1956, according 
to J. W. Watson, Metropolitan sales 


manager. 
: 7 = 


Lincoln 


More Lincoln automobiles were 
delivered to customers during April 
than in any month since July, 1956, 
according to Henry B. Daniels, gen- 
eral sales manager. 

Retail deliveries of 3,933 units 





Brown Buick Cited— 


Sidney F. Brown Buick, Inc., Bridgeport, 
Conn., received the Silver Anvil award 
from the American Public Relations Assn. 
for its outstanding public relations in the 
field of retailing. Ray Colonari, right, ad- 
ministrative assistant to Sidney F. Brown, 
accepts the award from Hayes Dever, 
awards committee chairman. The dealer- 
ship was cited for its full participation 
in community and civic activities of 
Bridgeport and for the “generous dona- 
tion of the firm's cars for welfare agency 
use and as an emergency fleet during the 
flood emergency.” 


during the month were 5 percent 
above a year ago, when 3,732 cars 
were sold. It was the best April sales 
month since 1953, Daniels said. 

The highest single selling day in 
the division’s 35-year history was 
recorded Apr. 30, when 446 Lincolng 
were delivered. “This led to a total 
19-day sales figure of 1,774 units for 
the third period, the highest for any 
10-day sales period since the third 
period of May, 1953,” Daniels said 

The daily sales rate of 222 units 
during this period was the highest 
in history for any 10-day period in 
April. 


* * * 


Chrysler-Imperial 


Retail deliveries of Chryslers and 
Imperials during April totalled 13- 
468 units, up 25.2 percent over the 
10,757 units delivered during April, 
1956, according to Clare E. Briggs, 
sales vice-president. 

Imperial deliveries during April 
totalled 3,663 units, up 321 percent 
over the 857 units delivered in 
April, 1956. 

“Demand for all Chrysler d- 
vision products continues high with 


the division’s share of the total | 


automobile market now at 2.5 per- 
cent against 2.1 percent last year,” 
Briggs said. 


Brougham Backlog 
Is ‘Comfortable, 
Cadillac Says 


DETROIT. — Cadillac has staged 
its first showing of production 
models of the Eldorado Brougham 
to the press and announced it has 
a “comfortable backlog” of orders 
for the $13,000-plus car. 

James M. Roche, general man- 
ager, predicted that other auto 
makers would follow Cadillac’s lead 
in adopting the air suspension sys 
tem used on the Brougham. 

He did not give any definite 
statement as to the eventual pro 
duction rate or ultimate size of the 
annual market for the Brougham 
Production currently is running 
under 100 cars per month. 

However, Roche made it cleat 
that Cadillac is convinced thst 
there is a market for the Brougham 
and indicated that its potential lie 
essentially among people who 
ready are buying top-priced Cadil 
lacs. 


Goodyear Quarter 
Sets New Records 


AKRON.—The highest sales ané 
earnings for any quarterly peri 
in its history were established ? 
Goodyear Tire & Rubber Co. int 
three months ended March 31, # 
cording to a report of E. J. Thom 
president, and P. W. Litchfie 
chairman. 

Consolidated sales increased § 
percent to a high of $353,173,5 
com with $335,270,426 in t 
first quarter last year. Estimated 
net profit increased 28.7 percent t 
$17,265,055 compared with $13, 
897 for the year ago period. 
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T is the best name for an 
i automobile dealership? 
a This is a subject being discussed 
when dealers get together. It is of 


a cular interest now because we 

| have a better contract to protect, 
and we desire a name that indi- 

eates permanence and individuality. 

being Then, too, there are new dealers 
nging | coming into existence this year 
nized, | to handle the Edsel car. It is 

m use tant that they start out on 
the right foot. 

_ A business name can be a real 
asset or a lifelong handicap. The 
name for any merchant should be 
descriptive. When it is spoken or 
printed, it should reveal the kind of 
business conducted. 

In our field, it strengthens the 
name to have it identified with 
gome personality or some respected 

rcent | family name. 

cars The automobile is an expensive 

sales | item. Its purchese is a real event 
to the individual making it, The 

Ly in buyer likes to deal with a person- 

was ality rather than some inanimate 

colng | name. In other words, the best 
total | name for an automobile dealer is 

s for | one that, when spoken, written or 

‘any | printed reveals the kind of business 

third | the firm is engaged in. 

said. 

units | Don’t Be One of he Mob 

zhest pS erg many automobile 

od in dealership names reflect an 
early concept of the business and 
include such words as sales and 
service, These two words now are 
and & superfluous. Of course, it is taken 
| 13. © for granted that you sell and serv- 
> the 

. o 

vit | Bill to Omit Tax 

a | On Value of Trade 

. * . 

rt Vetoed in Illinois 

CHICAGO.—A bill which would 

die | have amended the Illinois use tax 

with law to exempt the value of tradeins 
total | from the 2.5 percent state use tax 

per- | has been vetoed by Gov. William G. 

ear,” | Stratton on the ground that it was 


unconstitutional. 

Sponsored by the Chicago Auto- 
mobile Trade Assn. and the Illinois 
Automotive Trade Assn., the bill 
passed both houses in record time 
last month. 

According to the CATA, which 
said it was “amazed” at the veto, 
the bill is identical to the amend- 
ment to the Retail Occupational 
Tax Act excluding tradeins from 
tax, passed and signed in 1955 by 
the governor. 

The CATA informed its members 
that collection of the use tax on the 
full selling price of motor vehicles 
will not start until the department 
of revenue has had a chance to 
study the veto message and decide 
on a date, with sufficient advance 
notice. 

Dealers were advised, in the 
meantime, to continue to collect and 
pay the use tax on the cash differ- 
ence when a tradein is involved, as 
they have been doing. 
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ice cars, so why waste valuable 
words in your name that would be 
used for words which better des- 
cribes the kind of business you 
operate. 

I think ‘that the names that 
are particularly objectionable are 
the ones that indicate you are 
just one of many dealers, such 
as, “West, East, North, South or 
Downtown” automobile company. 
Why advertise the fact you have 
competitors everytime you sign 
your name? 

Names can be changed without 
much expense if it is done in an 
orderly manner. In the first place, 
the major sign on a dealership is 
the name of the car. So little ex- 
pense would be involved there. 
Then, you can change the name on 
the stationery and other office sup- 
plies when the present supply is 
exhausted. Perhaps for several 
years the stationery should also 
include the former name as well as 
the new name. 

+. * + 


The Best Formula 


. best name for any automo- 
bile dealership is the dealer’s 
name followed by the name of the 
car he handles. If you object to the 
name of the car in your firm name, 
because you may change over some- 
time, use the words automobile 
company or motor car company 
following your name. 

People who buy automobiles like 
to deal with individuals and, of 
course, the dealer should identify 
himself with the automobile or 
motor cars he handles and include 
it in the name. 

It wasn’t until recently that 
Chrysler Corp. dealers could in- 
clude the name of the car they 
handled in their firm name, This 
may have been because the cor- 
poration’s lawyers thought the 
public might be led to believe the 
dealer was an agent of the cor- 
poration. 

Now the ban has been lifted and 
Chrysler dealers are permitted to 
use car’s name in the firm name 
as all other automobile dealers can 
do. 

If you have a very unusual or 
historic name continue it. For in- 
stance, there is John Flanagan 
Buggy Co. (Ford), Greenville, N, C., 
a firm that started building buggies 
in 1866 and has been in the vehicle 
business ever since. 

The same applies to Pensacola 


Buggy Co. (Chevrolet), Pensacola, 
Fla. Then there is John Smith 
(Chevrolet), Atlanta, which also 


started as a buggy manufacturer, 
and, Wolfington Motors (DeSoto), 
Philadelphia, which made custom 


bodies for a long time. 
. ” * 


Pick the Right Name 


([aane are also quite a few 
dealers who retain the word 
“hardware” in their name, which 
usually indicates that the dealer- 
ship started as a division of a 
hardware store. 

Ford used to be called the “uni- 
versal car,” and many Ford dealers 
retain that name. 

Such names as Chieftain and 
Ramshead, which are currently 
used and have no historic value, are 
simply superfluous. 

In other words, if you are start- 
ing a dealership or taking on an- 
other line, give real consideration 
to the proper name, To select the 
wrong one is to handicap your- 
self. Impersonal names and deal- 
erships named after streets or: 
sections of the city are a dis- 
advantage. 

So let’s come up with names for 
new dealerships that will be help- 
ful; names that are personal and 
descriptive of the business, such as 
Smith Brothers Automobile Co., 
Smith Brothers (Name of Car) Co. 
or Smith Brothers Motor Car Co. 

When you use such names you 
make your operation distinctive, 
lend it character and tell what kind 
of business you are in, In short, 
your business signature can consti- 
tute a good ad everytime it is 
spoken, written or printed. 
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Dealers tell me 


By John 0. Munn 





Cited for Safety— 


Walter Stubbs, right, 


president, Mont- 
gomery-Stubbs Motors (Lincoln-Mercury), 
Silver Springs, Md., smiles as he receives 


' |Shopping Survey... 









Utah Salesmen Rated 


ALT LAKE CITY. — Utah new- 

car dealers last week were able 

to rate their selling methods and 

habits against those of competitors 

as a result of a shopping survey 

conducted by the Utah Automobile 
Dealers Assn. 

The association said of the sur- 
vey: “It is anticipated the knowl- 
edge gained can be used ... to 
assist in improving salesmen sell- 
ing techniques and income while 
at the same time improve the 
profit picture of the automobile 
dealer.” 

Fifteen shoppers sampled the sell- 
ing habits of 125 new-car dealers, 
* ad * 
——- objective was to observe 
the effort put forth by the sales- 


a bronze plaque from Alfred P. Sloan|man to capture the sale and to 


ir. 


for the dealership’s contribution to| learn as much as possible about the 


traffic safety through sponsorship of the| salesman’s attitude toward and 


“Ride with Rowzie” 
tion WDDC, Washington. 
lauded by the Alfred P. Sloan Founda- 
tion for its five-minute segments of the 
Jack Rowzie show in which Rowzie relays 
traffic information to motorists during the 
evening rush hour. 


broadcasts over Sta-| knowledge of his product and his 
The firm was | company. 


Shoppers were instructed by the 
association to ascertain if the 
salesman was happy, if he gave 
the impression that he is in a 
good industry, if he conducted 


Missouri Dealers ‘Emphatic’ 
In Opposing Car Price Hikes 


LOUTS.—The Missouri Auto- 
aie Dealers’ Assn. at its 18th 
annual convention last week voiced 
“emphatic opposition” to increasing 
prices of automobiles. 

In one of two resolutions 
adopted at the convention, the 
MADA voted to request manu- 
facturers and representatives of 
organized labor to “draw in their 
horns” at the next round of con- 
tract negotiations “to the end that 
the spiral of inflation may be 
slowed and the desires of the pub- 
lic be accommodated.” 

The resolution pointed out that 
“the constantly increasing price of 
automobiles was the subject of dis- 
cussion” at the convention in the 
Chase Hotel, and that as a result 
of the discussion the following con- 
clusions were reached: 


1. There is increasing sales re- 


‘Conspiracy’ Suit 
Names Big Three 
And Seven Dealers 


INDIANAPOLIS. — General Mo- 
tors, Ford, Chrysler Corp., seven 
Greensburg (Ind.) auto dealers and 
the Greensburg News Publishing 
Co. have been named in a $1 million 
antitrust suit charging conspiracy 
and price fixing. 

Willis Auto Sales, Westport, Ind., 
filed the action in Federal Court 
and charged that the franchised 
dealers and the manufacturers pre- 
vented nonfranchised dealers from 
selling new cars. 

This was done, the suit alleged, 
by getting serial numbers of new 
cars on the nonfranchised dealers’ 
lots and forwarding the numbers to 
the makers, 

Willis, in its suit, said the dealers 
requested the manufacturers to cut 
off supplies of new cars to nonfran- 
chised dealers. 

The newspaper, the suit alleges, 
joined the “conspiracy” after the 
Greensburg dealers threatened to 
withdraw advertising if Willis was 
permitted to continue advertising. 


Dealer, Son to Direct 


Durham Fund Drive 


DURHAM, N. C. — S. Parks 
Alexander and Stewart P. Alex- 
ander, president and general man- 
ager of Alexander Motor Co. (Ford), 
have been appointed as a father- 
son team to head the annual United 
Fund campaign here. 

S. Parks Alexander established 
the firm in 1916 and is also presi- 
dent of Lucky City Motors, Reids- 
ville, N. C. He is a former president 
of the North Carolina Automobile 
Dealers Assn. Stewart P. Alexander 
is secretary-treasurer of the Dur- 
ham Area Automobile Dealers Assn. 





sistance to new models because of 
increased prices. 

2. The “big market” for new cars 
has not materialized. 

3. Inventories of new and used 
cars have increased to an unhealthy 
point. 

4. High prices adversely affect 
financing practices, and increas- 
ing sales of small foreign cars 
with lower initial cost and future 
economical use is a “straw in the 
wind.” 

Also the resolution charged that 
increasing prices springing out of 
increased labor costs speedily may 
cause a four-day work week—be- 
cause of layoffs—more quickly than 
either manufacturers or unions 
anticipate. 

Vincent T. McMahon (Pontiac), 
St. Louis, was elected president of 
the association, succeeding Robin 
G. Bentrup (Ford), Kansas City. 
Bentrup has another year of a two- 
year term to serve on the board of 
directors. 

Clint F. Coons (Pontiac), St. 
Joseph, was elected first vice-presi- 
dent, and W. E. Zenge, Canton, was 
named second vice-president. James 
M. Allton (Ford), Columbia, was 
reelected treasurer. James A. Gor- 
man, Jefferson City, is executive 
secretary. 

The second resolution voiced 
opposition to any extension of the 
Fair Labor Standards Act and 
elimination of the present retail 
exemption applicable to the retail 
automotive trade. 

The resolution asserted passage 

(Continued on Page 58, Col. 1) 


Against Competitors 


himself ethically and if he at- 
tempted to sell comfortable trans- 
portation or only a “deal.” 

In personally rating salemen, 111 
were called “neat” while 14 failed 
to qualify on that score. Shoppers 
said that 91 knew their product and 
34 did not, while 70 offered a dem- 
onstration ride. 

+ * * 


rr A similar survey a year ago, 
shoppers found 71 salesmen knew 
their product and 45 did not, while 
51 offered a demonstration and 68 
did not. 

Apparently, then, there has been 
some improvement during the 
year on those two points. 

Shoppers this year said that sales- 
men dominated the discussion in 80 
cases, while the customer steered 
the conversation in 45 dealerships. 
Seventy-five of the 125 salesmen 
were rated “convincing” in their 
sales presentation. 

In qualifying the presentation, 
shoppers said 83 salesmen empha- 
sized the “deal” and 39 did not; 
77 accented the product and 48 
failed to do so, and 23 played up the 
dealer’s service and reputation 
while 102 did not. 

= : = 


N TIME dealers, the maximum 

number of months volunteered 
by salesmen were 24 months in 21 
dealerships, 30 months in 91 dealer- 
ships and 36 months in 13 dealer- 
ships. 

A year ago, the longest repay- 
ment period volunteered was 30 
months. 

As compared with a year ago, 
salesmen fell down on attempts to 

sell the dealer’s finance plan and 
insurance, an important extra-profit 
item. Only 34 salesmen attempted 
to sell the shopper, while 91 failed 
to do so. A year ago, 79 salesmen 
tried to sell this package and only 
39 did not. 

In what may be a result of tighter 
deals, relatively fewer salesmen 
this year made the tradein allow- 
ance offer. The price was quoted 
by the salesman in 59 cases and 
by a company executive in 66 cases. 
Last year, the ratio was 74 salesmen 
to 50 officers. 

Nevertheless, appraisals were not 

(Continued on Page 58, Col. 4) 


Senate Approves 
Ore. Finance Bill 


SALEM, Ore.—The State Senate 
has endorsed unanimously a bill de- 
signed to limit finance charges on 
auto sales in Oregon. 

The bill was passed earlier by the 
House, and was returned to that 
chamber for concurrence in Senate 
amendments. 

The Senate version sets a limit of 
8 percent on new-car finance 
charges; 10 percent on used cars 
less than two years old, and 12 per- 
cent on used cars more than two 
years old. 


On the House .. . 


Woody Miller, 





Wemboff 


an ol’ college classmate of mine 


and a new-car dealer since 1945, has come up with 
an idea that deserves the fullest study. He proposes 
a four-year college course, patterned after the 
successful hotel management school at Cornell, 
which would train young men to become auto 
dealers and managers. He feels that such a course, 
offering a Bachelor of Science in Automotive 
Retailing, should be offered by the auto industry 
at some large university and should 
completely equipped dealership for on-job training. 
Besides turning out high-calibre men to man 
the industry’s dealerships of tomorrow, the course 


include a 


could do invaluable extension work, making available to dealers 
the most up-to-date information on all phases of the auto industry, 
could conduct extension courses and provide facilities for research, 
Miller believes. He points out that a successful dealer must be a 
jack-of-all-trades; must be a good salesman plus a good business- 
man with more than a working knowledge of advertising, insurance, 
merchandising, service, personnel relations, financing, law, account- 
ing, sales management and automotive engineeri 

Miller proposes to include all these subjects in the college course, 
plus a working laboratory. He feels that present methods of training 
and recruiting of dealers are inadequate; that the auto industry must 
provide the impetus for creation of such a college course since univer- 
sities are not aware of the industry’s needs. How does Miller’s idea 


strike you? 





—Prte Wemuorr, Editor, 
Automotive News 
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‘Miscellaneous’ Makes Soar... 


49% of Sales Bagged 
By Ford, Chrysler 


(Continued from Page 1) 


1.20 percent. Numerical sales rose 
from 17,106 last year to 32,818 in 
the 1957 period. 
* * * 

ENERAL MOTORS, which had 

a fat 52.48 percent of the mar- 
ket a year ago, settled for 45.95 
percent this year, a loss of 6.53 per- 
centage points. GM’s unit sales 
dropped from 747,511 to 665,858. 

American Motors was off 0.25 
percentage points, from 1.97 per- 
cent to 1.72 percent, although 
Rambler ‘was up. By count, 
AMC’s new-car sales fell from 
28,102 to 24,922. 

S-P, skidding from 31,125 a year 
ago to 16,718 this year, fell 1.04 
percentage points. It had 2.19 per- 
cent of the market in the 1956 
quarter and 1.15 percent this year. 


* * * 
Ford Up 3.80 Points 

Y INDIVIDUAL make, Ford 

was the quarter's biggest 
gainer, jumping 3.80 percentage 
points, Ford’s companion cars, 
Mercury and Lincoln, also were up, 
0.09 and 0.01 percentage points, 
respectively. Continental, however, 
skidded 0.02 points. 

Heaviest loss was the 2.43- 
percentage-point setback en- 
countered by Buick, Hard on its 
heels in retreat was Chevrolet, 
which fell 2.37 percentage points. 
Oldsmobile dropped 1.01 points 
and Pontiac was off 0.34 points. 

Cadillac, which gained 0.12 points, 
was the only GM line which in- 
creased its share over last year. 

Plymouth was runner-up to Ford 
in the gains department, having 
added 1.46 percentage points to its 
market share. 

All Chrysler lines shared in the 
forward sales look during the quar- 
ter. Dodge gained 0.71 percentage 


points; Imperial, 0.39; DeSoto, 0.21, | ary 


and Chrysler, 0.10, 
a * > 
Ba performances this year 
also were turned in by Rambler 

and Metropolitan. Rambler was up 
0.04 points and Metropolitan, 0.09. 

Their gains, however, were 
more than offset by Nash, which 
fell 0.29 points, Hudson also was 
down, by 0.09 percentage points. 

Studebaker dropped 0.55 percent- 
age points in the first quarter and 
Packard was down 0.49 poinis. 

Volkswagen, of course, dominated 
miscellaneous makes. In the first 
quarter of this year, VW sold 14,645 
ears, for 1.01 percent of the total 
market. A year ago, VW sales of 
10,987 accounted for 0.77 percent of 
the market. 

. . ” 


Second Only to °55 
Witz 1,448,962 new cars regis- 
tered, the first quarter of 1957 
ranked second only to the initial 
three months of 1955, when 1,552,735 
cars were registered. In third place, 
with 1,424,424, is the 1956 quarter. 
A March spurt in sales, push- 
ing the month’s total to 572,917, 
pulled this year into second place 
in historic ranking, after it had 





Top Cars 
New-car registrations, all states 
for March: 

1957 Pos. Make 1956 Pos. 
1—139,070 Ford 118,308— 2 
2—128,596 Chevrolet 138,094— 1 
3— 60,198 Plymouth 46,190— 4 
4— 43,312 Buick 53,982— 3 
5—101,512 Olds 114,02°— 5 
6— 82,164 Pontiac 92,685— 6 
7— 27,820 Mercury 25,485— 7 
8— 25,589 19,749— 8 
9— 13,968 Cadillac 12,568— 9 

10— 11,701 Chrysler 10,289—10 

11— 11,543 DeSoto 9,788—11 

12— 17,457 Rambler 6,932—13 

13— 5,731 Stude. 8,200—12 

14— 3,983 Lincoln 3,679—14 

15— 3,760 Imperial 955—17 

16— 1,091 Nash 2,827—16 

17— 1,011 Metropolitan 324—19 

Tx 777 ~Packard 2,959—15 

19— 729 Hudson 1,146—18 

20— 111 Continental 175—20 

14,388 Misc. 6,594 
Total All Makes 
572,917 545,234 


Further details on Page 53. 





ranked third in the first two 
months, 


In comparing sales performances 


for March with the previous month, 
the hottest car was Plymouth, 


which jumped 0.65 percentage 


points to claim 10.51 percent of the 


total market, It was the first time 


this year that Plymouth had 


claimed more than one-tenth of the 


total market, 

All other Chrysler lines were up 
in March: Dodge, 0.29 percentage 
points; Imperial, 0.11; Chrysler and 
DeSoto, 0.09 each. 

Heaviest loser in March, as com- 
pared with the previous month, 
was Chevrolet, which dropped 1.32 
points. No GM line showed an in- 
crease for the month, although 
Pontiac held even with the previous 
month. Oldsmobile was down 0.14 
points; Buick, 0.03, and Cadillac, 
0.03. 

> = * 
ro was off 0.50 percentage 
points and Lincoln fell 0.03 
points, However, Mercury was up 
0.17 and Continental rose 0.01. 


Studebaker was up 0.03 per- 
centage points and Packard ad- 
vanced 0.02 points. 

Rambler’s gain of 0.14 points 
coupled with an increase of 0.05 for 
Metropolitan and 0.01 for Hudson, 
more than offset a loss of 0.03 
points on Nash. 

Miscellaneous makes were up 0.42 
points during the month. 


Largest Gainer 


A® THE corporate level, Chrysler 
Corp. showed the biggest gain 
in March—1.23 percentage points. 
Chrysler Corp.’s monthly gain was 
0.49 in February and 1.88 in Janu- 


American Motors gained 0.17 
points in March, It showed a 0.05- 
point gain in January, but 
dropped 0.08 in February. 

The March gain for SP 
amounted to 0.05 percentage points. 
It was this year’s first upswing for 
the firm, which dropped 0.05 in 
February and held even in January. 

Both Ford Motor and General 
Motors showed losses in March 
penetration, as both also did in 
February and January. 

Ford Motor was down 0.35 points 
in March, 0.18 in February and 1.22 
in January. 

General Motors, which dropped 
152 percentage points in March, 
was off 0.05 in February and 0.83 
in January. 





Dealer Announces 
Nationwide Plan 


To Train Drivers 


DETROIT.—The first nationwide 
system of driver training schools for 
adults, a system which promises to 
make substantial inroads in the 
nation’s traffic toll, was announced 
here last week. 

The announcement was made by 
Saul H. Rose, president of the 
American Driver Training Assn., 
who said 100 of the schools are 
being opened this year in every 
major population center, “as fast 
as we can train teachers to do the 
job.” Rose is a Detroit Chevrolet 
dealer. 

The announcement came at a 
meeting honoring Dr. Herbert J. 
Stack and Dr. Leon Brody, of the 
Center for Safety Education, New 
York University. Brody and Stack 
head the association’s staff of con- 
sultants. 

Rose said the training program 
would be conducted at auto dealer- 
ships across the country, affording 
a “modest profit” to participating 
dealers. 

Each student will receive six 
hours of behind-the-wheel instruc- 
tion and six hours of class room 
lectures. The student fee is $42. 

This “chainstore method” of 
driver training, said Rose, “gives 
the association the volume needed 
to spread the costs of training and 
brings the highest possible profes- 
sional standards.” 


New Plant Includes Edsel Assembly Line— 





Edsel's top series, the Corsair and Citation, will be assembled on the West Coast 
in Mercury's plant No. 2 now under construction in Los Angeles. The new plant is 
scheduled to start production in mid-summer. 


Dealers Dent ’57 Stockpile, 
Show Improved Profits 


(Continued from Page 1) 


month, but is expected to drop 
back by June 1, 

Two eastern Lincoln-Mercury 
dealers had opposite reports. One 
said his reports were “down con- 
siderably” with April sales better, 
while another in a bordering state 
said profits were “much better” 
with April sales on a par with the 
previous month. 

A Western Chevrolet dealer is 
grossing $75 more per car. Credit 
in his area has remained stable, 
though his April sales fell off from 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Cars Cars In Total 
ta Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan, 1, 'S0.... 261,704 188,500 440,254 
Apr. 1, '60.... 276,136 158,000 434,136 
dune 1, "50.... 247,680 160,200 407,880 
Sept. 1, °50.... 239,642 160,400 400,042 
dan, 1, '51.... 305,888 89,900 404,788 
Apr. 1, ’61.... 406,541 138,500 545,041 
duly 1, "51... 357,606 90,700 448,306 
Sept. 1, ’61.... 283,402 86,800 370,202 
dan, 1, 52... 224,968 31,000 255,968 
Feb. 1, 62.... 198,762 69,000 267,762 
Mar. 1, ’62.... 182,577 76,000 258,577 
Apr. 1, ’62.... 213,391 83,000 296,391 
May 1, ’52.... 261,674 83,000 339,674 
June 1, '52.... 232,036 70,000 302,036 
duly 1, ’62.... 193,462 500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, "62.... 149,001 77,000 226,091 
Oct. 1, ’52.... 233,556 89,000 322,556 
Nev. 1, ’52.... 308,804 90,500 399,394 
Dec. 1, ’52.... 287,247 76,000 363,247 
Jan. 1, '53.... 291,671 83,300 374,971 
Feb. 1, '53.... 324,835 86,600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, ’53.... 445,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
June 1, '53.... 463,546 73,500 537,046 
duly 1, ’53.... 479,698 82,800 562,498 
Aug. 1, '53.... 517,119 82,200 599,319 
Sept. 1, ’53.... 514,569 74,500 589,069 
Oct. 1, "63.... 519,037 60,900 579,937 
Nov. 1, °63.... 538,087 68,300 
Dec. 1, °53.... 430,876 once 
dan, 1, ’64.... 428,125 36, 
Feb. 1, ’54.... 466,176 60,600 
Mar, 1, '54.... 511,122 62,000 
Apr. 1, ’54.... 541,911 64,000 
May 1, ’54.... 538,775 68,500 
June 1, ’54.... 503,219 62,500 
duly 1, ’54.... 445,665 62,500 
Aug. 1, ’54.... 390,854 57,000 
Sept. 1, ’64.... 355,654 50,400 
Oct. 1, ’54.... 267,469 29,000 
Nov. 1, ’54.... 120,107 37,500 
Dec, 1, ’54.... 203,453 61,700 
Jan, 1, ’55.... 293,881 500 
Feb, 1, °55.... 373,573 39,100 
Mar. 1, ’55.... 467,655 95,000 
Apr. 1, ’55.... 544,038 99,500 
May 1, ’55.... 660,341 102,700 
June 1, ’55.... 755,498 93,000 
duly 1, ’55.... 736,591 77,000 
Aug, 1, °55.... 735,447 71,500 
Sept, 1, "55.... 675,964 37,300 
Oct. 1, °55.... 489,475 48,900 
Nov, 1, ’55.... 487,666 87,600 
Dee, 1, °55.... 645,707 77,400 
Jan, 1, °56.... 755,177 53,300 
Feb. 1, '56.... 801,499 68,900 
Mar, 1, ’56.... 840,089 63,700 
Apr. 1, ’56.... 827,977 63,100 
May 1, ’56.... 846,285 56,300 
June 1, '56.... 746,012 52,890 
duly 1, °56.... 613,451 50,568 
Aug. 1, ’56.... 551,081 53,026 588,172 
Sept. 1, °56.... 456.013 48,382 504,395 
Oct, 1, °56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 65,008 277,975 
Dec, 1, °56.... 312,587 79,656 398,243 
dan, 1, ’57.... 461,850 50,168 512,018 
Feb. 1, °57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 664,608 68,400 733,008 
Apr, 1, ’57.... 699,796 63,125 *745,915 
May 1, °57.... 675,697 59,500 735,197 


tT Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 


hc 


March and his stockpile rose 25 
percent. 


COMMON May 1 report 

“profits about the same — April 
sales down” — was voiced by an 
Oklahoma Chevrolet dealer an 
Oregon Buick dealer, a Michigan 
Ford dealer, a California Nash 
dealer and an [Illinois Chevrolet 
dealer. 

April sales were up, along with 
profits for a Western General 
Motors dealer and an Eastern 
Studebaker dealer. 


Sales last month increased and 
profits were holding the line for 
a Utah Dodge-Plymouth dealer, a 
Connecticut Buick-Chevrolet 


dealer and an Ohio Dodge-Plym- 
outh dealer. 


A Massachusetts Chrysiler-Plym- 
outh dealer detected no changes in 
either profits or sales during April, 
while a Southern Nash dealer said 
both departments were trailing 
earlier levels. 


A concensus of May 1 inventory 
descriptions around the country 
was “heavy” and “high,” but “not 
loaded” and “not out of control.” 

“Dealers are reducing their in- 
ventories as fast as possible” was 
a Montana GM dealer’s comment 
which summed up the prevailing 
stockpile view. 


Publisher to Speak 


WOONSOCKET, R. I.—Buell W. 
Hudson, publisher of the Woon- 
socket Call, will be the principal 
speaker at the annual meeting of 
the Woonsocket Automobile Deal- 
ers’ Assn. tomorrow (May 14). 


FRB Survey Finds 
29 Buyers Wary 
Of Easy Terms 


(Continued from Page 2) 
median annual income of new-cap 
buyers in 1955 was $6,480. Distriby. 
tion was as follows: Under $3,099. 
7 percent; $3,000 to $4,999—20 per. 
cent; $5,000 to $7,499—33 percent: 
$7,500 to $9,999—13 percent; $10,09) 
to $14,999—10 percent; $15,000 ang 
over—10 percent, and not ascer. 
tained— 7 percent, 

Median liquid assets of buyers 
was $840, while median net worth 
was $11,630. 

Individuals living in the West in. 
creased both the number of their 
purchases and the effective prices 
they paid relatively more from 1954 
to 1955 than did buyers in any other 
region. 


Consumers living in metropoli- 
tan areas bought about 65 percent 
or all new cars in 1955. Residents 
of nonmetropolitan urban areas 
accounted for 15 percent, and 
rural buyers for 20 percent. 

Buyers in metropolitan and rura] 
areas traded up only slightly, while 
buyers in nonmetropolitan urban 
areas traded up most. 

Among all new-car buyers, the 
board said, 93 percent had an old 
car. A total of 80 percent of all 
buyers traded in a car and 5 per. 
cent sold their old car. Only 7 per- 
cent of all buyers kept their old car 
or cars. 


In the $7,500-and-over income 
class, 10 percent of all new-car buy- 
ers retained their old car. 

Other FRB findings about 1955: 

1, The notion that longer ma- 
turities went to car buyers with 
the biggest equities or to the best 
credit risks was false. The longest 
terms were granted to customers 
who made relatively small down- 
payments. 

2. No one type or group of lending 
institutions was responsible for | 
liberalizing credit. Terms were 
slackened in all parts of the country 
by all types of lenders. 

3. The proportion of credit buyers 
who bought new cars before they 
had finished paying for their old 
Ones increased sharply in 1955, 

4. Oddly enough, credit buyers 
were back in the market for a new 
car six months before cash cu 
tomers. 

5. The median annual finance 
rate on new car contracts was Il 
percent; most rates varied be 
tween 9 and 13 percent. 

6. Trading-up to more expensive 
models was general, and included 
buyers in all income groups in all 
regions. But trading-up was more 
common in the lower and upper 
income groups than in the middle 
income group. 

The board noted that in most 
years, there is a combination of 
factors which either stimulate or 
retard the purchase of any com- 
modity. In 1955, however, the board 
found an “unusual” combination of 
major influences tending to stimu- 
late néw-car sales, and a remark- 
able absence of influences tending 
to slow them down. 





Oldtimers Meet in Philadelphia— 


Among those attending the spring meeting of the Philadelphia Metropolitan Coun¢ll 
of the Automotive Old Timers were, seated, from left, Morris Ford, Norwich, N. Ys 
Leslie Peat, executive secretary, National AOT; Charles S. Snyder, York, Pa., Couneil 
vice-president; John B. White, Philadelphia, president, Pennsylvania Automotive Assfi 
Carl E. Fribley, Norwich, N. Y., NADA past president; Raymond P. Scott, Ardmore, 
Pa., president, Philadelphia Automobile Trade Assn. Standing: Richard McMeekiM, 
retiring general manager, PATA; Ralph Pitman, Philadelphia; Dave Reese, NADA 
director; George H. Thornton, Philadelphia; Julia C. Driscoll, Philadelphia, council 
secretary-treasurer; R. A. Harp. council president; and Frank P. Tighe, Philade/phi@, 


director, National AOT. 
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...our repeat business 
would drop substantially” 
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says Ford dealer CHARLES P. BENNETT of 
Bennett Motor Company, Seminole, Texas 
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li. “COMMERCIAL CrepiT has been a big help in making our 

= business a success from our very beginning seventeen 

= years ago. The flexibility of their service has greatly 
increased our ability to satisfy customers. Quick hand- 

ural . . . . 

hile ling of credits has gained us a reputation for fast 

ban deliveries and their experience in handling collections 

the is important in retaining customer good will. Buyers 

S like the completeness of Commerctat Crepit PLAN and 

= reports indicate insurance claims are handled promptly 

T ° r ° ° 
car and fairly. We believe without CommerciaL Crepit 
. . . ” 

i PLAN our repeat business would drop substantially. 
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Commercial Credit dealers 
are successful dealers 








Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it today? 


COMMERCIAL CREDIT CORPORATION 





A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 .. . offices in principal 
cities of the United States and Canada. 
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Spring Market Offers Giveaways Galore... 
‘Circus’ Gets Into Gimmick Act 


By John K. Teahen Jr. 
Staff Writer 

IMMICKS and giveaways, price 
offers and a liberal sprinkling 
of sane and subdued advertisements 
fill the nation’s newspapers as deal- 
ers strive to wring the last possible 

sale out of the spring market. 

Circus ads appeared in Cincin- 
nati, Houston and Decatur, Il. 
Jennings Buick, Inc., Cincinnati, 
meant it literally with offers of 
elephant rides for the children, 
clown acts, the “human pretzel” 
and cotton candy for everyone. 

“See the circus, then check our 
circus of sales on new and used 
ears,” Jennings urged. 

At El Bauer Chevrolet, Decatur, 
and Bill McDavid Oldsmobile, Hous- 
ton, the circus was figurative—a 

“circus of values.” Bauer also staged 
a drawing for hi-fi and television 
sets, and McDavid listed an 88 hard- 
top coupe for $2,322 and $18.60 a 
week. 
* + * 

CCESSORY giveaways continue 

to be popular this season. 
O’Leary Buick, Inc., Cincinnati, re- 
peated a one-cent sale on optional 
items, including automatic trans- 
mission, power steering, power 
brakes, radio, heater and white-wall 
tires. 

O'Leary also offered a portable 
television set “to each customer 
who purchases a car on first visit 
to our showroom.” 

In Dayton, O., Jenkins Auto Sales 
(Dodge-Plymouth) said it would 
give buyers, at no extra cost, all the 
accessories on the car they selected 
from stock. 

Weidenbacher Oldsmobile, Deca- 
tur, Ill, decided there’s nothing 
quite like money. 

“Get a paid vacation,” it adver- 


tised. “We'll give you a fresh, crisp 
$100 bill with any car purchased— 
new or used—regardless of price— 
no strings—during our big paid- 
vacation sale.” 

+ + * 


AG GALYEAN (Dodge -Plym- 

outh), Charleston, W. Va., joined 
other dealers across the country in 
the “$25 Challenge” plan. Persons 
who had purchased Plymouths, 
Fords or Chevrolets from local deal- 
ers in the last 30 days were offered 
$25 if Galyean could not show rec- 
ords to prove he had made a better 
deal during that period. 

Quality Buick, Houston, and 
Courtesy Dodge-Plymouth, New 
Orleans, tempted buyers with 
“liquidation sales of slightly dam- 
aged” new ’57 models. 


The cars were described and car- 


ried such notations as: “Has rust! 


spots and one door doesn’t fit;” 
“Domelight missing, f-w minor rust 
spots and dash pad does not fit.” 
The firms mentioned “discounts” up 
to $1,734. 

Both dealers emphasized: “We 
also have a complete stock of per- 
fect cars.” 

+. = * 

(een al. MOTORS, INC. (Plym- 

outh), Shreveport, La., declared, 
“Our policy—$100 over cost on the 
’57 Dodge or Plymouth. Because of 
our tremendous service business, 
our overhead’s paid—so we can sell 
new cars for less.” 

“Fretwell’s breaks the price bar- 
rier,” headlined a DeSoto-Plymouth 
dealership in Oklahoma City. It 
offered 57 Plymouth two-doors for 
$1,595—“one to a customer. Posi- 
tively none sold to dealers or their 
representatives at this price.” 

Plymouth suggested prices, in- 
cluding Federal excise tax and 


UAW Is Sued by Chrysler 
In Plant-Transfer Row 


By Joseph M. Callahan 
Staff Writer 

DETROIT.—Chrysler Corp. filed 
a $5 million suit against UAW 
Local 212 last week for its refusal 
to permit the shipment of dies 
from Detroit plants to a new 
Chrysler plant in Twinsburg, O. 

In a complaint filed in Federal 

District Court, the corporation 
alleged that the local’s action was 

in violation of the UAW-Chrysler 

contract. 

The company is also asking for 
$500,000 a day for each day that the 
local continues to refuse to move 
the dies. 

In a telegram to UAW President | 
Walter Reuther, Chrysler Corp.| 
said, “Local 212 leadership has 


engaged in its illegal and disruptive 
acts on the pretext that the com- 
pany is moving work from stamp- 
ing division plants to its new plant 





Ford Proxies— 


A Christmas-like mail rush in May 
deluges Ford's stockholder records section 
at Ford Motor Co.'s central office building 
in ‘Dearborn. Proxy cards from stock- 
holders poured in by the tens of thousands 
during the past week, more than 30,000 
in a single day. Hemmed in by thousands 
of proxy cards is Emma Attard, one of 
25 persons who sort the cards for tabula- 
tion by electronic equipment. Tabulation 
of proxies will continue right up to the 
time of the meeting, May 23, at Ford's 
new Michigan Proving Ground near 
Romeo, Mich. 


at Twinsburg, O. without providing 
job opportunities for displaced 
Detroit employes. 

“The facts are that there is a 

written agreement between the 

International Union, UAW, and 
Chrysler, dated March 7, 1957, and 
signed by both parties, providing 
job transfer opportunities for 

hourly rate employes whose jobs 
will be affected by the Twinsburg 
move; and that we have worked 
out with Local 212 an under- 
standing on how this agreement 
is to be applied; and that there 
is already under way a canvass 
of employes to determine their 
wishes on moving to Twinsburg, 
and finally, that many employes 
have already applied to go there. 

In the letter, Robert Conder, 
Chrysler Corp. personnel vice- 
president, said that because of a 
series of Local 212 strikes, thou- 
sands of employes in other divisions 
have been idled and that the 
company is sustaining substantial 
losses. 

He concluded, “We call upon you 
to immediately direct the officers 
of Local 212 to cease their ob- 
structive and illegal activities, and 
to reverse their instructions which 
are in violation of our contract.” 

Immediately stepping into the 
dispute, Reuther urged both the 
officers and members of Local 212 
and the Chrysler Corp. to “exercise 
restraint and to maintain normal 
operations on the basis of the 
status quo” until a further effort 
can be made to solve the problems 
of the Automotive Body division. 

He added, “I am advising the 
officers and members of Local 212 
to cooperate in maintaining normal 
operations in ABD plants pending 
a meeting between Chrysler Corp. 
officials and the UAW International 
officers and I urge management to 
refrain from any further action 
which will provoke worker re- 
actions in what is already an ex- 
plosive situation.” 

Chrysler President L. L. Colbert 
replied to Reuther with an offer to 
discuss the issues with him Satur- 
day (May 11). 

“In the meantime,” said Colbert, 
“Local 212 is still banning the move- 
ment of dies and fixtures, making 
it impossible to have normal opera- 
tions in our plants as urged by you.” 








dealer delivery and handling 
charges, are $2,008.50 for a Plaza 
two-door sedan and $1,898.75 for 
the price-leader Plaza business 
coupe. 

In Providence, Goggin Sales, Inc. 
(Dodge- Plymouth) twitted price- 
happy advertisers with: “Looking 
for a buyer who wants to pay $1,500 
for a 1957 Plymouth hardtop... . 
Sorry, we can’t sell these cars at 
this price. We just thought we’d 
like to see in print what everybody 


wants.” 
* * od 


“BLITZ” used to be a never-men- 

tioned word in dealer advertis- 
ing, but times apparently have 
changed. Swendson Ford, Milwau- 
kee, used a full-page, full-color ad 
to announce “a giant spring blitz 
sale.” 

And in Springfield, 0il., Walter 
Nash staged a “5-day bankrupt 
blitz sale.” Closer inspection re- 
vealed that Walter wasn’t bank- 
rupt, Seems the Midwest firm had 
“purchased the entire stock of a 
bankrupt eastern dealer. Let his 
loss be your gain.” 

In Sherman, Tex., Chase Chevro- 
let warned: “Give the password 
when you come tradin’ for a new 
or used Chevrolet. Lotsa wholesale 
buyers are gonna’ try to take ad- 
vantage of our reduced prices. Have 
your title ready, and remember the 
password—‘Retail Customer.’ ” 

* * * 

NOTHER dealer 

town, Davis Motor Co., keyed 
an ad to Chrysler Corp.’s sweep of 
the 1957 Mobilgas Economy Run 
and quoted the Automotive News 
story of the event. 

In St. Louis, Weber-Deibel Ford 
reversed the adage and did some- 


| thing about the weather instead of 


talking about it. St. Louis experi- 
enced miserable weather in April 
and Weber-Deibel capitalized on the 


|inky skies and teeming rain. 


‘Hudiburg Plans Building 





OKLAHOMA CITY. — Construc- 
tion of a new $175,000 plant to house 
Midwest City Chevrolet here will 
start soon, according to Paul Hudi- 
burg, owner. 


in the same} 










By L. H. Houck 
Staff Correspondent 


KANSAS CITY. — The drive to 
clean up misleading advertising by 
the Motor Car Dealers Assn. of 


| Greater Kansas City has been im- 


plemented by a booklet for car buy- 
ers and a code providing for dealer 
fines of up to $1,000. 

The cleanup drive, which began 
last February, already has re- 
sulted in a wholesome change in 
dealer advertising, according to 
W. W. Egelhoff, secretary- 
treasurer of the association. The 
association keeps a file of all car 
advertising in the area. 

All participating dealers furnish 


each car buyer a copy of the book-| 


let which explains most of the ad- 
vertising gimmicks employed by dis- 
honest operators. 

To signify participation in the 
program, the dealer affixes a special 
sticker to each car sold, indicating 
that the sale is- made according to 
the code of good business principles. 
A similar decal is applied to the 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 


1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


May 8 


(Sold 188 cars out of 281 offerings.) 

BUICK—’'57 Special Riviera, $2,325*. 
'56 Special 2-dr.. $1,600*. "55 Special 
Riviera, $1,360°, $1,315* (ps), $1,- 
060°; Century Riviera, $1,250°; RM 
Riviera, $1,245*° (ps); Special 2-dr., 
$1,200*, $1,065*. "54 RM Riviera, $1,- 
055° (ps); 4-dr.. $890° (ps); Super 
Riviera, $1,055*, $1,000°; 4-dr., $910°; 
Special Riviera, $980*°, $975; 4-dr., 
$990°; 2-dr.. $925°; Century Riviera, 
$830°*. "53 Super 4-dr., $620*, $530° 
(ps); Riviera, $560*, $540°; RM 4- 
dr., $535°. "51 RM 4-dr., $260°. 

CADILLAC — '56 (62) conv., $3,525*° 
(ps); sedan de Ville, $3,450*° (ps). "55 
(62) sedan de Ville, 2 at $2,700* 
(ps); conv., $2,525* (ps). ‘53 (62) 
coupe de Ville, $1,170*. ‘52 (60) 4- 
dr., $1,125*, '50 (62) 4-dr., $380°. 

CHEVROLET—’57 Bel Air (8) 4-dr., 
$2,190* (ps); Two-ten (8) 2-dr., $1,- 
740*; One-fifty (6) 2-dr., $1,560. '56 
Bel Air (8) Hardtop, $1,755*; 4-dr., 
$1,555; conv. $1,355* (ps); Two-ten 
(6) 2-dr., $1,635*, $1,175*, $920, $900, 
$775; 4-dr., $1,020, $850*; Two-ten 
(8) station wagon, $1,275, $1,250; 
One-fifty (6) 2-dr., $1,100. '54 Two- 
ten 4-dr., $705*, $665; 2-dr., $700, 
$675. °53 Bel Air 2-dr., $705; Two- 
ten 4-dr., $565, $415; 2-dr., $350*; 
One-fifty station wagon, . = 
SL Deluxe 4-dr., $230. '50 SL De- 
luxe station wagon, $205; Hardtop, 
$125. 

CHRYSLER—’'55 NY Hardtop, $1,650* 
(ps). °54 NY 4-dr., $835* (ps). °53 
Windsor Hardtop, $585*; 4-dr., $575* 
(ps); NY 4-dr., $550*, $525* (ps). 

DeSOTO—’'55 Firedome 4-dr., $1,270*, 
$1,200* (ps); Hardtop, $1,000; Fire- 
flite 4-dr., $1,240* (ps). ’53 Firedome 

, $475*. 

‘57 Coronet 4-dr., $2,300*. 
55 Royal Lancer 4-dr., $1,310*; 
Hardtop, $1,240*; Coronet Hardtop, 
$1,155. °54 Coronet station wagon, 
$955*; 4-dr., $720*. '53 Coronet 4-dr., 
$440, $430, $335; 2-dr., $405; Hard- 
top, $425; Meadowbrook 4-dr., $340*, 
$200. "51 Wayfarer 4-dr., $165, 

FORD—'57 Fairlane (8) 500 Victoria, 
$2,015*. '56 Fairlane (8) conv., $1,- 
845*, $1,820*° (ps), $1,805*; club 
sedan, $1,350; Custom (6) 2-dr., $1,- 
095. °55 Fairlane (8) Victoria, $1,- 





395° (ps), $1,220; 
Town sedan, $1,235°; 
$1,125*, $1,105; Custom 
$900. °54 Crest (8) conv., $925°; 4- 
dr., $920: Victoria, $900°, $875; 
Ranch Wagon $725; Custom (8) 2- 
dr., $700, $660; 4-dr.. $710°, $635; 
Custom (6) 2-dr., $575, $570; Coun- 
try sedan, $900*. 53 Ranch Wagon, 
$790; Crest (8) Victoria, $690, 2 at 
$680*, $640°, $625; Custom (8) 2- 
dr., $615, $525. "51 Custom (8) Vic- 
toria, $305. 

IMPERIAL—’'57 Crown Hardtop, $4.- 
310° (ps), $4,300° (ps). 

LINCOLN—’56 Capri Hardtop, $3,150* 
(ps); Premiere 4-dr., $2,640°. ‘55 
Capri 4-dr., $1,505* (ps). °53 Cos- 
mopolitan Hardtop, $650*, °52 Cos- 
mopolitan 4-dr., $420°*. 

MERCURY—’55 Monterey Hardtop, $1,- 
300*, $1,200*; Montclair Hardtop, $1.- 
250°. °54 Custom 2-dr., $760, $660*; 


conv., $1,300°; 
Country sedan, 
(8) 2-dr., 


4-dr., $690. "52 Monterey 4-dr., $325°*. 
NASH—’55 Rambler station wagon, $1,- 


150. 

OLDSMOBILE—’56 (88) Holiday, $2,- 
175* (ps), $2,010* (ps); 4-dr., $1.- 
710*; Super Holiday, $2,005*. "55 (98) 
conv., $1,735* (ps); (88) 4-dr., $1,- 
570*; 2-dr., $1,370*, $1,290*. °54 (88) 
2-dr., $1,250*, $1,090*, $1,025*; Super 
2-dr., $950* (ps). °53 (98) Holiday, 
$1,140* (ps); (88) 4-dr., $700* (ps). 
’52 (88) 2-dr., $165*. 

“PLYMOUTH—’56 Belvedere (8) conv., 
$1,550, '55 Belvedere (8) 2-dr., $990*; 
Savoy (8) 2-dr., $860*. ‘54 Bel- 
vedere conv., $840*; 4-dr., $515; 
Savoy 2-dr., $615*, 53 Cranbrook 4- 
dr., $350; 2-dr., $335; Belvedere, 
$175. 

PONTIAC—’'56 Chieftain (8) Catalina, 
$1,525*. °55 Star Chief (8) Catalina, 
$1,410* (ps); 4-dr., $850* (ps); 
Chieftain (8) 4-dr., $1,085*. °’54 
Chieftain (8) station wagon, $1,050*; 
4-dr., $625. '53 Chieftain (8) 4-dr., 
$590*; 2-dr., $490*, $470. '52 Chieftain 
(8) Catalina, $730*, $315*, °51 4-dr., 
$200; 2-dr., $190*. 

STUDEBAKER—’55 Commander Hard- 
top, $725*; 2-dr., $615, ’°53 Champion 
2-dr., $300. 

MISCELLANEOUS — '56 Chevrolet %- 
ton pickup, $640. °55 Ford %-ton 
pickup, $700. °54 Dodge truck, $425. 
’53 Dodge %-ton panel, $170; Chevro- 
let %-ton pickup, $510. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 46, 48, 49, 54 and 55 





Freed, Jones Celebrate Silver Anniversary— 


H. Marvin Jones, left, general manager, Jones Motor Co., Cedar City, Utah, ang 
Charles C. Freed, president, Freed Motor Co., Salt Lake City, hold engraved silve 
trays denoting 25 years as DeSoto-Plymouth dealers. The trays were presented 
the dealers by J. B. Wagstaff, DeSoto sales vice-president, at a luncheon meeting jg 
Salt Lake City. Jones’ firm is an associate of Freed's. 


Stiff Fines Provided .. . 
Tough Ad Code in K.C. 








dealers’ showroom windows and 
doors. 


The booklet summarizes what 
the emblem stands for and invites 
the prospective buyer to report 
any violations or non-compliance 
with the advertising and 
principles in the book to the as- 
sociation or the Better Business 
Bureau. 


The introduction states that only 
dealers who have agreed to the ad- 
vertising and business practices in 
the booklet are allowed to display 
the emblem. 


The prospect is told that should 
a dealer violate any of the provi- 
sions he will no longer be allowed 
to display the emblem and that ha- 
bitual violation will result in fines, 
suspension and even expulsion from 
the association. 


The purposes as set forth are: 
(a) To promote and maintain hon- 
esty and dependability in business 
operations and to avoid deception 
and fraud; (b) to employ truth 
and accuracy in advertising and 
selling; (c) to stand by the guar- 
antee given with each motor ve- 
hicle; (d) to strive constantly to 
improve business methods and 
ethics and to maintain fair com- 
petition to the end that the public 
will be better served; (e) to re- 
frain from the performance of 
any act which would be injurious 
or detrimental to the automobile 
retailing industry or contrary to 
the public interest; (f) to provide 
a guide to the public generally 
as to fair and unfair practices. 
Specific unfair practices in the 

booklet include: 

1.) Failure of the advertised state- 
ments regarding prices, equipment, 
make and model, tradein, terms, 
etc., to be based on facts and to be 
clearly set forth. 


2.) Bait advertising. A car adver- 
tised at a specific price must be on 
hand and willingly shown and dem- 
onstrated. If it is a floor model the 
dealer must accept orders for future 

(Continued on Page 57, Col. 1) 


Caruso Denied 
Bond Reduction; 


Case Is Recessed 


LOS ANGELES. — Auto dealer 
Henry J. Caruso, indicted by 4 
county grand jury last month on 
charges of swindling customers, has 
been denied reduction of his $25,000 
bond. 


Caruso was indicted on 19 counts 
of conspiracy, forgery and grand 
theft. Arraignment was scheduled 
for last week, but the case has been 
continued to May 20. 

Indicted with Caruso were 10 offi- 
cials and salesmen of his four deal- 
erships. They also failed to gail 
reduction of their $5,000 bonds. 

Pleading for a reduction, Caruso’s 
attorney argued that there is “a 
psychological effect in a $25,000 
bond.” He also noted that Carus0, 
35, has been a resident of Southern 
California 27 years, attended school 
here, is married and is a Navy 
veteran. 
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These smart new FIATs offer your small-car en- 
thusiasts more of everything they want! 

Low prices! Amazing gas mileage! Heaps of room. 
Even the lowest-cost ‘“600” seats 4 husky adults. 

For every prospect there’s a just-right model. 
Standard and family sedans. Regular and Sportsman 
Convertibles (up to 90 mph). And Multipla Station 
Wagons that actually sleep 3! 

Behind every FIAT is unsurpassed Italian crafts- 
manship—with quality far beyond FIAT’s modest 
price range. And FIAT’s distinctive styling reflects 


BORN IN THE ALPS 


...Mature’s oldest, toughest 
proving ground 


600—Multipla 
6-seater— $1598 


5-seater— $1598 


1100—Family Station 
Wagon— $2,069 


1100—TV (Fast Tour- 
ing) Sedan— $2,035 


Roadster— $2,498 


1100—Sedan, completely equipped, including many extras— $1655 


Profitable dealerships now available 


’in New York, California, Connecticut, Pennsylvania, New Jersey, Massachusetts, 
Maine, New Hampshire, Vermont, Rhode Island, Nevada and Arizona* 


the Italian flair for design at its best. FIAT is Italy’s 
largest manufacturer—world-renowned for top-qual- 
ity products ranging from fine motorcars to fast 
aircraft. 


ACT NOW! be first with FIAT! There’s a 
big, flexible advertising and promotion program 
coming up... to put punch in your selling efforts. 
Don’t wait. Write today . . . to offer your customers 
the biggest small-car “buy” in the business. 


*at present FIAT dealerships are limited to these states to insure 
the best in service for your customers in line with FIAT’s long- 


standing policy. 


HOFFMAN 


distributor for Northeastern States and California 


443 PARK AVE., NEW YORK, N.Y. 


9130 WILSHIRE BLVD., BEVERLY HILLS, CAL. 


What they like about 


FIAT 


Foreign-car fans already are snapping up these 
newest, most exciting imported cars. They like 
the great Italian genius for style and workman- 
ship... up to 49 mpg... “big-car” roominess... 
and best of all, the attractive starting price of 


1298 


SERVICE... PLUS! Right now FIAT teams are 
training dealer service organizations. And al- 
ready FIAT has stockpiled large quantities of 
parts for prompt, complete repair service. FIAT’s 
long-standing and world-wide policy: wherever 
FIATs are sold, service shall always be 
available. 


all prices delivered in New York City. 
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At Idaho Convention . . . 


Franchise Safeguards Charted 


(Continued from Page 1) 


Sonal, active leadership and man- 
agement which any business needs 
for success.” 

“In the immediate postwar 
years management mistakes 
could be overlooked because 
profits came readily,” he said. 
“When competition becomes keen, 
as it has, the margin of allow- 
able error in management is 
severely narrowed.” 

2. Be “geared to meet competition 
on the basis not of price alone but 
total value offered.” 

3. Recognize the importance of 
“volume sales intelligently pro- 
jected and costed.” 

. * + 


4 KEEP up with desires of the 

* public with respect to mer- 
chandising methods and meet the 
new challenge of unenfranchised 
competition by the resourcefulness 
which is traditional with the suc- 
cessful franchised dealer. 

5. Practice self-discipline as re- 
gards bootlegging, cross-selling, 
quality of advertising and price 
packing. 

6, Demonstrate pride, confi- 
dence and enthusiasm in the job 
done in the community, in the 
merits of the franchise system 
and future of the industry, 

Crowley commented that legisla- 
tion isn’t going to put the boot- 
leggers, poachers or price cutters 
out of business. 

He recalled that Harlow H. Cur- 
tice, GM president, urged dealers 
to join manufacturers in a “cru- 
sade” to preserve and improve the 
franchise system. 

> > = 
os of the system is 
threatened by bootlegging, ex- 
cessive cross-selling and unethical 
and irresponsible advertising,” said 
Crowley. 

However, he said, substantial 
progress has been made toward re- 
ducing these threats. Advances 
such as the new GM selling agree- 
ment adopted more than a year 
ago, new and improved GM dis- 
tribution policies, have helped to 
spark this progress, he said. 

Crowley said that there has 
been “an over-abundance on the 
part of some dealers of caution 
and almost fear—an inclination 
to look only at the bad side of 
things.” 

He said he believed successful 
dealers would caution that such an 
attitude hurts the dealer. “It ad- 
versely affects his ability to bar- 
gain with customers, It harms his 
rating with his banker. It pulls 

down his standing in his com- 
munity,” Crowley said. 

“Positive thinking, confidence 
and enthusiasm are the qualities 
which have historically made the 
automobile retail dealer a prime 
example in his own local com- 
munity of the successful business- 
man,” he said. 

* 






























* * 


Wats reviewed the progress 
made in restoring an atmos- 
phere of good will between dealers 
and makers from the low ebb of 
dealer relations a year ago. 
Bootlegging, Williams said, di- 
lutes the value of authorized deal- 
erships, and efforts have been 
made ts reduce it as a factor in 
the market. 

Real progress has been made, too, 
he said, in the area of false, decep- 
tive or misleading advertising. Ford, 
he said, has promptly investigated 
reports of deceptive advertising and 
has counselled with dealers on this. 

“We are making it perfectly 
clear,” Williams said, “that if it 
is necessary to exercise our rights 
under the agreement in order to 
eliminate advertising offenses, we 
are quite prepared to do just 
that.” 

In the area of overall sales, he 
said, dealers must be prepared for 
keen competition, not only within 
the industry, but from other indus- 
tries which are moving fast and 
building products that were not 
even in existence a few years ago. 

aa « - 


T° INSURE keeping abreast of 

competition, dealers should go 
to the customer. He reminded deal- 
ers that it the past they had or- 
ganized street-by-street canvasses 
to seek out customers before they 
became imbued with the deal fever. 
He then ‘ited the shopping sur- 


vey. The survey also indicated 
that a fourth of the buyers rated 
dealers fair to poor on service 
and 30 percent said they would 
not return to the dealer after the 
warranty had expired. 

Williams urged dealers to become 
well-rounded—flexible, with capac- 
ity for adjustment to changing sales 
conditions. 


He suggested that they organize 


all departments to get the most out 
of them and make the most of such 
tools as cost analysis, daily operat- 
ing controls, profit objectives and 
business management. 

For those who do, he said, the 
future is bright. 


* + + 
C L. JACOBSEN, dealer relations 
“4° vice-president of Chrysler Corp., 
in reviewing the impact of autos! 










HOT 


Hot today and getting hotter .. . the a. 
Industry and the Chicago Daily News. In Chi- 
the Chicago Daily eee — 

steady growth in circulation ur ng 
cua ten wanes. And, in 1956, the News pn 
more focd linage than any other evening gad 
in America. That makes it 15 years in a aaa 
the News has been on top! Forecast: for oe 
advertisers — lots of mouth-watering results. 


cago, only 


65 Pet. of Ad Budget 
Tagged for Newspapers 


National Tea Spends $7 Million 


To Advertise 760 Food Sto 


As Vice-President in charge of A 
ing and Merchandising of one of the 
fastest growing retail food chains, 


Bauman heads up National Tea Co.’s adver- 
tising program at the home office level. Last 


year the company invested a total of 


states. 


‘able-to-buy’ market in the Chicago a 


years in a row!” 


years c 
activities of the chain’s big Chicag 
so he knows what the Daily News 
to help make his merchandising 
effective in this 
market. 


chandising “know-how” is rated b 


out the food industry. 


268.00 in advertising its 760 stores 


Sales managers in National Tea Co.'s 10 
branches placed a total of 29,332,184 lines of 
newspaper advertising in 376 newspapers In 
1956, of which 806,555 lines were placed in the 
Chicago Daily News—more than any other 
newspaper in which the big chain advertises. 


MR. BAUMAN had this to say about the 
“News”: “Daily News readers are the largest 


have tremendous confidence in their paper 
and in its advertising pages. Food editor Isa- 
bel Du Bois cooks up page after page of food 
stories that build up a lot of reader interest. 
No wonder the ‘News’ has led America’s 
evening newspapers in food linage for 15 


Val Bauman has spent his entire career 
in the advertising and food field. For seven 
he directed all sales and advertising 


intensely competitive 


His appointment this year to the position 
of Vice-President in charge of Advertising and 
Merchandising for the entire National Tea Co. 
indicates just how importantly strong mer- 


i ich i 1 for 
agement of National Tea, which is famec 
its fast growth.in sales and earnings through- 





1957 


on American life, predicted new- 
car sales would reach eight million 
annually by 1965, with 10 million 
now and then in the years follow- 
ing. 

He also predicted that the annual 
Scrappage rate would reach five 
million units within a few years. 

George S. Eccles, president of 
the First Security Bank Corp. 
Salt Lake City, told the dealers 
that the automotive market in 
Idaho during 1957 should reach 
$160 million. He termed the 
Federal Reserve Board’s mone- 
| tary policy “very good for our 
national economy.” 

W. Fisher Ellsworth, Idaho Falls, 





was named president. He suc 
Frank C., Bevington, Nampa. 


Frank Gaffney, Orofine w. 
chosen vice-president, Reele 
were Leon Weeks, Boise, secr 
and Charles C. Naight, Bur 
state NADA director. Twenty 
directors also were named. 2 

Delegates also went on record tl 
give continued support to NAD4 
which has “done a great deal ty) 
bring about better dealer-factory) In 
relations.” | of 
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mediately in Los Angeles, D. T. 
Staples, president, has announced. 
It will house headquarters offices 
and some western division offices 
presently scattered through seven 
different buildings here. Staples 
said Tidewater will continue to 
maintain a sizable office in San 
Francisco. 





News to Note... 
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Auto World in Brief 


bE 
NADP NEW YORK.—H. K. Porter Co.,, 







iTley 
Y new 


* * 


* 
quarters from Toronto to Guelph| {jnjon Carbide, 3 Divisions 


ston} Inc., has announced the oan to supervise the new operation. Alias Garter Wann 

of Federal Wire & Cable Co., Ltd., Tidewater Builds in L. A. Sie Siar ites cite iit i 
Guelph, Ont. Harold F. Nunn, gen-| san FRANCISCO.—Construction | ion Carbide & Carbon Corp. has| 

AUTO) eral manager of Porter’s Canadian|of g headquarters building for| been shortened to Union Carbide | 

‘Aun organization, will move his head-| Tidewater Oil Co. will begin im-j|Corp., it was announced by Morse| 

fou? ——— = 


en 


inom in Chicago and Suburbs 


ee a 


7s Pn, — 
teins wed ra 
eatast Y. a: 2 


‘ 
= 





| What a Great Job ‘News’ 
'Does.” Reports Ad Exec 


ional Tea 
Selection of the Chicago Daily News to key Nationa 


r adver 
’s Chicago Branch newspape ; 
an Bauman, Vice-President in a oO 
chandising of the big super-market chain. 


* - 


b= 


t We 
“We've run ads in the ‘News’ for 34 straight years 


sales —the kind 
through Saturday 

reacti ‘News’ ads Monday - 

ults we = eens in dollars and cents at our a oer ne 

m “A eirculation of more than 600,000 is mighty impo 

a o your ads. 

get rea 


an 
The people in our org 
t really react t as 
News ee paper and it certainly hits home for 
Eo i - 


f Advertising and 


* 


of quick 


“ eae 








AUTOMOTIVE NEWS, MAY 13, 1957 


G. Dial, president. Shareholders ap- 
proved the change at the annual 
meeting. 

The names of three divisions of 
Union Carbide have also been 
changed, Carbide & Carbon Chem- 
icals Co. has become Union Carbide 
Chemicals Co.; Linde Air Products 
Co. changed its name to Linde Co., 
and Carbide & Carbon Realty Co. 
will be known as Union Carbide 
Realty Co. ane oY 


Textileather Shifts Unit 


TOLEDO.—The vinyl fabric em- 
bossing operations of the Texti- 
leather division of General Tire & 


“Check-Out Counters Prove 


Com- 
tising has been explained by 


Mer- 


schedule because it 


get spontaneous 


action 


y when you 
ization call the Daily 
said Mr. Bauman. 


pists wi 
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Rubber Co. has been moved here 
from the Bronx, N. Y., for integra- 
tion of operations, according to 
Jules D. Lippmann, general man- 
ager. 


a * + 
$125,000 Fire at Wasson 


CLARKSDALE, Miss. — Damage 
was estimated at more than $125,000 
after a fire at Wasson Lincoln- 
Mercury here. Included in the loss 
were four new cars, several used 
cars and six cars of customers in 
the shop. 





* * * 
New Thompson Plant Named 


One of Top 10 Built in ’56 


DETROIT. — The new plant of 
Thompson Products, Inc., in sub- 
urban Sterling Township has been 
named one of the top 10 plants built 
in 1956 in a survey conducted by 
Factory Management and Mainte- 
nance magazine. 

The $6 million plant is located on 
a 90-acre site. It was designed and 
engineered by the Detroit firm of 
Smith, Hinchman and Grylls As- 
sociates, Inc. 

+ + od 
Canada Auto Exports 


Rise in 1st Two Months 


OTTAWA. — The Canadian Gov- 
ernment has reported exports of 
passenger cars soared in the first 
two months of this year to $5,196,- 
000 from $1,398,000 last year. Trucks 
rose to $455,000 from $309,000. 

However, exports of automobile 
parts dropped to $1,965,000 from 
$4,285,000 last year. 


American Enka Plans 


Expansion in New Fields 


NEW YORK. — A program to 
broaden the base of operations of 
American Enka Corp. beyond the 
production of rayon and nylon yarn 
and staple fiber has been announced 
by J. E. Bassill, president. 

Carl R. Dolmetsch has been 
named manager of business devel- 
opment with responsibilities to in- 
vestigate and promote commercial 
possibilities in new fields and 
products. Dolmetsch held similar 
responsibilities while associated 
with Olin Mathieson Chemical 
Corp. 

~ + o 
Trailer-Ferry Service 


Links U. S., Puerto Rico 


NEW YORK.— Direct Railway 
Express service, via trailer ferry, 
has been established between the 
continental U.S. and Puerto Rico 
and the Virgin Islands. 

The'service has been inaugurated 
by TMT Trailer Ferry, Inc., and 
Railway Express Agency. 

+. a = 


Landscaping Contest 


NEW YORK.— Competition for 
the fifth Annual] Industrial Land- 
scaping Awards has been an- 
nounced by the American Assn. of 
Nurserymen, 10 E. Forty-third St. 
New York 17, N. Y. 


DeSoto Offers 
‘Built-In Spare’ 


Tires as Option 


AKRON. — The tire with the 
“built-in-spare” introduced last year 
is being offered as optional equip- 
ment on all 1957 models produced 
by DeSoto, according to Goodyear 
Tire & Rubber Co. 

The company’s decision to offer 
its full line with Goodyear’s new 
dual-compartment tire was based 
on two reasons according to J. B. 
Wagstaff, DeSoto vice-president, 

These are: 

1. Gratifying initial public re- 
sponse to the 1957 series of Fire- 
Flite and FireSweep Explorer sta- 
tion wagons, standard-equipped 
with the tires and with no spare 
casing. 

2. Success of a demonstration 
during which the first Explorer 
model was driven 204 miles over 
desert roads between Yuma and 
Phoenix, Ariz., on four “flat” tires. 

Goodyear said test engineers used 
sledge hammer and chisel to blow 
out the outer chambers of the four 
new tires on the Explorer, then 
drove the wagon supported only by 
the undamaged “inner tires.” 

The “run flat” test was made 
under conditions involving 180- 
degree desert heat, at varying 
speeds up to 50 miles an hour and 
over a route which was under re- 
pair, Goodyear said, 








Cleveland District Mer. 
George F. Waiters 

N.B.C. Building, Cleveland 
14, Ohic 

TOwer 1-0800 


Philadelphia District Mgr. 
William J. Magarity 
Parkade Building, 519 
Federal St., Camden 2, New 
Jersey, EMerson 5-5258 





THE CAR AHEAD IS EDSEL 


new member of the Ford Family of Fine Cars 


We are looking for 
the kind of men 

who want to do things better 
than they've ever been|c 
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Detroit District Mer. 

Harley F. Riley 

6200 West Warren Avenue, 
Detroit, Michigan 

T Yler 8-9822 


Syracuse District Mgr. 

C. F. Sylvester 

The Romax Blidg.,731 James 
St., Syracuse, N. Y. 
GRanite 4-7551 


Columbus District Mer. 
John H. Scharnhorst 
Beacon Building, 50 W. Gay 
St., Columbus 15, Ohio 
CApital 8-5251 


Washington District Mgr. 
Emerson Planck 
Insurance Bldg., 2116 
Wilson Blvd., Arlington, 
Virginia, JAckson 4-2400 


Indianapolis District Mgr. 
Hiller A. Pries 

414 Guaranty Bidg., 20 N. 
Meridian St., Indianapolis, 
Indiana, MElrose 5-5421 


Chicago District Mgr. 

D. Edward Manning 

1900 Esquire Bldg., 65 East 
South Water St., Chicago 1, 
Illinois, ANdover 3-7788 


Boston District Mer. 
Malcolm R. Fuller 

New England Industrial 
Center, P.O. Box 27, Need- 
ham Heights 94, Massachu- 
setts, NEedham 3-5705 


Des Moines District Mer. 
Louis A. Wehde 

300 Fleming Bldg., Sixth 
and Walnut, Des Moines, 
Iowa, ATlantic 8-2165 


New York District Mer. 
Patrick A. Brescia 
158 Linwood Plaza, Fort 


Lee, New Jersey 
WIndsor 4-5500 


Kansas City District Mer. 
Eltweod S. Gross 

4141 Broadway, Kansas 
City, Missouri 

V Alentine 1-6051 
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Atlanta District Mer. 
Roy A. Blount 


St. Louis District Mer. 
A. E. Jacobsen 


Meramec Bldg., 111 S. 
Meramec Ave., Clayton 5, 
Missouri, PArkview 7-4777 


Twin Cities District Mer. 
Chet A. Johnson 
3033 Excelsior Blvd., Min- 


neapolis, Minnesota 


W Alnut 7-9771 TRinity 5-8721 





New Orleans District Mer. 
Claiborne H. Weigand 

330 1.B.M. Building, 2640 
Canal Street, New Orleans, 
Louisiana, RAymond 9041 


Memphis District Mer. 
William W. Sugg 

1200 Edway Building, 147 
Jefferson Ave., 
Tennessee, JAckson 5-5601 


Denver District Mer. Los Angeles District Mer. San Francisco District Mer. Seattle District Mer. 

Walter S. Milton Paul W. Pursiley Wallace E. Boyer Richard J. Siewers 

Detroit Building, 2727 E. 291 So. La Cienega Blvd., 209 World Trade Center, 521 Second Ava, West, 
Denver 6, Beverly Hills, California San Francisco 11, California Seattle 99, Washington 

Colorado, DUdley 8-4171 OLympia 2-2444, YUkon 6-5403 MUrdock 7920 





These are the managers of the Edsel sales districts throughout America. 
Their offices are open and staffed with experienced automobile men. 
They are now looking for men whose potential as Edsel dealers is big 
enough to match what is actually an historic opportunity. 


The Edsel is the first car ever created specifically for the most profitable 
section of the car market. The Edsel is backed by the experience and 
facilities of the Ford Motor Company and represents an investment of 
over a quarter billion dollars. 


Actually the Edsel represents the kind of opportunity most automobile 
dealers thought had vanished long ago—an opportunity to get in on the 
ground floor of a giant new business with a beautifully engineered new 
car to sell and plenty of room to sell it in. 


If you want to do things better than they’ve ever been done before, this 
is your kind of opportunity and one of these men wants to talk with you. 


How Accredited Edsel Dealers will be selected 


While our initial dealerships will only number around 1,500, we now 
have over 3,000 inquiries on file. However, we are well aware that 
except for the car itself, nothing will affect the Edsel’s future more than 
the caliber of the men who become Accredited Edsel Dealers. 


We are determined to secure the strongest group of dealers a new car 
has ever had. 


The purpose of these advertisements is to make certain that we reach 
all qualified men: 


Men who have the capacity to do things better than they’ve ever been 
done before—because this is the whole philosophy behind the Edsel 
automobile. 


Men who have the character that secures friendly cooperation from 
employees as well as trust and goodwill from customers. 


Men who have or can obtain the capital it takes to do this job right. 


If you are such a man, or if you know of such a man, we urge you, in 
your own interest, to get in touch with our nearest Edsel District Office 
as soon as possible. 


EDSEL DIVISION 


Ford Motor Company, Dearborn, Michigan 





Dallas District Mer. Houston District Mer. 


Robert J. Sanford George O. Simmons J. D. Fiynn 
Peachtree St., 1120 Mercantile Securities 211 Melrose Building, 915 Prudential Building, 
N.W., Atlanta 9, Georgia Building, Dallas 1, Texas Houston, Texas Jacksonville, Florida 
Riverside 1-3171 CApitol 8-7571 EX brook 8-1581 














Jacksonville District Mer. 
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AUTOMOTIVE NEWS PLATFORM 
{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
¥ 2. Every dollar of oe and oil taxes, collected by states and federal 
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Capsule Comment 


May Safety-Check program has at least 811 cities and 23 
counties taking part, with the city total a new record. 
The “grass roots” take hold of a top community prob- 
lem. 
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Point-by-point comparison of new selling agreements is 
published by AUTOMOTIVE News as Chrysler Corp. franchise 
reaches dealers. 

But, of course, no franchise is better than the dealer 
operating under it or the factory men administering it. 
* *« * 

Senate Auto Marketing subcommittee receives widespread 
public support for plans to investigate unethical finance 
practices. 

Where credit is concerned, everyone has a vested in- 


terest. 
* a + 


Carl E. Fribley, past NADA president, says he was right 
when he warned that ’57-model price increases would eat 
into dealer profit margins. 


Demonstrating once again the pinch of inflation. 
‘ , 


* * 
At Pennsylvania Automotive Assn. convention, factory 
executives held individual “family” conferences with dealers. 
The heart-to-heart discussion beats all other ways for 
promoting good relations. 
* 


AUTOMOTIVE NEws roundup finds that the word “sale” is 
the old reliable heading for auto gimmick advertising. 
A word that’s habit-forming for dealers and customers 
alike. 


* * * 
Registration of two-million new cars in first four months 
of 1957 virtually matches 1956 pace. 
Two six-million-car years in a row. Not bad, but there’s 
more than numbers in a good year. 
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Coming 
Events 


Dealer Conventions 


May 12-13 — South Dakota Automobile 
Dealers Assn., Huron, S. D. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2i—North Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 7-9 — Automobile Trade Assn. of 
creed. Commander Hotel, Ocean 

it 


June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns, of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 

i Inc., Samoset Hotel, Rockland, 
e. 

Sept. 8-l10—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, . 

Sept. _8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 9? — New Hampshire Automobile 
—— Assn., Lake Tarleton Club, Pike, 


Sept. 15-16—Kentucky Automobile Dealers 
cae Sheraton Seelbach Hotel, Louis- 
ville, 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — 
Dealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
ane. Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

oe. 20-21—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, 


Minnesota Automobile 
Nicollet Hotel, Minne- 


Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 
Nov. 10-12 — Ohio Automobile Dealers 


Assn., The Neil House, Columbus. 
Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 
Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 
* * * 


Auto Shows 
Oct. 30-Nov. 10—Iinternational Automobile 
Show, Turin, Italy. 


Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, : 


Dec. 14-21 — Miam: Automobile Show, 
Dinner Key Auditorium, Miami. 
Jan. 3-11 — Upper Midwest Auto Show, 


Municipal Auditorium, Minneapolis. 

Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 412— National Automobile 
New York Coliseum. 

Jan. 8-12 — St. Paul Automobile 
Auditorium, St, Paul. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

* * * 


Show, 


Show, 


General 


May 12-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

Mey 23-26—National Automotive Service 

ow (national regional designated), 
Commonwealth Armory, Boston. 

June 16-2I—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage Owners 
of America, National Convention, 
Toledo, 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Dec. 8-Il—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


30 Years Ago... 


The Big Stories 


Total registration of motor vehicles in Canada in 1926 was 836,794, 
made up of 728,067 cars, 87,437 trucks, and 21,290 miscellaneous ve- 


hicles. 


Collections from the 3 percent excise tax on automobiles and motor- 
cycles for the first nine months of the fiscal year 1927 amounted to 
$46,921,222. This compares with $88,104,163 for the same period the 


year before. 


General Motors Corp. reported a net income for the first quarter, 
excluding equity in subsidiary operations, of $52,257,609. This compares 
with $34,854,816 for the same period in 1926. 

General Motors announced plans for the construction of an assembly 
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“Don't be discouraged, Fred! There's many a ‘live’ 
prospect fo be found in a half-dead carcass!" 


Letterbox 
‘Best Issue ...... 


This is an open forum for the discussion of any subject of interest to our 





readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


tained in your yearbook valuable 
in their daily task of furnishing 
information to the many inquiries 
received from our members. Keep 
up the good work! — Harvey 
CAMPBELL, executive vice-president, 


a a Detroit Board of Commerce. 
> > > 


The 1957 Automotive News Al- The i957 Automotive News Al- 
manac is a very handsome volume! r,anac arrived today. How can you 
and an excellent source of reference get so much in 276 pages astonishes 
material. I am indeed glad to have| me. Without doubt, it is the finest 
it in my office. — F. H. Murray, | of all the books you have published. 
general sales manager, Cadillac)_m p McKay, R. D. McKay Motor 
Motor Car Division. Co. Ine. (Chrysler - Plymouth), 

" = Wichita, Kans. 

Congratulations on the 21st edi- * 
tion of the Automotive News 
yearbook. It is certainly very well 
done and you are to be compli- 
mented on the completeness of 
this highly informative publica- 
tion.—J. M. Rocue, general man- 
ager, Cadillac Motor Car Division. 

o = = 

Congratulations on the 2ist edi- 
tion of your Automotive News year- 
book. The number of years not 
only indicates your Almanac has 
become of age, but it is also the 
best issue of its career. 

The staff of the Board of Com- 
merce finds the information con- 


As usual, the 1957 Almanac will 
serve as a handy source of refer- 
ence material.—Ivan L. Wies, ex- 
ecutive vice-president, General 
Motors. 


With each year’s Almanac, I 
wonder how it’s possible for you 
to make the next one bigger and 
better. 

But damned if you don’t do it! 

This one is a honey. You have 
somehow arranged to put very im- 
pressive advertisements up forward 
with the big tables. The opening 
just takes your breath away. You 
seem to have made more use of 
the diagram-chart. They’re great. 

Again—it’s the best. As the Navy 
would say, “Delivered with con- 
gratulations.” — Parker Hoven, 
Holden-Chapin-Larue, Inc., Detroit. 

- = 


Will you kindly rush me two 
extra copies of the Automotive 
News Almanac for 1957? 


The automotive industry should 
well appreciate your efforts in 
compiling this 1957 almanac. It 
contains information highly valu- 
able to us in this field and is 
not available elsewhere in the 
‘world.—Georce W. Drum, 68-18 
Juno Street, Forest Hills 75, 
New York City. 

x * * 

Just received your Automotive 
News yearbook, and I want to 
compliment you.—V. H. SuTHERLEN, 
general sales manager, Oldsmobile. 


plant in Stockholm, Sweden. The plant, costing an estimated $775,000, = 


will have an annual output of 6,000.cars. 





It’s a great job — hearty con- 
gratulations!—H. G. Lrg, 
Campbell-Ewald Co., Detroit. 


—From the files of Automotive News. 
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| BENDIX DUO-DUTY AUXILIARY BRAKE 


1€8 
est 


2 Power to hold on grades ... Power to stop at road speeds 


h), 


TTS Ve 


The Bendix* Duo-Duty auxiliary brake serves the 
double purpose of a positive parking brake and an 
emergency road-speed brake. 


FOR PARKING, the Duo-Duty brake has ample 
torque capacity to keep the braked wheels from 
rolling on any hill or ramp, regardless of how 
steep. 


FOR EMERGENCIES, it has the torque and thermal 
capacity to serve as a dependable stand-by brake 


Bendix 79%5% South Bend, »». w..4ae7 


Export Sales and Service: Bendix international Division, 


205 East 42nd Street, New York 17, N.Y 


at road speeds should the main braking system, 
for any reason, fail to work. 


Minimum physical pull at the hand lever, less 
weight, fewer parts, mechanically simple. 


A heavy-duty drive shaft brake that is rugged 
and right . . . built and backed by Bendix. 


*REG. U.S. PAT. OFF. 


BRAKES « POWER STEERING « POWER BRAKING « CONSTANT VELOCITY 
UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 
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reveal exactly what was meant in|the first speaker, Joseph Gurski, 
calling this a “new type” of free| assistant manager, process develop- 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Stewart-Warner President 


Lists Research Projects 


CTIVE development programs 
on air suspension components 
and a “new type” of free piston 
engine were among projects listed 
by Bennett Archambault, president, 
Stewart-Warner, in giving a run- 
down of research activities. The 
occasion was a talk given by 
Archambault at the National In- 
dustrial Research Conference spon- 
sored by Armour Research Founda- 
tion. 
Specifically, in reference to the 
free piston engine, here is what 
Archambault said: “Among our 








longer-range proj- 
ects is an extreme- 
lyinteresting 
program for de- 
velopment of a 
new type of free 
piston engine. We 
are doing this 
work in collabo- 
ration with Dr. 
Vannevar Bush, 
upon whose origi- 
nal conceptions 

B. Archambault the design is 
based. If this development is suc- 
cessful, it should result in an en- 
gine of very superior performance 
and operating capabilities.” I can’t 


piston engine, 

However, for those who enjoy a 
mystery—we may say that the clue 
to a basic design difference be- 
tween this engine and other ex- 
perimental free piston engines 
may be found in a word-by-word 
analysis of the generic name for 
this type of powerplant. 

Other projects mentioned by 
Archambault in passing reference | 


ment department, Ford Motor Co. 

Gurski noted that the gas 
turbine poses a problem for zinc 
producers and fabricators, since 
it has no radiator and requires 
no zinc. He said that there is 
little chance of turbines being 
used in passenger cars, but pre- 
dicted that they may be used in 
trucks in five to ten years. 

The free piston engine was called 


to Stewart-Warner’s expanded new-|a more likely candidate for auto- 


product development program in- 
cluded: Centralized automatic lub- 
ricating systems for both industrial 
and automotive applications, elec- 
tric fuel pumps, materials handling 
devices, electronic data processing 
equipment and air spring suspen- 
sion devices. 
> = * 


Another Engine Opinion 
so attending the research 
conference, I went over to the 
Drake and sat in on a portion of 
the panel discussion on “zinc’s 
long-range future.” This meeting 
was on the program for the annual 
meeting of the American Zinc 
Institute. 
Here, future automotive power- 
plants also came in for mention by 


mobiles—and Gurski pointed out 
that this type of engine will con- 
tinue to use zinc in certain com- 
ponents and accessories. 

= a + 


The Met Looms Larger 
Among Dropping Roofs 
oo the Metropolitan after 
a three-year lapse, it seemed 
that I’ve changed more than the 
car. The latest experience refreshed 
my recollection of lively perform- 
ance and surprisingly solid han- 
dling characteristics of this perky 
little car. 

And, from the styling standpoint, 
there’s little doubt that progress 
has been made since the Metropoli- 
tan’s introduction in 1954. 

But the most notable changes, 





Socony Mobil can help boost your 
service absorption in many important ways! 





How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
. increase volume. 


over .. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 


that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We’ll in- 
struct your men on the most up-to-date equipment .. . 


proper lubrication techniques on the make of car you sell. 


Mobil means business ...more business for you! 
Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


show them 


Mobiloil, Mobiloil 
* You get the help 


personnel. 


Here’s why it’ 


* You get America’s top sellers . . . 


s good business 


to do business with Socony Mobil 


Mobilgas, 
Special! 


of experienced men to 


help you boost service absorption. 
* You get expert on-the-job training for your 
*® You get the benefit of merchandising and 


lubrication knowledge ree in the 
petroleum industry. 








I think, were in: The contin 
downward trend of standard cay 
height has been such that the 


tively) as formerly; my own re. 
actions are becoming conditioned 
by seeing and driving lower 

to a point where the Met doesn’t 
feel as low as it did three years 
ago. 

One further personal comment 
on this automobile: Despite 
compact size, the car gave me more 
headroom than some others I'ye 
driven this year — and equalled 
several of the larger cars in space 
provided between driver and steer. 
ing apparatus. 

+ + = 


This Column Open 


For Readers’ Forum 


7 other day, while comment- 
ing on engineering develop- 
ments and editorial coverage 
given this field by AvtTomorie 

News, a friend made a suggestion 
that I hasten to pass along to you, 

He told me that we should 
make a definite point of inviting 
comments and discussion from 
our readers. My reaction was that 
I thought everybody knew we 
always welcome the views of 
those who care to contribute some 
idcas. 

So—to those who have not writ. 
ten because they were waiting to 
be asked—let me extend a cordial 
invitation. By sharing your think- 
ing on some of these technical 
news developments, you may well 
stimuate the exchange of ideas 
that will add to your own fund of 
professional knowledge. 

Let’s hear from you .. . even if 
you follow the technical society 
precepts of “discussing useful en- 
gineering information that has 
no competitive value.” 

* > . 


Difference Between Fords 
Found in Personal Trials 


tor ae this year’s round 

‘seat-of-pants” familiariza- 
tion tests with the new models: I 
was curious to find out just exactly 
what Ford engineers had been able 
to accomplish with the introduction 
of models on two different wheel- 
bases. It was, therefore, enlighten- 
ing to experience successive com- 
parative trials of the “rich man’s 
Ford” and the “poor man’s Ford” 
—otherwise known as the Fairlane 
500 and the Custom 300. 


The Custom 300 is, in most 
respects, a very satisfactory auto- 
mobile. Its combination of ap- 
pearance, performance, ride and 
handling qualities add up to just 
about all that many people would 
want in the way of modern trans- 
portation. 


It is difficult to find fault with 
this car—that is until you step out 
of it and into the Fairlane 500. 
Then, frankly, I found more dif- 
ference than expected. 

In the first few minutes of driv- 
ing the Fairlane 500, the first im- 
pression I became aware of was & 
generally lower engine noise level 
than in the Custom 300. Next, I 
Was conscious of an apparent re- 
finement in responsiveness and 
smooth coordination of engine and 
transmission. Finally, it seemed to 
me that the ride was noticeably 
better and that at least some of 
the added comfort should be attrib- 
uted to improved seating accommo- 
dations. 


A comparison of specifications for 
the two cars reveals that the Fair- 
lane 500 has a _ two-inch-longer 
wheelbase. It also has a bigger dis- 
placement engine with 22 more 
horsepower and 27 additional pound- 
feet of torque. Our price expert 
tells me there is about $177 differ- 
ence in cost of the two models. 


What I learned was that the bare 
specifications do not tell the whole 
story of Ford’s successful effort to 
offer an upgraded product package 
for those who want “something 
more”—but still would prefer to 
stay in the Ford family. As usual, 
the real payoff comes only in actual 
driving experience with the auto- 
mobile. 





Barker Sells Dodge Dea! 


Barker Motor Co. (Dodge-Plym- 
outh), Baker, Ore. has been sold 
by Albert L., er to his son, 
Keith, and his son-in-law, William 
Heaton, and Jay Austin. The firm’s 
name has been changed to Valley 
Motor Co. 
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AUTOMOTIVE WASHINGTON 
A Report on Revolution 
In Automobile Interiors 


By William Ullman 

Washington Correspondent 
_ recent story of change in auto design isn’t all a tale 
of added horsepower and Gothic tail fins. There also 
has been a revolution in car interior styling since 1950, 


according to the Department 
not in sight. 

A new 53-page Agriculture 
report, “Fabrics and Fibers 


for Passenger Cars,” com- 
pares the 1955 views of all five 
auto makers on interior design 
with their outlook in 1950. 

In that five-year period, old ma- 
terials vanished; newly developed 
fabrics swept in, and the research 
aims of manufacturers underwent 
a sharp change. The number of 
materials in use, the various com- 
binations of fibers and the interest- 
ing effects were multiplied many 
times over 1950. 


of Agriculture, and the end is 
Oo—_—_ 


The survey 
indicated that 
a big portion of 
the seat-cover 
market vanished 
in the same 
when an earlier 
study was made, 
an auto execu- 
tive commented 
that customer 
behavior seemed 
pretty irrational 





to him. 
“I don’t know the real figures,” 


he said, “but I'll bet seven out of 
10 cars bought last year (1949) had 
seat covers installed later. We 
knock ourselves out trying to style 
beautiful interiors and John Doe 
covers up a lovely wool cord ma- 
terial with a gaudy, shiny seat 
cover.” 

But the executive pointed out that 
customers wouldn’t buy the cars if 
the manufacturer used seat-cover 
material for upholstery. 

“The public would scream,” he 


said 
* > 2 


Factory, Dealer Bow Out 


Y 1955, however, Agriculture 

found that the public’s interest 
in seat covers for cars less than 
two years old had waned. The 
usual practice among today’s car 
buyers is to keep seats uncovered 
until the trim fabrics are soiled 
beyond cleaning. 

In 1950, the survey found that 
auto makers accounted for a large 
share of seat-cover production and 
that new-car dealers did a flourish- 
ing business in seat-cover sales, 

“In today’s seat-cover market,” 
says the latest report, “both types 
of activity are practically non- 
existent. The principal sales of 
seat covers are made through 
chains and smaller independents 


dealing almost exclusively with 
owners of older model cars.” 

Agriculture researchers found 
that the industry has been giving 
a lot of thought to developing a 
changeable seat-cover type of up- 
holstery trim. So far, however, 
there are too many roadblocks in 
the way of this development, 

Most auto executives felt that 
factories would be blamed if dealers 
failed to fit the seat covers properly. 

“This whole concept puts us too 
much at the mercy of the dealer,” 
they complained. 

+ * * 
Boom for Vinyl Plastics 
HERE has been talk of mer- 
chandising one set of covers for 
summer and one for winter, but 
executives say this idea would 
limit their styling a great deal. 

“If the car doesn’t look good 
in the showroom,” said one, “it 
won’t sell.” 

The change in interior materials 
between 1950 and 1955 was drastic. 
During the period, the total amount 
of wool used in passenger cars 
dropped from 33,216,000 pounds to 
1,378,000 pounds. Purchases of ny- 
lon, on the other hand, nearly 
doubled, and there has been some 
gain in the use of cotton. 

The biggest increase was in the 
use of vinyl plastic. Vinyl purchases 
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Increase your profits with the sales features of 
the famous Carter Fuel Filter Assortments. Filters 
to fit practically any make or model of car or 
truck. For details, call your Carter supplier. 
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—an 
shot up from about five million 
pounds in 1950 to more than 
million pounds in 1955. 


The intense competition in the 
industry since 1950 has meant ip. 
creased emphasis on interior 
as a sales stimulant, according ty 
the report. Professional stylists 
have had much more influence jp 
recent years in the selection of 
fabrics. Evidently, these design ex. 
perts have considerably altered the 
judgment and artistic taste o 
Detroit executives. 


In 1950, for example, a number 
of factory men foresaw a trend 
in upholstery fabrics toward 
neutral colors, They also thought 
fabric colors would bear a relg- 
tion to body colors, 


By 1955, they had changed their 
minds, About nine out of 10 execy. 
tives interviewed saw a continuing 
trend toward brighter, more intenge 
upholstery colors. So-called neutra) 
colors weren’t even mentioned, and 
worries over the relation of fabric 
color to body color had evaporated, 


* * * 


Colors Reflect the Times 


eras executives had worked 
out an economic philosophy on 
fabric colors. 


“When times are good,” they 
said, “people want life, excitement 
in their fabrics, they don’t want to 
be soothed. In poor times, more 
subdued colors take over. Colors 
reflect the national attitude.” 


The minority of executives, who 
saw a trend away from brighter 
colors, simply believed that fabrics 
couldn’t get any brighter. 

“It’s the only way we can go,” 
commented one man. “We have 
gotten so bright and light now that 
the only way we can give a new 
look next year is to go to darker, 
more subdued colors.” 

As far as fabric design is con- 
cerned, factory executives were 
much less conservative in 1955 
than they were in 1950. While few 
key men liked the idea of “un- 
usual” designs in upholstery ma- 
terials seven years ago, practically 
all of them favored unusual or ex- 
clusive designs by 1955. 

While about half of the manage- 
ment men interviewed in 1950 went 
for plain colors, stripes and checks, 
they were talking confidently about 
“nongeometric patterns” and “tex- 
tured effects” by 1955, 

Many saw a trend toward 
fabrics with more lustre and 
sheen. 

Said an executive of a major 
firm: “We want a brilliant type of 
sheen—not soft. This can be ob- 
tained from metallic threads like 
Lurex or with nylon. They give us 
a lustrous, rich, satiny look for 
upholstery. 


* * . 


Wearability Stress 
t~ of the Agriculture Depart- 
ment’s aims in making this 
exhaustive study was to help Gov- 
ernment labs decide on research 
projects to improve auto fabrics. 
The survey disclosed that several 
new approaches in research will be 
required. 

For one thing, auto makers are 
much more concerned over soil 
resistance of upholstery fabrics 
than they were in 1950. Since cus- 
tomers fail to buy seat covers as 
soon as they used to, they want 
fabrics which can be cleaned easily. 

Auto executives also want new 
materials which exhibit perma- 
nency of color and general wear 
resistance. In 1950, they were 
seeking slidability, coolness and 
fabrics which weren’t hard on 
clothes. For one reason or an- 
other, these objectives were hardly 
mentioned in the 1955 survey. 

Executives preferences for side 
wall materials did an about-face 
between 1950 and 1955, In the first 
survey, wool and cotton blends and 
100 percent wool were heavily pre- 
ferred materials. In 1955, there was 
hardly any mention of wool. Cotton- 
backed vinyl enjoyed virtually un- 
challenged leadership. 

The report, which was prepared 
for the Agriculture Department by 
Stewart, Dougall & Associates, Inc, 
also gives executive views on head- 
lining materials, convertible tops, 
heat and sound insulation and seat 
cushions and back padding. Copies 
soon will be available from the 
Government Printing Office, Wash- 
ington 25, D. C. 





The back pages of every issue of A\'TO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting ‘rom 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 
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In Philadelphia, buying begins at home 








The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


For automobiles and accessories, and also gas and oil, the 
people of the 14-county Greater Philadelphia market spend 
$1,252,573,000 a year. You reach them in the home where most 
of the decisions to buy are made when you use the advertising 
columns of Philadelphia’s home newspaper—The Evening and 
Sunday Bulletin. And this newspaper provides R.O.P. spot 
and full COLOR —seven days a week! 


In Philadelphia nearly everybody reads The Bulletin 


The Bulletin exerts a powerful influence on the buying habits 
of its readers. Philadelphians like The Bulletin. They buy it, 
read it, trust it and respond to the advertising in it. The Bulletin 


is Philadelphia’s home newspaper. 


New York, 


Chicago, 520 N. Michigan Ave. Representatives: Sawyer 


Advertising Offices: Philadelphia, 30th and Market Streets 
342 Madison Ave. 
Ferguson Walker Co., Detroit + Atlanta * Los Angeles * San Francisco * Seattle 
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Case Histories from Nation's Salesmen .. . 





Practical Problems of Selling 


“@ CAN’T afford to sell the cus- 


tomer only once,” said George | 


W. Fee, salesman for eight years 
at L. O. Gates Chevrolet Inc., 
South Bend. “Every sale must be 
built on good honest principles to 


build confidence in me and the 


dealership.” 

He told of a customer lost 
and regained because of this 
principle. 

This man had bought three cars 
from Fee. Then he talked to a 


| 


in and had not left enough to 
maintain good service. 

So the customer returned to 
Gates for this work. Any service 
from the other dealer entailed a 
lengthy tieup of his car which 
this man could not permit since 
he used it in his business. 

This year he bought a car 


from Fee. He said he had 


New Tires Announced 


learned his lesson on high 
tradeins. 


In discussing this siutation, E 
said he felt that high tradeiy 
hidden charges, too-high financig 
rates and misrepresentation 
the way through had gotten oy 
of hand. 

“There is nothing old-fashioneg 
about being honest,” he said. “The 
salesman who sells honestly doe” 
not mind seeing a customer wheq 
he comes back in, and being hon. 


bi 


dealer in the same line who of- | By Dunlop; One for Cars | est is the sure way to bring him” 
fered him more on a tradein than | BUFFALO. — Dunlop Tire and| back when he is ready to buy 
Gates did. However, he felt | Rubber Corp. has announced addi-| @gain.” 
obliged to discuss it over with his |tion of two new tires to its line. Rg sonar 
friends at Gates. They are a deluxe passenger tire —s SHOW that this policy pays 
He showed them the deal and | and a tire designed to meet require- off, Fee said that in 1956 about 
Anthony Adds Borgward— asked, “What shall I do?” ments of strip mining and logging| 52 percent of his sales were ty 
Earle C. Anthony, Inc., Chrysler-Imperial dealership in San Francisco has expanded a a. .2 operations, customers to whom he had sold 
its operations by becoming distributor of the German-built Borgward for the territory The passenger car tire is de-| one, two or even three cars pre 
west of the Mississippi River. The announcement was made at a luncheon for auto- EE and the sales — | signed, Dunlop said, to offer quality| viously. 
mobile editors in the Los Angeles area. From left are Stan Hedberg, News-Advertiser; agreed that it was an attrac- | at the lowest possible initial cost. He also made this comment 
A. W. Oster, Anthony general sales manager; Floyd Freel, Los Angeles Mirror-News; tive offer and told him to go | It is available in three sizes, 6.70-15,| about honesty in advertising: 
Slim Barnard, Los Angeles Examiner; George A. Wagner, Anthony executive vice- | ahead with that deal. | 7.10-15 and 6.00-16. It is of black) “Too much emphasis is put on the 
president; Lynn Rogers, Los Angeles Times; and Dick Bloomer, Los Angeles Herald & However, the dealer apparently | sidewall, tubed rayon construction,| low in advertising, then when the 
Express. | had gone overboard on the trade- | Dunlop said. | customer comes in he finds the 
7 : aceani - - . | salesman trying to sell the high 
| Other charges about which the 
customer has had no indication, 
are added until the customer hag 
lost his buying mood. 

“Emphasis on honesty all the 
way through will help any sales 
man build up a clientele which 
will keep coming back.” 











‘Inspection Plan 


‘Finally Started 


‘In Jacksonville 


JACKSONVILLE, Fla. — After 
passing a bill several years ago 
requiring semi-annual inspection of 
cars and trucks, Jacksonville hag 
finally implemented the program 
appropriating $69,630 for the in 
spection facilities and $30,000 for 
expenses. 

Under the ordinance, a fee of @ 
cents will be charged for each in- 
spection at the city-operated test- 
ing facilities. A certificate will be 
affixed to each vehicle adjudged 
“safe” and a rejection certificate 
will be handed to owners of faulty 
vehicles. 

Owners of unsafe vehicles will be 
given three days to make necessary 
repairs and to return them for re 
inspection. 

The City Commission has selected 
an architectural firm to design thé 
first inspection stations. 
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Delco Dry Charge 


Sales Increase 


ANDERSON, Ind.—The Delco di 
charge battery, introduced by Delco 
Remy division, in April, 1955, now if 
accounting for 
three out of every 
four batteries the 
division is pro- 
ducing for the re- 

| placement mar- 
ket, according to 
|H. D. Dawson, 
general manager. 
“At the same 
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- Anthony Bodies Do Almost 24 of the Trucking 
for 236 Mile Kansas Turnpike 


... Haul extra payloads to help finish super highway in record time of 22 months! 






















Gem 
7 ~N time,” he said, 
’ The giant Kansas Turnpike was scheduled to open for public traffic “Delco sales have 
, IT S NO SECRET! on October 15, 1956. As 1956 began, actual completion of the 4-lane, climbed sharply 
divided highway lagged 23.5% behind schedule. With Anthony Dump since the division H. D. Dawson 


“és launched its dry charge program. 
“The motoring public has been quick 
to recognize the advantages of 4 
battery that comes factory fresh 
without loss of power while stored 
on the dealers’ shelves.” 

He predicted that further im- 
provements in the dry battery will 
result in greater acceptance by 
motorists and retailers of storage 
batteries. 


Ft. Pierce Dealers Elect 


Johnson, Oury, Minton 

FT. PIERCE, Fla, — Al Johnson 
(Dodge-Plymouth) has been elected 
president of the Ft, Pierce Automo- 
bile Dealers Assn. 

Maynard Oury (Chrysler- 
Plymouth) is vice-president and E. 
J. Minton (International) is 
secretary-treasurer. 


Bodies doing the lion’s share of the trucking, the race for time began. 
It was during this period that the extra payload hauled on every trip 
by Anthony bodies really counted. The Teleramic design of Anthony 
Hoists paid off in fewer time-consuming stops for service. On October 
25, only 10 days after the scheduled openifig, the super Kansas 
Turnpike was officially opened to traffic! 

Anthony Teleramic Hoists and Bodies are lighter in construction. 
The Hoist is in an extreme forward position with more of its weight 
on the front axle. For these reasons, Anthony Dump Bodies haul 
extra legal payloads which can mean savings in time and increases 
in profit . . . on your jobs, too! 


Buy The Dump Body That Has The Service 


Over 100 Anthony Distributors are located nationwide. At least 
one is convenient to you . . . ready to give immediate service on 
all Anthony equipment. Complete descriptive literature is now 
available on Anthony Teleramic Hoists and Dump Bodies. No 
obligation, of course. Just write to: 1751 Baker Street 
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‘~ 
The Teleramic V Seal Hoist 
Is A Major Factor In 
Frameless Trailer Success 


Proven “‘V” seal packing is only one of 
many quality features in the Teleramic 
Hoist design. Because the dry operating 
“Vv” seal is self-adjusting, repacking or 
manual adjustment of the Teleramic 
Cylinder is very rarely needed. “Truss 
rings” encircle and reinforce the ends of 
each cylinder tube to prevent “flaring”. 
& Extra long bronze bearings and long 
? overlap of the cylinders help keep them 
perfectly aligned. 
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The back pages of every issue of AlTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


ANTHONY COMPANY - 


Streator, Illinois 
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Laboratory tests uncover results of neglect of cooling systems. 





Dow reports on why you should check cooling systems 


Scientific studies show that customer complaints of overheating— 
poor summer gasoline mileage—and sluggish engine performance 
can often be traced to neglect of the cooling system. 


You know how horsepower is increasing in modern cars. But cool- 
ing systems have remained essentially the same! This means they 
have to do more work. And if they are clogged with rust, corrosion 
and dirt, the engine’s going to lose lots of pep and power. 


That’s where you—an expert—take over. If the car has been driven 
all winter, you should drain, clean (if necessary), flush and care- 
fully check the entire cooling system—radiator, hoses, fan belt, 
gaskets, thermostats, water pump and other danger spots. Then 


add fresh water and a quality rust inhibitor for safe summer 
driving. 

This is the kind of service that customers appreciate. This is what 
brings them back to you regularly. 


Dow Automotive Laboratories recommend you do these two 

things to every customer's car that has gone through a hard winter 

of driving: 

1. Drain, clean (if necessary), flush and thoroughly check,the cool- 
ing system. 


2. Add a good rust inhibitor and fresh water to the clean radiator. 


The Dow Chemical Company, Midiand, Michigan 
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Dealer Business Counsel 


Two for One Asset vs. 


Liability Ratio Danger 


Lurks in Inventory, Notes 


By J. B. Van Tassel 

Dealer Business Counsel 
HE ratio of $2.00 of total current 
assets to $1.00 of total current 


liabilities has been the recognized | 


financial standard of checking a 
dealer’s balance sheet in our busi- 
ness for many years. 

However, as I see it, there is a 
lot of danger in accepting this 
standard as the final answer for 
the financial rating of a dealer’s 
cash position. 

First of all, the $2.00 of total cur- 
rent assets may include a large 

amount of past-due and uncollecti- 
ble notes and accounts receivable 
which may not be worth the paper 


they are written on. 


Also, in these total current assets 


you very often find an excessive 
stockroom inventory, which, when 
properly analyzed and compared 
with stockroom sales, results in a 
very low ratio of turnover. 

* * * 


Inventory Test 


ie MOST cases a low inventory 
turnover is indicative of parts 
obsolescence and an inventory 
loaded with slow-moving parts. 
Then, too, there is the used-car in- 
ventory which is included in this 
ratio of $2.00 of current assets. 
This used-car inventory, when 
analyzed and compared with 
used-car sales, may well repre- 
sent a supply of used cars in ex- 
cess of 30 days or even 90 days. 





You cannot use past due and un- 
collectible accounts and notes re- 
ceivable, obsolete and slow mov- 
ing merchandise and excessive 
used-car inventories to pay ex- 
penses and payrolls and keep your 
business going. 

Neither can you use doliars tied 
up in this class of merchandise for 
buying and selling and making a 
profit. Cash or the equivalent of 
quick cash assets are about the 
only current assets you can use to 
pay bills, buy more merchandise, 
make a profit and stay in business. 


Therefore, in order for a dealer 
to build financial stability in his 
business, he constantly must keep 
a close check on the rate of turn- 
over of all accounts that go to make 
up the total of current assets, 
rather than just a check on the 
ratio of total current assets to 
total current liabilities, which in 
my estimation is no guide to finan- 
cial security in this business. 


The most successful dealers in my 


1957 


experience, are those dealers who 

carried about 75 percent of their 

total current assets in cash on hand 

and in bank and new-car inventory. 
* +. +” 


Volume Exception 


F COURSE, the large-volume 

operators who sell two to three 
times. the volume of the average 
dealer probably will do very well 
with a smaller ratio of cash or the 
equivalent of cash, because of their 
large stocks and quick turnover. 


The safest way for the average 
dealer to check his current assets 
is ‘to make sure his accounts and 
notes receivable are never in excess 
of an amount equal to 30-day sales| 
of parts, accessories and labor at 
list prices, a used-car inventory that} 
never exceeds an amount in excess | 
of a 15-day sale of used cars and al 
parts and accessories inventory 
that is turning at least four times) 


always will remain satisfac 
provided all of the other cw 
asset accounts are held i 
the foregoing limits and 
amount of cash necessary to 
die the established potential g 
sales volume in the territory 
kept in the business. 


It would be my suggestion ft 
dealers set up a financial budget 
the basis of $1.00 for cash on hag 
and in bank plus their equity 
new vehicle stocks for each §$} 


in receivables, 


used-car invent 


and stockroom inventory. 


Then each month check the 
ance sheet to make sure that # 
ratio is maintained. On this } 
| your liquidity should always 


|100 percent and you should n 


| have to worry about lack of ¢ 
with which to do business. 


J. B. Van Tassel will be glad 4 


answer any questions you 


have concerning dealer busine 


Cash on hand and in the bank 


a year. | 


and the equity in new-car stocks | 


management. You may write 
in care of Automotive News. 





New Passenger Car Registrations, First Quarter Totals, 1957-1956 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals 
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HERE’S A POWERFUL PLUS FOR YOUR SALES STORY: Alcoa Aluminum 


Styling sells—and every 1957 car has a gleaming 


» few style note: trim of Alcoa® Aluminum. In our 


eon ey 








picture above, it’s a shining grille and headlamp 
bezels. On the cars you sell, it may be racy side- 


: sweeps, dash panels, grilles, window frames, wheel 


covers, gleaming ornaments. 
Show your customers how aluminum trim adds 


"Mew styling elegance—in rich natural color, in 
} gleaming gold . . . in lustrous satin finishes, in hand- 
»Some textured patterns. And remind them that 
paluminum will never rust. 


It’s solid metal all 


the way through, anodized to sapphire hardness. 

Maintenance? Just normal washing keeps alumi- 
num showroom bright. Forget metal polishes and 
special cleaners. And count on higher value come 
trade-in time. 

Every 1957 car has Alcoa Aluminum under the 
hood, too, in transmission, power steering gear, 
brake parts, pistons. These strong, lightweight 
mechanical parts make engines run smoother, give 
your cars more getaway and go. 

We’re using THe Atcoa Hour and top national 


full color. Write for your free 


magazines to tell your customers about Alcoa 
Aluminum auto trim and parts. Put a powerful 
plus in your sales story: you tell them, too. 


AS 
Ge THE ALCOA HOUR—Television's Finest Live Drama—Alternate Sunday Evenings 


BEAUTIFUL BROCHURE 
shows every 1957 car in rich, 


copy. Aluminum Company of: 
America, 1842-E Alcoa Bldg., 
Pittsburgh 19, Pa. 





ALcoa ¥ ALUMINUM gives every 1957 car more GLEAM AND GO 
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Highways & Safety... 


AUTOMOTIVE NEWS, MAY 13, 1957 


3-Month Traffic Toll 
Shows 4 Pet. Decline 


ARCH traffic fatalities totalled 

about 2,920, the same number 
as in March, 1956, according to the 
National Safety Council. It ended 
a three-month span in which the 
death count was lower than in the 
corresponding month of the pre- 
vious year. 

The council blamed urban areas 

for the slip. In January and Feb- 
ruary, the statisticians said, city 
deaths were 13 percent below 
1956, but the March toll was 3 
percent above the year-ago figure 
for cities. 
* During the first three months of 
1957, according to council estimates, 
8,320 persons were killed in traffic 
accidents. This was 4 percent below 
the 1956 figure of 8,630. 

Ned H. Dearborn, council presi- 
dent, urged motorists to continue 
into the summer travel season the 
good habits that saved lives during 










Save Time, Space, Trouble—This great new “SPACE MISER” metal rack, 
and the revolutionary new SPACE-SAVER PACKS, combine to save 
space, time and tempers. The “SPACE MISER” rack holds up to 280 
lamps—and it’s made of heavy-gauge steel. It’s only 11” wide, 644” 
high, and 8” deep—a blue and white baked-on enamel finish. And 
. IT’S FREE! FREE! FREE! Just buy the small assort- 


what’s best . . 


ment listed below (at your regular price), and the “SPACE MISER” 
metal rack is yours! Act now! 





st 


cartons having no rack, shelves may 
and disarranged. It’s hard to find 
b you want . . . service slows down. 


Progress le Our Most Important Product 


GENERAL @@ ELECTRIC 


the winter. He also called attention 
to the city increase and asked 
municipal authorities to step up 
their eftorts. 
+ * * 
T THE end of three months, 29 
states had better records than 


Champion Safety Program 
Earns National Award 


The National Safety Council has 
presented a Public Interest Award 
to Champion Spark Plug Co. for 
the company’s highway safety pro- 
gram. In the program, nationally 
known Indianapolis race drivers 
speak before high school audiences 
on highway safety. 

The lectures have been presented 
before 250,000 school students in 
more than 500 cities and towns in 


28 states during the last year and_| 


a half. 








G-E *"SPACE MISER” rack keeps stocks neat, 
saves valuable shelf space for other items. Lamp 
cartons are easily removed . 


in 1956, Eighteen showed increases, 
and one reported no change. 

Idaho showed the most improve- 
ment, cutting its death toll 35 per- 
cent, Other significant reductions 
were South Dakota and Nevada, 
each 32 percent; Nebraska, 29 per- 
cent; Massachusetts, 24 percent; 
Colorado, 23 percent, and Kansas, 
21 percent. 

In the city category, 439 areas 
had fewer deaths or no change 
for the first three months. Nor- 
folk, Va. cut its death total by 
106 percent to lead the cities in 
the over-200,000-population class. 
Syracuse dropped 67 percent; 

Richmond, Va., 64 percent; Balti- 
more, 55 percent; Memphis and 
Tampa, Fila. 50 percent; Boston 
and Seattle, 47 percent, and Fort 
Worth, 43 percent. 
* * * 
ORFOLK (213,500), Bridgeport, 
Conn. (158,700) and Berkeley, 
Calif. (113,800) were the largest of 
the 313 cities boasting perfect rec- 
ords for three months. 

In March, 408 of the 601 cities 
had perfect marks. The largest were 
Memphis (407,400), Norfolk and 
Des Moines (178,000). 

The three leading cities in each 
population group at the end of 
March, ranked according to the 





FLASH 8 MOTORS | 





“The new sales manager must 
give a good pep talk.” 





number of deaths per 10,000 regis- 
tered vehicles, were: 


Over 1,000,000 Population 


SI Veciascininlebesctacicunhielsidecsions 2.6 

SII ii diihiiscpaieedscbiaabiieicceenauiilies 3.0 

PRED, on. cccsccsccsscscsscscsesees 3.6 
750,000 to 1,000,000 
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from the new 





NO. VOLT 
55 6V 
63 6V 
1129 6V 
1154 6V 
NO. VOLT 
57 12V 
67 12V 
.. Service is faster. 1034 12V 


G-E “SPACE MISER” RACK 


This great new rack is yours when you order the 
7 fastest-moving lamp types — listed below. The 
“SPACE MISER” rack and the 70 lamps 
plus 7 empty unmarked: SPACE-SAVER 
PACKS are prepacked in a single car- 
ton! Get this deal from your G-E 
Wholesaler today! 


to help you get the most 


4SPACE-SAVER PACK, here’s... 


THE 8) SPACE MISER' RACK 


®@ Made of sheet metal 

@ Keeps all your small 
lamps in one place 

@ Stocks stay neat, safe 
from damage 

® Cartons are easily 
reached, identified, 
removed 

@ Fits on shelf or wall 

®@ Holds 280 lamps 
























G-E “SPACE MISER” Rack FREE When You Buy 
These 70 Lamps at Your Regular Cost! 


QUAN. PRICE 
10 $ 77 
10 96 
10 2.05 
10 2.50 

QUAN. PRICE 
10 $ .96 
10 96 
10 2.57 


(All prices shown are based on manufacturer's suggested 
prices including F.E.T.) 


Your Regular Cost $10.77 
Less.10% Discount 1.08 

You Pay Only $9.69 
The G-E“SPACE MISER” is FREE 


IED ci cciccteesecscnecinrsssesees 29 
IE Wibsbccrtinnetinivindsidicnss 3.1 
500,000 to 750,000 
REDE -svelbineinctewvexsvstvivvesesecwnr senses 14 
NI htlidd cunstunetsbeekivesbourenstintesees 1.8 
BIE etter vdcenecivingnieneniviences 2.0 
350,000 to 500,000 
_ 09 
EINE tatscinivnccines Ssreptiemeseeeve 1.7 
Indianapolis. .....................0..... 2.0 
200,000 to 350,000 
BOONE: WOR, cccmeccrcvesecssssesesseees 0.0 
ee . 05 
PEE sitiiasicninnstsniesminenies . 09 
100,000 to 200,000 
Bridgeport, Conn. ................ 0.0 
Montgomery, Ala. .................. 0.0 
Berkeley, Calif. ...................... 0.0 
50,000 to 100,000 
BREE: . wesiititberniviminigniesisoscene . 00 
Madison, Wis. ...................... . 0.0 
I ditch peacintocsecntviniarvene . 0.0 
25,000 to 50,000 
Muskegon, Mich. ................ 0.0 
Yakima, Wash, .................... . 00 
CN AMID. kevennsesvimssseveniivesers 0.0 
10,000 to 25,000 
Modesto, Calif, .................... 0.0 
Omar, WY. .-000000020000.0... 0.0 
St. Clair Shores, Mich. . 0.0 


* * * 





Exhaust Gases 
Eyed as Cause 


Of Accidents 


The University of Michigan and 
the City of Detroit are cooperating 
in a project which may point the 
finger of responsibility for many 
| automobile accidents on carbon 
| monoxide fumes, an unavoidable 
| by-product of our motorized age. 

The study is financed by a grant 
of $44,000 from the U. S. Public 
| Health Service. 

Although there is no direct evi- 
dence so far that carbon monoxide 
|}gases have anything to do with 
accidents, it is known that physio- 
logical responses are affected by 
excessive gas inhalation, according 
|to Warren A. Cook, U-M School of 
Public Health and Institute of In- 
dustrial Health, director of the 
study. 

Field work is being done on the 
streets of Detroit with cooperation 
and assistance of Detroit city de- 
partments. 

Initial studies recording the 
amount of carbon monoxide in the 
|air throughout the day and night 
have shown a lower number of 
parts per million of carbon mon- 
oxide in the air on depressed ex- 
press highways than on surface 
streets. 















Liability I a 
Studied by States: 
Compulsion Asked 


Motor vehicle liability insurance 
legislation has been proposed in al- 
most every state this year, accord- 
ing to the National Highway Users 
Conference. 

Proposals for compulsory insur- 
ance and for establishment of “un- 
satisfied judgment funds” are 
receiving particular attention, the 
conference reported. 

Legislatures in 27 states have been 
asked to enact a system of compul- 
sory liability insurance similar to 
those in effect in Massachusetts and 
New York. 

Amendments to existing financial 
responsibility laws have been intro- 
duced in several states, the confer- 
ence said. Of these, 14 were asked 
to increase the amounts of insur- 
ance coverage. 

An unsatisfied judgment law has 
been passed in Maryland, designed 
to partially compensate persons for 
damage by hit-run drivers. 

x * *” 


Congressional Safety Unit 


To Study Connecticut Plan 

Gov. Abraham Ribicoff announced 
that a congressional group will 
visit Connecticut before the end of 
June to study the State’s highway 
safety program. 

Police and safety experts will ex- 
plain the system, which includes an 
automatic 30-day license suspension 
for convicted speeders. Connecti- 
cut’s auto fatalities for the. early 
months of this year were 16-percent 
below the comparable period of 
1956. 








Meet the ENTHUSIACT/VE ones... 


We often wish we had more room to give you some even clearer pictures of the ‘“‘enthusiactive’’ ones. 











But how do you get all onto one page, say, a two-car family of five on its way to a week-long ski trip —a 
: 7-handicap golfer who is also president of her PTA—a college tennis star, now a leading suburban heart special- 
ist — a father and teen-age son in a duck-blind — a sorority girl talking T-formation to an incredulous blind date 
— and a man who never got closer to sport than carrying the water bucket, now vice-president of a million-dollar 
food-processing corporation? 
Because SPORTS ILLUSTRATED reflects the most exciting and rewarding of their many enthusiastic 
activities, its circulation has shot up 60% in less than 3 years, and is now rising at the rate of 3300 new sub- 
scriptions a week. In advertising pages, SPORTS ILLUSTRATED’s 1957 (first 4 months) is 39% ahead of 1956. 


And that’s why SPORTS ILLUSTRATED’s 750,000 enthusiactive families should be second to no other 
magazine audience on any automotive advertiser’s list of first-ranking new-car prospects. 


SPORTS 
RRO ry reeve ab 


- ILLUSTRATED 


THAT WILL 
ENTHRALL 


— Now more than 750,000 enthusiactive families weekly 
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Pontiac Honors NASCAR Winner— 


Cotton Owens, left, who set a record winning the Grand National Stock Car Race 
in a 317-horsepower 1957 Pontiac, receives trophy from W. J. Brooks jr., Pontiac 
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Auto Personnel 


R. Dean Kirk, general production 
manager at AC Spark Plug, has re- 
signed to go into business for him- 
self. 

Kirk joined AC’s accounting de- 
partment in 1933. He became super- 
visor of contracts and priorities in 
1944 and assistant divisional comp- 
troller in 1947. In 1948 he was ap- 
pointed director of government con- 
tracts and held that position until 
appointment as general production 
manager in 1952. 


* * * 


Hotchkin Joins Board 


J. Rowland Hotchkin has been 
elected to the board of directors of 
United-Carr Fastener Corp. He is 
president of Palnut Co., Mountain- 
side, N. J., a subsidiary of United- 
Carr. 

* * * 


L-O-F Shifts Vanselow 


John M. Vanselow, formerly a 


Atlanta zone manager. Owens, Spartanburg, S$. C., garage owner, averaged 101.6| field representative in the Philadel- 
m.p.h. over NASCAR's 160-mile course at Daytona Beach, Fla. Owens was honored| phia area for L-O-F Glass Fibers 


at a special banquet along with some 60 top salesmen of the Pontiac Master Sales- | Co., 


men's Guild. 





has been transferred to the 
| southeastern region. Vanselow re- 








places J. Walter Whitacre, who 


employes of Commercial Credit Co, 
in recognition of his retirement 
after 41 years of service. 

A. E. Duncan, founder chairman; 
E. C. Wareheim, chairman, and Ed. 
mund L. Grimes, president, com- 
mended Rhodes for his contriby. 


resigned. Before joining 'L-o- F tions to the consumer sales field. 


Glass Fibers, he was with Libbey- 
Owens-Ford Glass Co. for three 
years. 

+ * * 
Le Roi Promotes Permar 


To Assistant Sales Chief 


Don S. Permar has been named 
to the newly created position of 
assistant general sales manager 
for Le Roi Division, Westing- 
house Air Brake Co. 

Permar has been field sales 
manager for Le Roi since Sep- 
tember, 1954. Prior to that time, 
he was sales manager of station- 
ary air compressors. Permar 
joined Westinghouse Air Brake 
as a pneumatic engineer in 1945 
and came to the Le Roi Division 
in the spring of 1954. 

“+ * * 


Rhodes Given Dinner 


At Commercial Credit 

Walter Edgar Rhodes, 64, has 
been honored at a testimonial din- 
ner given by his fellow officers and 





How Great Lakes Steel 
inspects scrap quality 


Two things don’t belong in this gondola—and a team of 
trained Great Lakes Steel scrap inspectors is searching them 
out. The intruders are non-ferrous material and high sulphur 
content ferrous material, which contaminate heats and spoil 


the quality of finished steel. 


Additional visual inspection in the stockhouse and on the 
open-hearth floor, magnetic screening, and weight checks all 
combine to detect and eliminate these adulterants, before the 


scrap is fit to become a part of Great Lakes steel. 


Sound like a lot of trouble? It’s worth it, to us and to our 
customers. And it’s just one more step in Great Lakes Steel’s 
continuing program of quality control that assures you the 
finest steels. Make it a point to contact your Great Lakes 





Here approved scrap, in charging boxes on buggies, 


characteristics. 


NATIONAL STEEL 





Steel representative for the rest of the story. He’s as close as 


your telephone. 





aia 


heads for the open hearths. Quality scrap gives 
finished steel improved surface and ductility 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan «+ 


Division of 






CORPORATION 





District Sales Offices: Boston, Cidcoge, Cipatgnatl, | = 


land, Grand Rapids, Houston, I 
New York — le 


Angeles, 
‘Teckesten, St. Louis, San Francisco. 


peenepels Los 
3. omg hia, “ue. ae 
ledo, Toronto. 


Rhodes joined Commercial Credit 
in January, 1916, and by 1920 had 
been promoted to assistant secre. 
tary. On Feb. 24, 1938, Rhodes was 
elected assistant vice-president, an 
office he currently holds. 

* + * 


Mathieson Boosts Laney 


In Automotive Products 


James C. Laney has been ap- 
pointed manager of the automotive 
| Products department of the Indus. 
trial Chemicals 
division, Olin 
Mathieson Chem.- 
ical Corp. 

Laney, formerly 
national accounts 
sales manager’ of 
the department, 
succeeds W. 
Adrian King, who 
has been named 
general sales 
manager of the 
Industrial Chemi- 
| cals division. Arthur E. Tongue has 
been named national accounts man- 


| ager to succeed Laney. 
. + + 





James C. Laney 





Raytheon Boosts Graham 


To Vice-president Post 


E. Douglas Graham has been 
elected to the newly created posi- 
tion of manufacturing services vice- 
president for Raytheon Mfg. Co. 

Before joining Raytheon, Graham 
was manufacturing vice-president 
and a director of Gemmer Mfg. Co., 

| Detroit, which provides power- 

steering mechanisms and other 

| parts for the automotive industry. 
* > = 

Flexonics Appoints Wood 


To Automotive Sales Post 


John W. Wood has been appointed 
sales manager for automotive orig- 
inal equipment products by Flexon- 

|ies Corp., May- 
| wood, Ill. His 
| headquarters will 
be at the Flex-O- 
Tube division, 
| Inkster, Mich. 
| He also was 
jinamed to the 
| Flexonics Execu- 
tive Council which 
|helps guide the 
|}company’s’ eight 
U. S. plants and 
| worldwide sales 
and distribution. Wood formerly 
was with A. S. Campbell Co., Ben- 
dix Radio division and Houdaille- 
Hershey Corp. 





John W. Wood 


C 


Ross H calls: Dinwetee 


Burritt Appointed 

William D. Ross, former manu- 
facturing vice-president, has been 
appointed president of J, J, Tourek 
Mfg. Co., Chicago. 

R. A. Burritt has been named 
vice-president and factory manager 
of the firm. Burritt formerly was 
assistant general factory manager 
of Chicago Screw Co. 

- ” 





Deluxe Products Names 


Curry to Sales Post 
Rex L. Curry has been named 
regional sales 
manager in the 
original equipment 
sales division of 
Deluxe Products 
Corp., a subsidiary 
of Walker Mfg. 
Co. Both firms are 
in Racine, Wis. 
Since April, 
1956, Curry has 
assisted T. J. Me- 
Naughten 





who 


Rex L. Curry has retired after 
20 years with DeLuxe. 
* * * 


Ford Assigns Snyder 


J. K. Snyder has been named 
Minneapolis assistant district sales 
manager for Ford. He formerly 
was market representation man- 
ager in the Midwest regional office 
in Chicago. 


* * * 


Mansfield Joins Wagner 
Frank M. Mansfield III, formerly 
manager of product planning and 
market research for General Elec- 
tric’s metallurgical products depart- 
(Continued on Page 25, Col. 1) 
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(Continued from Page 24) 


ment, Detroit, has been named sales 
manager and vice-president for 
Wagner Brothers, Inc., producers 
of plating equipment and supplies, 


Detroit ee .* 


Chrysler Fills 3 Posts 


In Charlotte (N.C.) Region 

Chrysler Motors Corp. has an- 
nounced three appointments in its 
Charlotte (N. C.) region. 

H. A. Young jr., was promoted 
to assistant regional manager for 
Chrysler cars; L. E, Tilley is as- 
sistant regional manager for De- 
Soto, and John P. DeMolet was 
transferred from Detroit to become 
assistant regional manager for 


Dodge. 


Talcott Boosts Schwartz 


To Vice-President Post 


Maurice H. Schwartz, Detroit, 
has been elected a vice-president of 
James Talcott, Inc., commercial 
financing and fac- 
toring organiza- 
tion. He will 
continue to head 
Talcott’s Detroit 
operations, 

Before joining 
Talcott in 1955, 
Schwartz was a 
general partner of 
Prudential Ac- 
ceptance, Inc., 
which he founded 
in 1944, Talcott’s 


* + 





@ 

M. H. Schwartz 
Detroit clients include producers of 
automotive parts, metal fabricators 
and other manufacturers, 

* = * 


Pontiac Engineer Bradford 


Retires After 37 Years 


T. W. Bradford, who became plant 
engineer for Pontiac in 1931, has 
retired after nearly 38 years with 
General Motors. Since last February 
he has been on special assignments, 

Born in Spencer, Ia., Bradford 
joined GM in 1919 in the Samson 
Tractor division and transferred to 
Chevrolet in 1922. He began his 
career with Pontiac in 1926, the 
year the first Pontiac was intro- 
duced by Oakland. 


Registered-Tested Cars 


Appoints Clowes in West 


G. K. Clowes has been appointed) 
western regional manager for Reg- 
istered-Tested Cars, Inc. 

His headquarters will be in San 
Francisco. He will direct district 
offices in Arizona, California, Colo- 
rado, Idaho, Kansas, Montana, 
Nebraska, Nevada, New Mexico, 
North Dakota, Oklahoma, Oregon, 
South Dakota, Utah, Washington 
and Wyoming. 

” > 


Reo Promotes Bayley 


To Head Albany Branch 


Clifford N. Bayley has been 
named manager of the Reo factory 
branch in Albany. 

He has been with Reo for nine 
years, most recently as wholesale 
representative for the Albany 
branch. 





. + * 
Brach Appoints Reps 


In Six U. S. Areas 


Brach Mfg. Electronic division of 
General Bronze Corp. has an- 
nounced that it has appointed six 
representatives. 

They are Arthur E. Akeroyd Co., 
Boston; J, Alan Biggs Co., Doyles- 
town, Pa.; Loren F. Green Associ- 
ates, Chicago; Jesse P. Johnson Co., 
Chattanooga, Tenn.; L. W. May- 
nard, Clayton, Mo., and William H. 
Mills & Associates, Atlanta. 

” > 


7 District Appointments 


Announced by Edsel 


Edsel has announced the appoint- 
ment of six assistant district sales 
Managers and a district adminis- 
trative manager. 

The sales assistants are Orlan O. 
Griffith in Indianapolis, Kellam M. 
Matthews in Atlanta, Robert L. Gil- 
bert in Cleveland, J. B. Phillips in 
Columbus, John Czentnar in Syra- 
cuse and Harry M. Pritchard in 
Chicago. James L. Malony was 





Auto Personnel 


responsible for all manufacturing 
operations, production planning, 
plant and tool engineering and 
maintenance and industrial engi- 
neering. P 

+ 


Lembeck, Levy Appointed 


American Sure Car Corp., Sea 
Cliff, N. Y., announced the follow- 
ing appointments: Edward Lem- 
beck, Bayside, N. Y., to district 
manager for New England, and 
Edward Levy, New York district 
manager of Pennsylvania-New Jer- 
sey. 





named administrative manager in 
the Washington district. 


* * * 


Frenchtown Names Macey 


Thomas M. Macey has been 
named vice-president and general 
manager of Frenchtown (N. J.) | 
Porcelain Co. Macey, formerly with 
Stanford Research Institute, has | 
held positions at Remington Arms, 
Gates Rubber Co., and Lunken- 
heimer Co. 


: * * 


Anderson Joins Lumite 


William W. Anderson has been 
appointed Ohio sales representative 
for Lumite division, Chicopee Mills, 
|Ine., New York. The Ohio territory 


Carter Names Overbey lencompasses Ohio, Indiana, Ken- 
jtucky, West Virginia and western 


To Head Manuf acturing |New York and Pennsylvania. 
| 


Appointment of Wilfred R. Over- . 2s S 
bey as manager of manufacturing 
for Carter Carburetor division, ACF AMC Names Hadsall 
Industries, Inc. has been an- Guy Hadsall jr. has been ap- 
nounced. Overbey, who joined Carter | pointed assistant automotive sales 
in 1933, previously was manager of | training manager of American Mo- 
production planning and industrial |tors. For the past two years Had- 
engineering. , gall has been sales manager of Had- 
In his new post Overbey will be | sall Nash, Inc., Denver, which is 





* * * 
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owned by his father, Guy Hadsall | for Dodge. Dougherty has been re- 
sr. gional manager for DeSoto in Dal- 
las since January, 1956. 

* * + 





Kaiser Appoints Bichan 


Automotive Sales Manager 


Robert C. Bichan has been ap- 
pointed automotive industry sales 
manager for Kaiser Aluminum & 
Chemical Sales, 
Inc, He succeeds 
M. C. Crockett, 


Armour Appoints Betts 


Frank H. Betts has been ap- 
pointed Detroit sales supervisor for 
the coated abrasives division, Ar- 
mour and Co., Alliance, O. Prior to 
joining Armour and Co., Betts was 
associated with Sterling Grinding 


* : Wheel Co. 
appointed assist- ~~ 
ant to the vice- 
presia ee and| 4ardenbrook, Thalner End 


78 Years’ Service with Buick 


Harold E. Hardenbrook and R, F. 
(Dutch) Thalner, whose combined 
service with Buick totalled 78 years, 
have retired. 

Hardenbrook, a 40-year Buick 
veteran, had been general works 
engineer since 1945, Thalner joined 
Buick in 1919 as a safety inspector 


general sales man- 
er. 

Bichan has been 
with automotive 
sales in Detroit 
Since joining the 
company in 1953, 
first as a sales- 
man in the Detroit district office, 
then as an industrial specialist in 
the automotive industry sales de- oR — ee 
partment, and in his most recent 5 ok ee 


post as assistant to the automotive Watson Elected Director 


sales manager. 
ie a Arthur K. Watson, president, IBM 
World Trade Corp., has been 





R. C. Bichan 





Dodge Appoints Dougher ty | elected to the board of directors of 
Paul J. Dougherty has been ap-| American Brake Shoe Co., New 
pointed Chicago regional manager | York. 





How to add $1040 


fo your profit 
this year 





One simple fact will put at least $1,040 
extra profit into the pockets of many men 
in your business this year. That fact is: 
Every fourth car on the road needs a car 
radio. 

This means one out of every four of your 
customers is a good car radio prospect. And 
you can close most car radio sales in less 
than five minutes—just by telling prospects 
these two things: 


They can own a Motorola® Car Radio 
for as little as $39.95. 


There’s a Motorola Car Radio custom- 
designed to fit like it came with their car. 


And even if you sell only one Motorola Car 
Radio a week, your yearly profit will 
amount to at least $1,040! 

Sales higher than ever. Car radio saies 
increased by 25% last year. And this year 
—with the most revolutionary improve- 
ment in 27 years—Motorola Car Radios 
are selling faster than ever. 


AA MOTOROLA 


World's Largest Exclusive Electronics Manufacturer 












Transistor-powered '57 Motorola Car 
Radios give you selling advantages like 
these: Transistors (1) have extra long life, 
(2) replace 16 parts that cause 75% of the 
trouble in other car radios, (3) cut battery 
drain by 50% or more, and (4) end ail 
mechanical noise and vibration. 


Priced to move fast. Motorola Car Radios 
retail at prices your customers are ready to 
pay—as low as $39.95, with a big profit 
margin for you. 

No installation problems. You can do it 
yourself for extra profit or your Motorola 
installation depot will do it for you. 

Why miss out on this easy, plus-profit 
opportunity any longer? Just mail this 
coupon today for all the facts. No obliga- 
tion, of course. 


FP Se SS SSS SSS SS SS SS SSeS SF 


Motorola, Inc., Dept. AN-5 

4545 W. Augusta Bivd. 

Chicago 51, Illinois 

Attn: Car Radio Department 

Please give me all facts about the plus-profit 
Motorola Car Radio business. Thank you. 


City. a Sees 


Mes ee eee eee ee es 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
ee discussion has 
arisen from time to time over 
the legal question: If the seller of 
an automobile receives from the 
buyer a forged check, can the seller 
repossess the automobile from one 
who innocently buys the car from 
the person who paid and bought 
the automobile with the forged 
check? 
The answer is: Yes, if the seller 
did not give to the buyer a clear 
bill of sale enabling the buyer to 


Plymouth HQ in Dallas 

DALLAS. — Curtis Parker, who 
operates the only exclusive Plym- 
outh dealership in Dallas, has 
started work on a new $50,000 build- 
ing at 2628 Live Oak, He plans to 
keep his present location at 2200 
Live Oak for use as a used-car lot. 





tires you stock. Save carrying 








obtain a good and clear certificate 
of title. Otherwise, the answer is no. 

A situation frequently arises 
where the seller of an automobile, 
when taking a check in payment, 
delivers the auto- 
mobile and a clear 
certificate of title 
to the purchaser 
who sells it to an 
innocent pur- 
chaser before the 
seller learns that 
the payment 
check is forged. 

In such cir- 
cumstances a 
preliminary is- 
sue or question 
is raised as to whether the orig- 
inal purchaser received any title 
at all which he can convey to an 
innocent purchaser. 

If it is found by the courts that 
he received a clear voidable title, 
it is generally held that the inno- 


L. T. Parker 


various extensions for each popular tire size. 


COMBINATION NO. 1 


ESTABLISHED IN 1644 





COMBINATION NO. 2 


id 


Fits all cars. 2£413R Valve for 
254 Valve for %,”" rim holes, 
or £36806 Extension. 


453” and 
with 7 3680C 


FIRST NAME 





cent purchaser, relying upon the 
possession of the vehicle and the 
clear certificate of title, will be pro- 


tected against the claims of the 


original seller. In other words, the 
innocent buyer can retain posses- 
sion of the automobile without 
making any payment to the original 
seller. 


* 
Voidable Title 

OR illustration, in Pingleton v. 

Shepherd, 242 S. W. (2d) 971, it 
was shown that a purchaser of an 
automobile paid Warth, the seller, 
with a bad check. Hence, the. pur- 
chaser had only a voidable title to 
the automobile by reason of having 
obtained it by falsely representing 
the check he gave for the purchase 
price to be good. 

This meant that if the seller, 
Warth, could have located the 
automobile immediately, he could 
have repossessed it. However, in 
the meantime an innocent buyer, 
named Shepherd, purchased the 
automobile. 

In subsequent litigation, the 
higher court held that since the 
original buyer’s title had not been 
avoided by the original seller at the 
time he sold the car, Shepherd 


* * 


WITH EVERY NEW TUBELESS TIRE 


Your choice of these valve combinations serves all sizes of the tubeless 
seven Original Equipment valve sizes and 
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Tom Mitchell Buick in New Building— 





This masonry, glass and aluminum building is the new home of Tom Mitchell Buick, 
Atlanta. It has 37,000 square feet of floor space and a service department that can 
accommodate 15 cars at one time. Outdoor facilities include 63,000 square feet, pro. 
viding parking for 140 cars plus a new-car display area. 


acquired good title to the automo- 
bile. 
+ * * 

Must Prove Negligence 
_— higher courts consist- 

ently hold that no person, firm 
or corporation is liable in damages 
unless testimony is given that such 





Every time you install a new tubeléss tire, be sure to 
install a new Schrader valve, too. Protect your custom- 
ers’ driving safety and the reputation of your tire’s 
brand name with a new Schrader valve. Make this sim- 
ple service a profitable “must.” For full, built-in mileage 
over the entire life of a tire, the valve should be as new 


as the tire. 


Tubeless business—changeover, repair, replace- 
ment—will be even bigger this year. Be ready with 
complete Schrader tubeless service. 


IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


damages were caused by negligence. 
This rule of law is applicable to 
suits against employers by injured 
employes; suits by automobile 
owners against automobile dealers, 
and all similar damage suits. 
For instance, in Franks vy. 
Groendyke Transport, 229 Fed. 
(2d) 731, it was shown that a 
fire started while a moter truck 
was delivering gasoline in under- 
ground tanks owned by an auto- 
mobile dealer, named Franks, A 
fire started in the cab of the 
truck and spread to Franks’ real 
property which was destroyed. 
Franks sued the corporation owner 
of the truck to recover damages 
equal to the value of his destroyed 
property. However, since Franks 
could not prove that the fire started 
through negligence of the truck 
driver, the higher court refused to 
hold that Franks could recover 
damages from the corporation 
owner of the truck, and said: 

“The fact that the fire occurred 
with its resulting destruction of 
property was not enough to es- 
tablish liability on the part of the 
appellee. It was essential that 
negligence be shown as the proxi- 
mate cause of the fire.” 

7 . > 


Car Rental Firm Wins 


Driver Violation Case 


LITTLE ROCK.—The Arkansas 
Supreme Court has ruled that the 
owner of a rented car is not liable 
for traffic violations committed by 
the driver of the car. 

The ruling, which was made on 
appeal of a case filed in Pulaski 
Chancery Court, absolved the Red 
Top Driv-Ur-Self Co. from respon- 
sibility for payment of traffic and 
overparking fines imposed by Lit- 
tle Rock police. 

Police officers had taken the po- 
sition that they are not required to 
track down violators. The Supreme 
Court reversed a ruling of the lower 
court and rendered a decision in 
favor of the company. 


Hawaii Vacations 
Top Prizes for 


Willys Salesmen 


TOLEDO. — Eight-day Hawaiian 
vacations for two, plus merchandise 
prizes, await 18 top zone salesmen 
as grand prizes in a nationwide 
“Jeep” demonstration drive contest 
which ends July 31. 


Described as the biggest effort 
yet to acquaint prospective custom- 
ers with the four-wheel drive “Jeep” 
line of commercial vehicles, Willys 
Motors, Inc., said the event actually 
is more than a sales contest. 

“It is our belief that Jeep vehicles 
may best be sold through good dem- 
onstration,” said C. A. Watson, gen- 
eral sales manager. “Therefore we 
hope the contest will result in all 
salesmen adopting effective dem- 
onstration techniques in their every 
day selling activities.” 

Winners will be determined on 
the basis of the number of points 
earned during the contest period. 
Points will be awarded at the rate 
of 2,000 for 10 reported Jeep dem- 
onstrations and sale of one new 
vehicle at retail. 

During the contest each salesman 
will receive “checks” for the amount 
of points earned, These may be ex- 
changed for merchandise prizes. 
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NOW, MORE 
THAN EVER... 


It Pays to be an American Motors Dealer! 
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Once upon a time, there was a dealer who was in a terrible rut. His sales- 
room looked just like those of all his competitors. In fact it even had the 
same signs, stressing bigger size, more horsepower, higher tailfins, etc. And 
his cars looked much like the ones the neighboring dealers sold. 


Finally he got fed up and decided to look into the 
small foreign cars that were becoming so popular 
because of their economy and maneuverability. 
However, he realized that these cars could not pro- 
vide him with the volume sales he needed. 


Impressed, the dealer took a new Rambler out for 
a spin. He found that he could park in tightest 
places, that he could maneuver through traffic as 
in no other car. And Rambler's acceleration and the 
smoothness of its ride impressed him even more. 










He was really up a tree until he answered a Rambler 
ad in Automotive News. A zone representative 
called on him right away and gave him all the de- 
tails on the car that combines American car room 
and comfort with European car economy and agility. 


So, he signed an American Motors franchise. Now 
he’s happy and his customers are happy, too. His 
customers because of Rambler's lower first cost, 
lower operating costs and higher trade-in - value, 
plus its incomparable handling ease. 


The Tale of the Dealer who got 





out of the Rut 


Not only that but he was always hearing from irate 
customers that their cars were too big for their 
garages, hard to park, guzzied so much gas that 
they couldn't afford their monthly payments. 


The zone representative showed the dealer how 
Rambler is so distinctive in its concept that it has 
no direct competition. He also pointed out that 20% 
of 57 new car buyers in the low price field were 
considering buying Rambler. 


The dealer is happy because his volume is up, he 
has a higher variable net profit on every deal, he 
enjoys the pleasantest factory-dealer relationship 
in the industry . . . and he has no direct competition 
since Rambler is in a class by itself. 





Now why don’t you take a leaf from this dealer’s book? 
Take advantage of the tremendous 
opportunity offered by Rambler to grow and 


prosper with America’s fastest growing car. 


For complete details fill in coupon below. 


MAIL COUPON TODAY! 


DIRECTOR OF DEALER DEVELOPMENT 
AMERICAN MOTORS CORPORATION | 
DETROIT 32, MICHIGAN 


Gentlemen: Please give me full details on the opportunity offered 
by the new American Motors franchise. | understand that | am 
under no obligation and that my confidgnce will be respected. 


NAME ; stein aera 
ADDRESS 
Yeisen nce aro a cteneniecl 














THINK it was Lincoln who said: 

“If you have the public with you, 
you can accomplish anything. If 
they're against you—or indifferent 
—you can’t do anything at all.” 

Even plenty of money, approval 
in principle and top-rung planners 
aren’t enough, Sponsors of our 41,- 
000-mile Federal highway project— 
a bonanza for both business and 
national defense—are now finding 
that out. Congress authorized $27.4 
billion to build it. Designers and 
contractors are all in the bag. 


local business groups. 

Each figures its job is to see that 
the local bypass or passby will 
bring maximum business and mini- 
mum annoyance to its particular 
area. 

Not every new highway can run 
past every merchant’s doorway. 
And most businessmen are bound 
to be affected, directly or indirectly, 
by the 13-year project, Improved, 
interconnecting roads will greatly 
increase the miles of travel by 
motor cars, trucks, and buses. The 
automotive and petroleum indus- 
tries will, of course, feel this im- 
pact. So will gas stations, restaur- 
ants and motels. 

* + 


+ 
It Isn’t a Grab Bag 


y=. you have to deal with local 
groups—hundreds of them—to 
obtain advantageous rights-of-way. 
Organized local opposition can be 
costly and delaying. 

Se every community must be 
factually and fairly convinced of 
the rightness behind the com- 
mercial and defense benefits of 
the whole interlocking system— 
and convinced, too, that each link 
in the routing, and each con- 


greatest good for the greatest 
number. 

And that takes some doing—as 
Mr. Lincoln well knew. But the 
doing has to be done, and the re- 
sult’s worth all the doing. A broad 
program of public information is 
underway to persuade local areas 
that this interlocking network of 
highways is a national-defense and 
interstate-trade facility, as well 
as a new source of driving pleasure 
and an easier, quicker means of 
exchange of people and human 
relationships. 

Make it a 41,000-mile chain of 
grab-bags for local greed, and the 
long struggle and whole-nation 
planning for navigable streams of 
cars, trucks and, if tragically neces- 
sary, for tanks and motorized 
columns, will be less efficient and 
more costly, 

The inevitable committees are 
at work, and some will do effec- 
tive jobs, particularly when co- 
ordinated with other civic groups 
aiming at the same objectives 
— they have good leader- 

Pp. 

The Columbia (S. C.), Chamber 

of Commerce arranged a meeting 
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chambers of commerce and other | trolled access, works out for the 








“Well, we've discovered one of 
our troubles. We’re selling cars 
for less than they cost us.” 





attended by the street and highway 
committee, the mayor, city council, 
city planning board, garden clubs, 
other individuals who—when in- 
formed accurately — could mold 
community opinion, the highway 


beauty that sells and re-selis 


For enduring beauty that sells in a new car and 


re-sells in a used car . . . design it, improve it and protect it 


with McLOUTH STAINLESS STEEL. 


specify 


Mc LoUTH STAINLESS STEEL 


HIGH 


QUALITY 


for automobiles 








MANUFACTURERS 
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McLoutu STEee. Corporation DETROIT, MICHIGAN 


OF STAINLESS AND CARBON STEELS 


—_ 


commissioner and representatives 
from the Bureau of Public Roads, 


An Information Job 


CONOMIC studies integrateg 
with traffic surveys that throw 
new light on local aspects of the 
Federal highway project make an 
important function for chambers 
of commerce in this local give-me- 
more -than-my-share highway 
squabble. 

But you can’t meet-and-talk 
your way completely out of any 
complicated friction of opinion. 
Especially where money-in-the- 
till is concerned. Some facts and 
arguments have to be spelled cout 
for the eye—for the eye to find 
attractive, vivid and worth look- 
ing at more than once. 

That’s where well-written, well- 
illustrated bulletins, pamphlets and 
periodical reports come in. They 
have to be palatable, easily digest- 
ible and appetizing. 

The writing for this sort of public 
information job for a vital and ex- 
pensive project must do more than 
get the right ideas on paper. It 
must make it easy for the reader 
to get them off. It must be specific, 
like a baseball score—not general, 
like a political speech. 

Of course, another way to con- 
vince a local public—in a somewhat 
different highway problem—worked 
beautifully on the Kansas Turn- 
pike in the last few months. It 
ripped some tires and chewed up 
some fan belts, but it didn’t cost 
much and there wasn’t any blood, 
though the trouble was terrific 
speed, 

When the Turnpike opened last 
October, a 40-mile minimum speed 
limit was set—but no maximum. 

Here was a 236-mile, four-lane 
toll road, much of it inviting 
straightaways. Folks used to say, 
“It’s so flat and straight, you can 
see a jackrabbit’s ears as he crosses 
the road on the horizon.” And along 
it came drivers who'd been harried 
for years by city cops and 15-to-30 
mile limits. 


The Drivers Learned 


w= no maximum speed on the 
Kansas Turnpike they breathed 
deeply, said, “Oh boy!” and stepped 
on it. And the authorities seemed 
to figure: “OK, it’s between you 
and your car. We just hope you 
don’t hit the jackrabbit before he 
gets across the turnpike. He might 
be a taxpayer some day.” 


Factual information from equip- 
ment manufacturers was circ 
but there were no arrests for speed- 
ing. And drivers saw for them- 
selves. By February, radar checks 
showed that 85 percent of the Turn- 
pike drivers were moving along at 
68 miles an hour or less. The ave- 
rage was 60. 

Americans pretty generally pay 
attention to facts tney understand 
and believe—and to experience. 

P. S. There’s no glittering gener- 
ality about a chunk of rubber off 
your new tire, Or about your radi- 
ator chewed up by fan blades 
speeded off a shaft. 

Alexander Dumas once put it this 
way: “All general statements are 
lies—including this one.” 

So specifics will increasingly be 
the strategy of sweet reasonable- 
ness by which local individuals will 
understand the difference between 
a safe, efficient national highway 
system and a chain strung with 
grab bags for local greed of a com- 
paratively few individuals. 


Ban on Chain Sales 
Sought in Wisconsin 

MADISON, Wis. — The State 
Senate has passed a bill imposing 
fine or imprisonment for any firm 
or individual setting up, promot- 
ing or aiding in the promotion of 
selling motor vehicles by 4 
method of chain referrals. 

The bill, which was introduced 
upon the request of the Wiscon- 
sin Automotive Trades Assn., 
would make the practice a viola- 
tion of the State’s lottery laws. 
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increases in 


S15 South Loomis Street, Chicago 7, Illinois 


General Outdoor Advertising Co. 





. and they 


show that we are getting greater sales 
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“Tt is difficult to trace sales results 
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—— IEE SAWERS’ sales bu 


PCP Pee Cee LLP e eee. ee re 7 | 
One of Life Savers’ Many Prize Winning Posters 


Listen to Gordon Young, V.P. and ad 
to national advertising. However, we 


manager for Life Savers, Port Chester, 


N.Y. 


The final test of any medium is . . results. 


have kept accurate records. . 
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Sales Conditions in Various Areas... 


Auto Market Reports 





Cleveland 


.A surge of spring weather has 
stimulated automotive sales in the 
Greater Cleveland area with new- 
ear turnover climbing to 1826, one 
of the best weeks of the year. At 
the same time, used-car sales, for 
the seven-day period ending Apr. 
27, went to 1991, a top week for the 
year. 

Both new and used-car figures, 
however, were under year-ago sales 
by about 100, In commercial sales, 
new units were 141 and used 66, the 
former showing considerable 
strength. — ( Sanford Markey.) 

* * 


Kansas City 

New-car sales are generally slow 
with many dealers blaming low 
volume on the change of the in- 
come tax date to Apr. 15 and lack 
of real spring weather. 

The spring season has been 
marked by heavy rains, snow and 
. tornado threats, but the rain, the 
first of value in five years, has 
boosted the optimism of the people 
in general. 

Used cars are generally slow 
and have been for four months. 
Dealers have more 30-day units 
in. stock than they have had in 


years. 

Dealers think the area is going 
through a~-period of living down 
pressure sales of 1954-55 and that 
it will take another year to bring 
gome nonequity sales: back in the 
market. 

Repos and open-account credit 
are considered normal. (L. H. 
Houck.) 


* > > 
Cincinnati 
Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 


week ended May 2 amounted to 
1,946 units, an increase of 165 units 





SIMULATED 


EXHAUST 


TUBES 


for all '57 Chevrolets 
mokes the “hot one” look “hotter” 
—~ sells like “het cakes” for youl 
in min- 
utes! chrome plated tubes 
fit perfectly beneath back-u 
lights on all 67 models. 


ful counter display, with 


6 Ramjet Sets. 
Deaier.cost #9, PE ser ot 4 
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over the 1,781 sold in the previous) 
week. 


During the week, a total of 852 
new cars and 68 new trucks were) 
registered, compared with the 724| 
new cars and 57 new trucks in the 
week ended Apr. 25. 


A total of 998 used cars and 28 
used trucks were retailed during | 
the period, compared with 960 
used cars and 40 used trucks in 
the previous week. 

repossessions during the week de- 
creased to 59, a decline of 7 units 
from the previous week and 5 less | 
than in the like week of 1956. 

New-car registrations in April 
totalled 3,243, a decline of 14 per-| 
cent from the previous month’s 
3,800. 

By make, April registrations were: | 
Ford, 808; Chevrolet, 749; Plymouth, | 
399; Oldsmobile, 271; Buick, 238; 
Pontiac, 175; Dodge, 151; Mercury, 
126; Cadillac, 58; Rambler, 56; 


| Chevrolet, 
|GMC, 22; White, 21; Mack, 19; | 


Chrysler, 52; DeSoto, 45; Imperial, 
24; Studebaker, 17; Volkswagen, 17;| © 
Nash, 12; Hudson, 12; Lincoln, 11; 
MG, 7; Packard, 4; Willys, 1, and 
miscellaneous, 10. 5 
New-truck registrations of 257 } r 
in April represented a gain of 19 / ~ 
percent over the previous month’s e - 
total of 215. fa SS Tae 
By makes, they were: Ford, 106;| : = a > 


73; International, 36; | “This is my final offer! And no 
more cracks about living up to 
my slogan!” 





Dodge, 9; Willys, 5; Studebaker, 2; | 
Divco, 1; Reo, 1, and Volkswagen, | 
1.—(Frank Kappel.) 

° * s 


cury, 125; DeSoto, 56; Cadillac, 49; 
Chrysler, 25; Rambler, 25; Imperial, 
19; Volkswagen, 14; Lincoln, 13; 





Columbus 


April new-car registrations in| Studebaker, 10; MG, 7; Isetta, 6;/ 


Franklin County (Columbus), O.,/ Morris, 4; Jaguar, 3; Packard, 3; 


totalled 2,462, compared with 2,799| Austin, 2; Metropolitan, 2; Triumph, | 


in March. 2; Continental, 1; Hudson, 1; Kaiser, 
By makes, registrations were:|1; Mercedes, 1; Nash, 1; Porsche, 

Ford, 709; Chevrolet, 532; Plymouth, | 1, and Renault, 1. 

256; Dodge, 158; Pontiac, 150; New-truck registrations of 236 

Buick, 147; Oldsmobile, 138; Mer- 








topped the previous month’s total | 


of 227 and were divided as fol. 
lows: Chevrolet, 86; Ford, 76: In. 
ternational, 26; Dodge, 17; GMC, 
17; Reo, 5; White, 3; Diamon: T, 
2; Mack, 2; FWD, 1, and Volks. 
wagen, 1. 


Tax-paid used-car transactions | 
dropped from 6,893 in March to | 


5,945 in April; used-truck transac. 


tions dropped to 362 from 656 in | 


the previous month.—(Bert Strang) 
* * * 


Montreal 
Exceptionally fine spring weather 


has caused sharp expansion in car 
sales in Montreal. 


A lull in demand in March due to | 


customers waiting to see if the Fed. 
eral Budget would change taxes on 
new cars caused a general slow. 
down for the first quarter. 

However, since early April deal- 
ers report that considerable in- 
crease in sales vo'ume has devel- 
oped and deals are being readily 
arranged despite some stiffening 
in credit, 

Montreal dealers now feel confi- 
dent that 1957 sales will be very 
good—and some even feel that a 
record sales year may be in the 
making. 

In the used-car market, move- 
ment has been good but not star. 
tling—(Jules Larochelle.) 
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Michigan Assn. 
Wins Ist Place in 
ATA Safety Contest 


DETROIT.—The Michigan Truck- 
ing Assn, has been awarded first 
place in the state-trucking-associa- 
tions’ safety contest conducted by 
the American Trucking Assns. 

The Michigan group will receive 
a trophy at the spring meeting of 
the ATA Council of Safety Super- 
visors which begins tomorrow (May 
14) in Dallas. 

Second place in the contest was 
awarded to the Pennsylvania Mo- 
tor Truck Assn., and third-place 
certificate of honor went to the 
North Carolina Motor Carriers 


The contest awards were based 
on the scope and effectiveness of 
the state association’s activities in 
promoting safety among its mem- 
bers and for the benefit of the 
public. 

The Michigan program was di- 
rected by Guy E. Mulholland, who 
retired Apr. 30 after four years of 
MTA safety work. Mulholland pre- 
viously served 25 years with the 
Detroit Police Department. 





NEW COMPLETE LINE OF 
_ MORAINE ENGINE BEARINGS! 





Stainless Steel Panel— 


Workmen are shown assembling the 
stainless steel lower rear quarter panel 
to a 1957 Cadillac Eldorado Biarritz con- 
vertible. A committee of the American 
Iron & Steel Institute has reported that 
use of stainless on 1957 models has in- 


creased about 20 percent over 1956. 


20 Percent More on 1957s... 


Stainless Steel Use Grows 


NEW YORK.—Auto makers have| mittee, considerably more should be 





increased the use of stainless steel | used. 


on 1957 models by 20 percent or 


American Iron & Steel Institute. | 
It was reported that an average | 


of 24.3 pounds of stainless was 
used on lower-priced cars as com- 
pared to 20 pounds last year. 


Major uses were said to be wheel | 
covers, body side moldings, window | 
and windshield trim, door handles, 
locks and windshield wipers. 


In higher-priced cars the amount) 
of stainless increased to as much| 
as 75 pounds per car. The Cadillac| 
Eldorado Brougham, now said to 
be in production, is reported to use| 
a roof panel weighing 49 pounds. | 

The automotive industry, accord-| 
ing to the committee, is the largest | 
user of stainless steel. Total for 
1956 was reported at 100,000 tons 
and in 1957, according to the com- 





now... nearly 5,000 bearing part numbers 
are available for all your car, truck, bus, 
tractor, heavy-duty equipment requirements 


Moraine-400 Bearing 


toughest automotive engine 
bearing ever known. Developed 
by General Motors and 
Moraine Products research 
from a special aluminum 
alloy and cladding process 
—a Moraine exclusive! 


Moraine Bi-Metal Bearings 


precision-built to original equip- 


ment specifications for longer, more 


dependable service in moderately 
loaded engines. Conventional 
steel-backed babbitt type. 










a 








It was said that stainless has 
more, according to the committee | become standard material for 
of stainless steel producers of the| ™any automotive trim parts. A 





Repeal of License Tax 

Sought in Va. County 
SALUDA, Va. — Informed 

sources here say a group of Mid- 


dlesex County residents is circu- 
lating petitions demanding repeal 


| of the county’s recently enacted 


$10 motor vehicle license tax. The 
petitions call the tax “oppressive, 
unreasonable, objectionable and 
unjust.” 

The tax is expected to yield 
about $22,000 a year. One objec- 
tion is that the revenue will go 
into the county’s general fund in- 
stead of being earmarked spe- 
cifically for schools as first pro- 
posed. 





M-100 Bearing 


eight ways better with exclu- 

sive Moraine matrix between 
babbitt and steel. Permits highly 
desirable thin babbitt overlay 
without limiting embedability. A 
leading original equipment bearing 
and a Moraine exclusive! 


Moraine Connecting Rod and 
Main Bearings 


come in standard, .001, .002, 
.010, .020, .030 undersize and 
semi-finished. Camshaft bear- 

ings in standard sizes. All 
numbers available in sleeved 
or overpacked sets accord- 
ing to application. 


Moraine engine bearings are the original equipment bearings in millions of cars, trucks, and buses 
now on the road. These Moraine service bearings are made to original equipment specifications. See 
your United Motors System distributor for the whole story of your big new presold opportunity 


with Moraine. Get the facts 


Another General Motors Value 


today! 





©) Moraine Products 


Division of General Motors, Dayton, Ohio 


typical 1957 may use as many as 

100 stainless steel parts. 

The committee reported that the 
nickel scarcity will have little ef- 
fect since much of the stainless 
being used contains no nickel. 

Chromium is the main essential 
of stainless steel and provides the 
stainless characteristics. It is 
readily available to steel producers. 


However, the automotive industry 
also uses substantial quantities of 
chromium-nickel stainless and here 
manufacturers are helping to con- 
serve nickel by using the newly 
developed low nickel grades in 
which manganese replaces a large 
share of the nickel. 


In recent years a trend has 
been developing toward the use 
of large stainless steel panels 
which serve several purposes. 
They give bright appearance and 
replace a portion of the regular 
body panel. In addition, they pro- 
vide protection, as in the case of 
stone shields along the bottom of 
rear fenders where flying gravel 
can damage paint, the commit- 
tee said. 

Richard E. Paret, of the commit- 
tee, said, stainless steel is being 
used by some car manufacturers 
for exhaust valves which demand 
high strength, heat resistance and 
corrosion resistance. 


Gas turbine engines will require 
large amounts of stainless steel for 
parts subject to severe conditions 
of heat and corrosion, he said. 


Stainless Steel on 
A 1957 Medium-Priced Car 


Parts Pleces Weight 
Body moldings ........ 19 6.5248 
Headlamps ................ 2 0.2766 
Window moldings 25 11.7160 
Windshield wipers 9 0.2318 
Wheel covers ............ 4 5.4112 
Ornaments 21 1.1600 
IE ectiisctetntiout 5 0.0173 

| Locks and switches 10 0.0550 
Exhaust valves . x 1.6144 
SINNIIN - toKicisaniaiasiebinaiiibiakad 4 0.0042 
IED ssahicnchnsnathintet 6 0.0806 
onanesiaiae 42 1.2069 

155 28.2988 
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AVIA EASY WAYS TO BUY 


Cash © Easy Terms 
© Lease Plan 


Now you can DOUBLE PROF- 


ITS by increasing the amount of 
work you turn out in your pres- 
ent paint and body shop without 
spending a large sum of money. 
Here’s a real workhorse that 
rolls quickly from one spot to 
another, quickly baking all kinds 
of spot and panel jobs . . . and 
it teams up with the famous 
driQuik Model 16 to cut drying 
time in half on an all-over job. 
New Model 8 is economical to 
operate. Wire today for a FREE 
DEMONSTRATION in your 





shop. 


DRY CLIME 


LAMP COR}! 
Greensburg, Indiana 
Mail This Coupon Today 


Dry Clime Lamp Corp., Dept. D, Greensburg. lad. 
CF | would like © demonstration on (dete) ___ 
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No. 30 OF A SERIES 


FORD FAMILY OF FINE CARS 


| CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


: 


This is the fourth in a series of Clearinghouse 
articles covering the activities and services of 
the Ford Merchandising School . . . celebrating 
its 10th Anniversary this year. 


Upper picture—C. R. Beacham, General Sales 
Manager, Ford Division, makes an informative 
presentation covering car merchandising. 


Lower left—Chase Morsey, Jr., Car Marketing 
Manager, Ford Division, holds an informal 
discussion with several of the students. 


Lower right—L. A. Iacocca, Truck Marketing 
Manager, Ford Division, illustrates important 
points about new truck merchandising with the 
aid of a flip chart. 





FORD MERCHANDISING SCHOOL 


Dealers’ Sons and 
Employees Courses 


...investing in the future ! 


For all of us associated with Ford Motor Company products, the 
future offers great opportunities. To meet this challenge success- 
fully, we must continually prepare for it by bringing younger 
men up the ladder. 

One of the most important steps is the training and education 
of qualified men for our dealer organization. Our future depends 
on it... and the Ford Merchandising School was established to 
help ensure it! To this school come promising employees and 
sons of far-sighted dealers young men who will soon be ready 
to assume the responsibility of managing any, or all, aspects of 
an automobile dealership. 

The course offered these young men covers every important 
phase of dealership operation, from basic financial statements to 
market-analysis and planning. Division plans and policies, proved 
methods and new procedures, are presented clearly and concisely 
by Division management. Active student participation in every 
subject is encouraged. Panel discussions led by successful Ford 
dealers, with outstanding records in efficient dealership manage- 
ment, provide a stimulating exchange of ideas and techniques! 


Each class is a carefully selected group of men—dealers’ sons 


and dealer-recommended employees—who are ready for this 
A COMPLETE advanced training in effective and profitable dealership operation 
NEW TRUCK LINE and management. 


me} 
a 
E 
._ = 
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MODERN STYLING These men come from every state in the union—and from 
PRODUCT ADVANTAGES : countries all over the world. At the school, each class elects a 
committee to represent them. Among the committee functions 


COMPETITIVE PRICES ‘ ’ ; . : ‘ 
is the preparation of a final report—a student analysis of the 


course—complete with suggested ways and means to add to 
its effectiveness. 

To date, 57 classes have assembled and graduated from the 
Ford Merchandising School, the automotive “alma mater” of 
over 3,800 participants! 

Does this investment in the future pay off? An overwhelming 
majority of the graduates say it does! And they’re right—for 
today, over 60% of all Ford Merchandising School graduates are 

* either Ford dealers, general managers, sales managers or business 
managers. We think it’s quite a record! 
Another reason why it’s great to be a dealer in the Ford Family of 
Fine Cars. 


FORD MOTOR COMPANY 


a cee THE AMERICAN ROAD, DEARBORN, MICHIGAN 


gtencacce araiece 
ene ME 


The Ford Family of Fine Cars 


FORD* THUNDERBIRD * MERCURY # LINCOLN ® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 
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i ! fraud in connection with a $50,000 
ne Switch and Fraud . -- alleged used-car racket, pleaded in- ; 


nocent in County Court here. They 


, were named in more than 100 in-| © 
is ace arg eS dictments by a grand jury. iu 
The men are Victor Strassburg, 
© | 26, owner of Falls Central Motors 
| Inc.; Richard King, 25, and Stanley 
cr OSS e a ion Scott, 27, employes of the firm. Bail 
| of $12,500 each was continued pend- 
Scattered cases of people in the|one to seven years in prison after| mg om. 


industry who have been charged| pleading guilty to larceny by trick. Several of the charges were made 


with various offenses have been re-| Ben Neidlinger, assistant prosecu- | pA - Gale aa poe ane an acne 
ported from across the country.| tor, said Hollington sold a 1956 car| over the money. In other cases, 


a ee nes in November, 1955, for $1,763 cash | fnance companies charged that cars 
Switch of Engine and a 1952 tradein but failed to fur-| with chattel mortgages were sold 


nish a certificate of title. The car| }, fi 
BALTIMORE. — William Eller,| was repossessed by a loan company| > the firm. 


Essex (Md.) garage owner, has| after the Hollington dealership was | ; ye, 
been indicted on a charge of| pjaced in suave in Subreary, | Probation for Fraud | 4 
“converting” to his own use an | 1956, Neidlinger said. ROCHESTER, N. Y.—Albert J. r pie me 3 
“ aon . eaeek a “ = * * «* | Verhey, a former used-car dealer, eae 
cco ng to state police, er |has been given a suspended sen- h r Vv) et Salesmen— 
replaced the engine, which came U. C. Fraud Charged gence ant pineed on five seu gue Trophies for Chevrol 


from a car with 7,000 miles on it); LOCKPORT, N. ¥.—Three| pation for defrauding Security| ey Peterson, left, salesman at Don McCullagh, Inc. (Chevrolet), and president of 


with one from a taxicab which had| Niagara Falls men charged with| Trust Co. in financing phony “sales” | the Chevrolet Detroit Zone 100-Car Club, 


rolled up 63,000 miles. The car had of used cars which weren’t for sale.| !ook over the more than 350 trophies awarded to Chevrolet salesmen in the Detroy 
zone. The trophies were presented to the winners in a recent sales campaign. 


been left at Eller’s for repairs, New DeSoto Color Verhey also was ordered to make 


poco mia. = lg DETROIT.—DeSoto is making a/ restitution of about $11,000. He had 
, new color—Spanish gold—available| pleaded guilty to one count of first-| degree grand larceny. 

Larceny by Trick in its three series of cars. It will be| degree grand larceny involving a| In suspending sentence, Judge 

TOLEDO. — Richard Hollington,| available as a solid color and in| $1,400 check, and had been named| George D. Ogden referred to letters 

an auto and farm equipment dealer| combination with slate gray, black/| in an eight-count indictment charg-| he had received from businessmen 


in West Unity, O., was sentenced to| and white. ing second-degree forgery and first-| and said, “I am considering the 
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AMERICAN MOTORS...one of the lead- 
ing engine manufacturers using Perfect 
Circle chrome rings for both original equip- 


ment and replacement service requirements 






PERFECT CIRCLE 


2-in-1 CHROME PISTON RINGS... tre standard of comparison 




























































and F. H. Cain, zone promotion manager, 


many years you have been an out. 
standing businessman and enjoyed 
an excellent reputation.” 

> * os 


Forgery Charged 

CHICAGO, — A former Franklin 
Park (Ill.) automobile dealer re 
portedly has been named by the 
grand jury in four true bills, three 
charging forgery and the other that 
he obtained money under false pre- 
tenses. 

Eddie Stack had filed a $500,060 
damage suit against the Bank of 
Elmwood Park, which was organ- 
ized by the now imprisoned former 
Illinois Auditor Orville E. Hodge, 
and others in 1953. Stack charged 
that the bank withdrew money 
from his Edlin Motor Sales Co. ac- 
count and damaged his credit. 

The charges of forgery involved 
alleged entries by Stack on condi- 
tional sales contracts erroneously 
describing the cars bought by pur- 
chasers, The charge of false pre 
tenses allegedly was based on 4 
purchase of a 1956 Oldsmobile paid 
for with a worthless check. 

> . 


* 
Guilty in Tax Case 

BOSTON.—A U. S. District Court 
jury has found Karam Haddad, %, 
former Wareham (Mass.) automo- 
bile dealer, guilty of evading $28,000 
in income taxes for 1950 and 1951 

The Government alleged that Had- 
dad paid total taxes of only $58 for 
himself and the corporation in the 
two years. Asst. U. S. Atty. Daniel 
Needham also charged that Had- 
dad, in selling his firm in 1951, re 
ceived a $25,000 “under the table” 
cash payment as part of the pur 
chase price. Sixty persons who 
bought cars were among the wit- 
nesses. 


Minute Crystals 
Open Era of 
New Materials 


CHICAGO.—From invisible metal 
crystals so small that a billion of 
them occupy less space than a grain 
of salt, a Detroit scientist has pro- 
duced substances which open an 
era of new materials. 

Metallurgists assembled for the 
annual meeting of the Metal Pow- 
der Assn. heard Dr. Michael W. 
Freeman report on the results of 
his Navy-sponsored search for new 
forms of metals and combinations 
of plastics and metals needed to ad- 
vance the nation’s atomic-age tech- 
nology. 

When compressed into solid 
shapes, his “mighty motes of 
metallurgy,” in the form of mele- 
cular alpha iron, cling together s0 
tenaciously that they produce as- 
tonishing tensile strengths. Bearing 
surfaces hold up far past the limits 
of other metals. Made into magnets, 
the invisible crystals produce mag- 
netic fields of the highest intensity 
yet achieved in particle metallurgy, 
he said. 

The incredibly small crystals, pro- 
duced in the Detroiter’s laboratory 
behave not as metals or fillers, he 
said, but as chemicals. The crystals, 
furthermore, are smaller than any 
known plastic molecules and they 
combine with non-metallic sub- 
stances such as natural and syn- 
thetic rubber and other plastics to 
form molecular cross-linkages. 

These findings, Dr. Freeman said, 
were borne out by tests made by 
three Detroit firms — Ford Motor 
Co., Vickers, Inc., and J. M. Rob- 
bins Co., a plastics manufacturer. 
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LIFE helps move more new 
cars from your showroom 


LIFE is America’s automobile showroom in print, presenting new cars to 
your customers with all the color, the detail, the excitement of showroom 
presentation. 

An average issue of LIFE reaches 39% of new-car buying households. 
In 13 weeks LIFE reaches 73% of new-car buying households. 

Week after week, your new-car prospects respond to LIFE’s great stories, 
and pictures and compelling advertising. Week after week, LIFE pre-sells 
right in your neighborhood, helping you to complete the sale in your 
showroom. 


LIFE reaches more people Weekly circulation 5,900,000 
Weekly household audience 11,880,000 


LIFE reaches people everywhere LIFE reaches 3 out of 5 
households in an average community in 13.weeks 


Sources: circulation, Publisher’s Estimate (March issues); household audience, 
' A Study of the Household Accumulative Audience of LIFE, A Study of Four Media. 


motoring America responds to 
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kane; Motor Import, Inc., Seattle;|the Jacksonville district and the| in December, 1949, and have sing 
° George R. Bevington, Federal Way.| third in the state. A used-car lot| been located at 115 E. 8th street 
Across the Nation .. . Distributors are Peter Sartori Co.,|is operated by the firm at Beaver| Purchase of the Quality Motor 

Ltd., Pasadena, Calif.; Im ported|and Julia streets. A. Lee Powell jr.,| will add the Dodge car an¢ truck 
Auto Distributors, Racine, Wis.;|is vice-president and general man-/| line to the Chrysler and Plym. 
Germanic Auto Distributors, New| ager. Edward E, Gross is new-car| outh dealership. Each busines, 


Auto Dealer Changes —— and British Motors, | sales manager. : = — ss - Fagg ee ae 

































Ce ae , Pacific Adds Hudson ing at the Dodge dealership, 
Moore, Carnes Buy Willys Walter Poe jr., manager of Pacific * o: © 
Don Dickman has signed a Nash-| Amarillo; Winfred B. Brown, Motor Service (Willys), Baker, | Motors (Nash), Baker, Ore. has Satcher’s N. aH. 
Rambler franchise and has changed | Weatherford; John Bull Motors, El| Ore. has been purchased by | added a Hudson franchise. - atcher's New Home 
the name of his firm from West/ Paso; Rathbun Motor Sales, El| Lester Moore and Kenneth / i. © The new $60,000 plant of Satcher | 
Side Motor Sales, 1900 Second St.,| Paso; Stanley Sales & Service, San} Carnes. They have been in the ° Motor Co. (Ford), Johnston, §, ¢, 
S. W., Rochester, Minn., to Subur-| Antonio; Utah, Milton Wagstaff Co.,| auto business for 22 years. Buy Quality Motors includes the latest all-clectric 
ban Nash Co. The firm will remain ~_ — City. a a wh Motors (Dodge-Plym- | equipment. 
at the same location, Dickman said. ashington, Columbia Motors, ou infield, Kans., has been * * 
7 Richland; Couse Motors, Inc., Brooks Plymouth Opens purchased oy EL. L, Standiford 
Renault Chooses Cowart Bremerton; Foreign Motors, Inc.| Brooks Plymouth, Inc. a new| and Russell Ayers, of Winfield Morgoch Buys Yontz 
Vancouver; C. Hurlbut Motors, Bel-| dealership, has formally opened at| Motor Co. Earl D. Morgoch is the ne 


Cowart Motor Co., 107 E, Fourth 
St. Panama City, Fla, has been 
appointed to handle French-made 
Renault automobiles. Lawrence D. 
Cowart is president and A, J. Cobb 


is secretary-treasurer. 
* = * 


lingham; Imported Motor Cars, Inc.,| 802 Laura street, Jacksonville, Fla. Standiford and Ayers bought | owner of Yontz Mercury, Inc., 16% 
Tacoma; Jaremko Motors, Spo-|It is the first such dealership in| the Chrysler-Plymouth dealership | Front St., Cuyahoga Falls, O. 








Hays Bros. Open Buick 

Herman and Edwin Hays, who 
took over the ownership of the 
Natchitoches (La.) Buick dealer- 
ship on Highway 1 South from W. 
L. Clark and W. L, Clark jr., will 
operate the business under the 
name of Hays Bros, Buick Co, 

7 + > 


Palm Swede Adds Willys 

Palm Swede Motors, Inc. (Hud- 
son), Wichita, has added a Willys 
franchise. The firm is owned by 
Oscar (Swede) Paim. A son, Carl, 
is general manager, and another 
son, Bob, is service manager. 

> +. * 


Camp-Burdette Builds 


Camp-Burdette Motor Co. (Olds- 
mobile), Charleston, W. Va. has 
moved into its new building. The 
firm is owned by Scott Camp sr. 
who founded it in 1939 with Syiman 
Burdette, now retired. 

* > > 





Sartori Signs Up 
73 Dealers for 
Germany’s DKW 


Peter Sartori Co, Ltd. has an- 
nounced signing 73 new dealerships 
to handle DKW, a German-made 
automobile. 

The dealerships, are by states: 
Arizona, Empire Motors, Tucson; 
Sun Valley Motors, Phoenix; Co- 
chise H-D Sales, Douglas; Cali- 
fornia, Al Beatty Motors, Costa 
Mesa; Imported Motor Cars, Long 
Beach; Dresser Motors, Santa 
Paula; Euclid Motors, Ontario. 

Flintridge Motors, La Canada; 
Leavitt Ford, Anaheim; Hall Mo- 
tors, Arlanza; Hall Motors, River- 
side; Valley Sports Car Center, Los 
Angeles; Holiday Motors, Inc., 
Studio City and Sherman Oaks; 
Monise Motors, Pasadena; Nick 
Pastor, South Gate; Peter Sartori 
of Calif., Inc., Pasadena. 

Pettyjohn-Bathke, Inc., Lake- 
wood; Roemer & Rubel, Santa 
Maria; Suburban Motors, Wilming- 
ton; Charlie Taylor Auto Sales, 
Whittier; Truschel Bros., Culver 
City; Vine’s Motor Sales, Garden 
Grove; Frank White, Pomona; 
Wooster Buick, Paso Robles; 
Boyd's, Rosemead; Fettel Motors, 
Fontana; Sonnenberger Motors, 
Santa Ana. 

Western Auto Import Corp., San 
Leandro; Allinger Motors, Sunny- 
vale; Barnard & Johnson, North 
Redding; Dick’s Economy Motors, 
Fresno; Hyde Motors, Mill Valley; 
‘Monterey Bay Motors, Monterey; 
Towne-Martin, San Rafael; Valley 
Motors, Visalia; Don Hampton, Red- 
wood City; G. K. Hardt Co., Santa 


Colorado, Foreign Motors, Ltd., 
Colorado Springs: Sports Cars, Inc., 
Denver; Kansas, Snowden DKW 
agency and Lutz Bros. Sales & 
Service, Atchison; O. D. Moffett & 
Son Motors, Mission; Otto and El- 
mer Maisch, Lexena; Universal Mo- 
tors, Hutchison. 

Louisiana, Allied Motors, Baton 
Rouge; British Motors of New Or- 
leans, New Orleans; Missouri, Art’s 
Sports & Utility Motors, Kansas 
City; Missouri Sales & Service, St. 
Louis; Montana, Economy Motors, 
Kalispell; Olney Motors, Missoula; 
Helmo Tire Service, Butte; Neb- 
raska, Loyal’s, Inc., Omaha. 

Nevada, Import Motors, Inc., Las 
Vegas; New Mexico, S-P Motors, 
Inc., Albuquerque; Oklahoma, 
Thoroughbred Car Co., Oklahoma 
City; Oregon, Autohaus, Salem; 
Douglas Rambo, Portland. 

Texas, Amarillo Imported Car Co., 






Over 275,000 Spicer Fully Synchro- 
nized Transmissions have been built 
since 1934 for every kind of heavy- 
duty civilian and military use! 


DANA CORPORATION «¢ Toledo 1, Ohio 
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of course, but also that you are 
interested in buying the car of your 
choice, with exactly the equipment 
you want, from a dealer in whom 


’ singe 
fom How They're Pushing Sales .. . 
truck 
Plym. 
a Dealer Ad Ideas 
~ More Than Price Alone 

ae put the cart before the 

horse,” warned E, J. Arnstine 

? (DeSoto-Plymouth), Syracuse, 
atcher as it pointed to the pitfalls of price 






advertising. 

Said copy: “When you read some 
of the fantastic auto ads that ap- 
pear in the newspapers, you might 
think the only important things 
in the purchase of a car are price 
and terms. 

“We, at Arnstine’s, believe you 
are interested in price and terms, 







New Home for Hawkins Motors— 


Wendell Hawkins Motors, Inc., has moved into this modern sales and service 
center at 3103 Kirby in Houston. The firm has dropped its Plymouth franchise to 
become the city’s first exclusive dealer for Chrysler and Imperial. Wendell Hawkins 
is president of the company. Mrs. Cuba Greer is secretary-treasurer. 







—it’s an easy haul now, 





Ru Bunyan, fabled in song and story for superhuman 

feats in the woods, would be amazed at the tremendous 

hauling jobs of today's trucks equipped with Spicer Fully- 
- Synchronized Transmissions. 


Hundreds of thousands of these heavy-duty Spicer 
Transmissions have been sold for original equipment and 
replacement service in logging, quarrying, oil fields, buses, 
earth-moving, and other essential industries which impose 
extreme punishment upon equipment. Motor transport, 
one of America's great industries, relies upon Spicer Fully- 
Synchronized Transmissions for economical, dependable 
service hauls—across a city or across the continent. 


Spicer Transmissions have been produced since 1907. 
A Thomas Flyer using a Spicer Transmission established 
the first round-the-world automobile endurance record in 
1908, spanning the United States, Asia and Europe on 
roads and paths that had never before seen a motor car. 





Ask Dana engineers to demonstrate the many 
advantages of the Spicer Fully Synchronized Trans- 
| mission to your heavy-duty needs in any field. 


you have confidence, and who will 
give you the kind of service that 
will bring you enjoyable motoring 
and lasting satisfaction. 

“We believe that when it comes 
to price, we are not only competi- 
tive, but, in most instances, we will 
save you money. Our costs are as 
low as those of any dealer in Syra- 
cuse. We are big dealers, selling 


























SPICER PRODUCTS: Transmissions © Universal Joints e Propeller Shafts « 

Torque Converters e Axles ¢ Powr-Lok Differentials e Gear Boxes @ Power 

Take-Offs « Power Take-Off Joints ¢ Rail Car Drives ¢ Railway Generator 

Drives ¢ Stampings ¢ Spicer and Auburn Clutches e Parish Frames @ Spicer 
Frames e Forgings 
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two popular cars, with —— 
volume to cmeme with anyone. 


He Wasn’t Fooling 


[eas HIRSCH, Cleveland, 
picked a plum of $1,000 in an 
“April Fool’s”’ promotion idea 
staged by Southwest Ford Sales Co. 
Charles H, Kane, general man- 
ager, glued 50 pocketbooks to the 
inside of the showroom, each con- 
taining from $300 to $1,000, Each 
new-car buyer could either pay 
list price without discounts and 
take his choice of pocketbook or 
he could “haggle.” 

Kane said most of his customers 
preferred to dicker over tradeins 
for “sure” deals. However, Hirsch, 
who paid $3,000 for his car, took the 
gamble and drew a $1,000 check. 
“The deal cost $700 but it was 
worth it,” Kane commented. 


‘Monkey Business? 
HERE was some real monkey 
business going on at Town’s 
Edge Oldsmobile in the Minnea- 
polis suburb of Hopkins. 

Caged in the middle of the 
showroom was “Chips,” a grinning 
chimpanzee, with a sign on the 
outside of the cage which read, 
“Living proof that we will accept 
anything for srade.” | 

= 


Special Brings 106 Jobs 
JPARRI“ON-GULLEY Chevrolet, 

Inc., Augusta, Ga., reported that 
it has received excellent results 
from a newspaper advertisement 
offering a 10-day “front end” pack- 
age for $8.50 that cost $14.10 at 
regular rates. 

“Bad front ends can be danger- 
ous and costly,” the ad copy read. 
“You can’t buy a life, and new 
tires cost a lot more than $8.50. 
Safety first, thrift second—all in 
one low-cost 
Included was front end alignment; 

steering adjustment; front wheel 
balancing; front wheel bearing 
pack, inspection and adjustment of 
tie rod ends and drag links. The 
dealership said more than 100 jobs 
were brought in during the 10-day 
period and some resulted in used- 
car sales. co ee 


Subpenc for Customers 

AN UNUSUAL promotion piece— 
an official-looking summons—is 

being used successfully by John 

Kilborn, operator of Nash dealer- 

ships in Decatur and Springfield, 

tl 


They bear the name of Walter 
Motor Co., Springfield, or Midwest 
Nash Corp., Decatur, and are dis- 
tributed in the same manner as are 
would-you-takes. 

The summons notes that the 
case will be heard before Judge 
R. Appraiser, and says the recipi- 
ent must —— cause why you 
should not en 


to own a new Nash, Rambler or 
used car.” 
It adds that these cars have been 


families from their present cars. 
The document concludes: “NOTE: 
If you are unable to appear, call us 
and we'll come after you!” 
* * = 
Silver $ Appraisal 
pa. Pontiac, Minneapolis, is 
giving away a silver dollar to 
ny person letting the firm give 
appraisal on his car and tell him 
about the Pentel “deal” on a new 
Pontiac. 


Calpran Mentgameey Ward 
Stage Wagon-Boat Display 
A STATION wagon-small boat ex- 
hibit at Tag Galyean, Ine. 
leston, W. 


equipmen: 

Montgomery Ward sent more 
than 5,000 direct-mail pieces to 
hunting and fishing clubs, placed 
large posters in factories and stores 
and ran full-page ads in news- 
papers. Galyean used radio spot an- 
nouncements, newspaper ads and 
window displays. 

The promotion was so successful 
that Galyean and age 
Ward staged a similar display at 
Getpeneia Seeieh Se Seige oe 







Won by a PLYMOUTH BELVEDERE V-8 
driven by Mary Davis. 52.6211 ton-miles 











Victory is further proof 
that POWER TIP design gives 
better initiation of combustion 
for top performance and 
economy at all speeds 


The 1957 Mobilgas Economy Run gives dramatic evidence 
of Power Tip’s ability to give top performance and top 
economy in all kinds of driving. For 1568 miles, in the 
mountains, on the highway, and in city traffic, Power Tip 
sparked every winner to victory. Here’s how Auto-Lite 
Power Tip operates to give this outstanding performance. 


In today’s overhead-valve engines, you can’t win the battle 
of combustion from the “‘sidelines.”” The projecting ceramic 
tip—the Power Tip—extends the spark gap inward toward 
the center of the combustion chamber. Ignition takes place 
closer to the heart of the fuel mixture, and fuel burns more 
evenly and completely with these results . . . 


LOW 
PRICE CLASS 


and 21.3907 miles per gallon. 


LOW MEDIUM 
PRICE CLASS 
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Won by a DODGE CORONET 500 V-8, 
driven by William J. Losher. 55.8920 
ton-miles and 22.0047 miles per gallon. 


POWER TIP 
as Chrysle 
‘57 Mobilgasl 


At low speeds, the projecting Power Tip gets hot fast, 
operates hotter to burn away fouling deposits which impair 
engine performance in city driving. At high speeds, the 
Power Tip is actually cooled by the richer air-fuel mixture to 
check power-wasting pre-ignition caused by overheated 
spark plugs. Power Tip “‘fires up”’ at all speeds! 


Power Tip is available for all overhead-valve V-8’s and for 
most overhead-valve 6-cylinder engines in all of America’s 


18 makes of passenger cars. 


THE ELECTRIC AUTO-LITE COMPANY + TOLEDO 1, OHIO 


RUGGED TEST SUPERVISED BY IMPARTIAL ORGANIZATION 


The Mobilgas Economy Run, spon- 
sored annually by Socony-Mobil, is 
rigidly supervised by observers pro- 
vided by the Sports Commission of the 
United States Auto Club. Observers in 
every car make sure that cars operate 
at legal speeds, are never coasted, and 
observe all traffic laws. 





UPPER MEDIUM 
PRICE CLASS 
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Won by a CHRYSLER SARATOGA V-5 
driven by George Alsbury. 56.7267 to 
miles and 20.7032 miles per gallon. 
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built cars sweep 
3Economy Run 
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HIGH PRICE CLASS AND 
SWEEPSTAKES WINNER 


Won by an IMPERIAL CROWN driven by 
Mel Alsbury, Jr. 64.5153 ton-miles with 
20.9465 miles per gallon. 
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On the Financial Front 








Truck Goes to School— 


Since many of its students will be using 
trucks in their future activities, Mesa High 
School, Mesa, Ariz., is conducting a course 
in truck driving through its Future Farmers 
of America Dept. The truck used in the 
training program has been furnished by 
Smiley-Berge Motors (Ford), Mesa. C. 


M. Berge, right, vice-president, presents 
the truck's keys to Randall Hatch, FFAD 


C.LT. Financial Corp. has re- 
ported net earnings of $9,102,284 for 
the quarter ended March 31, com- 
pared with $8,978,897 for the first 
quarter of 1956. 

Deferred income and unearned 
premiums, which are a backlog of 
future gross earnings, increased to 
$188,291,026 at March 31, compared 
with $181,812,513 at the end of the 
first quarter of 1956. At Dec. 31, 1956, 
they aggregated $190,534,646. 

* 


Midland Steel Reports 


24 Pct. Rise in Sales 


Midland Steel Products Co. re- 
ports net income for the first 
quarter of $1,235,050, or $2.17 per 
share. This compares with a net in- 
come of $921,486, or $1.50 per share, 
for the same period in 1956. 

Midland’s total sales for the first 
three months were $23,797,156, com- 
pared to $19,177,832 for the compa- 
rable period last year, an increase 


of about 24 percent. President Wade | 


N. Harris attributed the increase 
in earnings to the rise in sales and 


instructor. 


to the improvement in profits of the 






“10 to 15% of our business comes 
from our Yellow Pages advertising !” 


says LEO GOLCAR 
CARSON AUTO SALES, Highland Park, Mich. 


“15 to 20 calls a day result from our 
ads in the Yellow Pages . . . so we know 
this advertising really pays off! Our ad- 
vertising in the Yellow Pages of the tele- 
phone directory reaches a lot of the 
new people moving into the community 
as well as many out-of-state prospects.” 

Getting the customer to come in is 
the biggest job in selling and servicing 
cars ...and auto dealers across the 


country use the Yellow Pages to do just 
that. Put full information about your 
business in the Yellow Pages... and 
watch the customers come in! Call your 
telephone business office for details. 


—~USED CARS= 


(9 BUMPING AND PARTIC 

1 WHEEL AUIGAAMENT AMD BALANCING 
© 24-HOUR TOWING 

© CAST PAYMENT Pat 


[TO 8-2424 | 


MITES CALL T¥ier 86-9900 
19900 MAMATOM, HP. 





Carson Auto Sales runs this '4- 
page display ad with the Buick 
trademark under Automobile 
Dealers-New, as well as six list- 
ings under appropriate headings. 





10 to 15% of Carson’s business results 
from their Yellow Pages advertising. 





new power brake plant in Owosso, 
Mich. “All indications are,” he 
pointed out, “that the second quar- 
ter will continue at about the same 
| level as the first quarter.” 

* 


Record Sales, Profit 


Reported by Clevite 


Clevite Corp. reports record net 
sales and net profit in the first 
| quarter of 1957. 

Net sales and revenues were $20,- 
| 234,000, as compared with $18,592,000 
a year ago. Net profit was $1,656,000, 
| equal to $.88 a share, as compared 
| with $738,000, or $.37 a share, in 
the same period in 1956. 

= + + 


Motor Wheel Reports Dip 


In Ist-Quarter Operations 


Net earnings of Motor Wheel 
Corp., Lansing, for the quarter 
ended March 31 amounted to 
$530,376, compared with $757,330 
for the like period last year, M. 
F. Cotes, president, told share- 
holders at the annual meeting. 

First quarter sales totalled $19,- 
443,186, compared with $21,161,853 
in the 1956 period. Cotes predicted 
that sales and earnings will be 
more uniform in the four 1957 
quarters than in 1956, “Present | 
indications,” he said, “give prom- | 
ise of a greater pattern of con- 
sistency between quarters.” 

. * = 





Stewart-Warner Earnings 


Highest in 28 Years 


Net income of $1,861,212, up 8 
percent from a year ago, was re-| 
ported by Stewart-Warner Corp. for} 
the quarter ended March 31. The 
company said first-quarter earnings| 
were the highest in 28 years. Sales| 
in the first quarter this year were) 
$31,236,223, up 7 percent from a| 
year ago and the highest first-| 
quarter sales in the history of the 
corporation, with the exception of 
two war years. 

> 


Seiberling Net 
Tops °56 Quarter 


Seiberling Rubber Co. has re- 
ported sales of $10,501,219 for the 
first three months of 1957, down 2 
percent from the corresponding 
period a year ago. Last year’s $10,- 
716,356 was the highest peacetime 
first quarter in Seiberling history. 

Net earnings were $182,542, an 
increase of 3.6 percent over the 
$176,168 earned in the first three | 
months of 1956. 

“Practically all the sales decline | 
is accounted for in truck tire sales,” | 
President J. P. Seiberling told 
shareholders. He said prospects are 
very good for the balance of the 
year, and added that “this may | 
well be the best year of sales and 
earnings in the peacetime history | 
of the company.” 

- 





Sales Up 5%, Profit Off | 
For Pittsburgh Class 


Pittsburgh Plate Glass Co. has | 
reported sales for the first quar- 
ter totalling $150,900,654. This rep- 
resents an increase of 5 percent 
above sales of $143,662,629 re- 
ported for the first quarter of | 
1956, according to David G. Hill, 
president, | 

Net earnings for the quarter 


year ending March 31 declined to | § 


$13,226,292, as compared with $15,- | 
704,776 for the same period of | 
1956. | 


Corning Glass 


Corning Glass Works, Corning, 
N. Y., first quarter report, 1957 vs. 
1956: Profit, $3,872,798 and $5,084,- 
540; sales, $35,655,461 and $41,158,464. 


* - * 


Air Reduction 


Air Reduction Co., New York, 
first quarter report, 1957 vs. 1956: 
Profit, $4,333,945 and $3,842,887; 
sales, 906,248,007 and $39,835,315. 


Inland Steel Reports 


Record First Quarter 


Inland Steel Co. has reported a 
first quarter net income of $14,613,- 
704, compared with $14,015,549 in 
the first quarter of 1956, its pre- 
vious best first period. 

Sales $202,688,625, compared with 
$189,765,446 in the first quarter last 





year and with a previous record of 
$201,237,538 set in the 1956 second 
quarter. 

* * * 


Twin Coach Nets $216,000 


Despite Sales Decline 
A profit of $216,540 for its first 
quarter operations is announced by 
Twin Coach Co. In the same 1956 
period, the company lost $71,509. 
First-quarter sales this year to- 
talled $5,817,900, as against $6,754,- 
871 in 1956. 
* oa : 
Hastings 
Net earnings of Hastings Mfg. 
Co. were $96,035, after income tax 
provisions in the three months 
ended March 31, compared with 
$16,334 in the 1956 period. The earn- 
ings were equal to 9.1 cents a 
share as against 1.5 cents a share 
a@ year ago. 


* * 

Gabriel 
Gabriel Co., Cleveland, first quar- 
ter report, 1957 vs. 1956: Profit, 


$182,922 and $74,901; sales, $5,784,916 
and $4,173,198. 
* > = 
National Malleable 


National Malleable and Steel 
Castings Co., reports that sales in 


with the new 
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HOPKINS 


Prices Valid Only in Continental 


Now you can even service »' 
4-headlight syste 
, oot 


Products Always in Step with Latest Automotive Advancements 


eT eee 
the first quarter were $16.91 
compared with $17,361,102 in the firg 
quarter of 1956. Earnings wer, 
$742,762, or $1.32 a share, compare, 
with $952,306 or $1.70 a share jp 
the 1956 first quarter. 

o + a 


Westinghouse 


Sales billed by the Westinghouge 
Electric Corp. in the first quarter 
of 1957 were $475,686,000, and net 
income was $14,198,000, equal to 
cents a common share. New order; 
booked in the first quarter were 
the largest in any first quarter, 

a + * 


Revere Copper 


Net income of Revere Copper and 
Brass, Inc., for the three months 
ending March 31, 1957, totalled $2. 
372,590. This is equal to 90 cents 
per share, which compares with a 
net income of $3,052,265 for the 
same period of 1956. 

* * 


* 


Ranco 


A. M. Hoover, president, reports 
Ranco, Inc. net profit for the 
March quarter was $783,409, or 7% 
cents a share, compared with $504- 
298, or 50 cents a share, in the pre- 
ceding quarter and $739,867, or 7 
cents a share, in the like period last 
year. 
















A recent survey showed that 7 out of 10 drivers are 
prospects for new sealed beams or headlamp adjust- 
ment. Use the complete HOPPY Lev-L-Lite team 
to increase sealed beam sales at least 100%... 
a new approach to selling more batteries, 
voltage controls, rewiring jobs and service. 


your JOBBER to show you the 
OPPY Lev-L-Lite Team TODAY! 


ADAPTER: The ONLY METHOD 
available today to align the new 
1957 4headlamp systems. Simply 
slip the ADAPTER on the Lev-L-Lite 
aimer and you’re ready to go. 
Makes your aimer an all-purpose 
tool used on ALL TYPE sealed beams 
on cars, trucks and buses. 


4.95 a pair 


AIMER: Never before has there 
been an aimer so simple to use yet 
so accurate... even allows for the 
slightest slope of the floor to assure 
perfect alignment. Makes an 11- 
second on the spot check. Lets you 
sell alignment service to customers 
who never suspected the need. 


29.95 a pair 


METER: Check a customer’s head- 
lamps in seconds. Easy-to-read indi- 
cator shows if lights are BAD, FAIR, 
GOOD or EXCELLENT. A new ap- 
proach to selling sealed beams, bat- 
teries, voltage controls or wiring jobs 


and service. 
24.95 each 


Call Your Jobber Today 


MANUFACTURING CORP. 


U.S.A. EMPORIA, KANSAS 
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2. Broader Tonal Runge 

3. Longer Service life 
4. Greater Fidelity with— 

5. Less Battery Drain 


The new transistor-powered Delco Auto Radio has more performance and 
sales advantages than any other make! Its transistor is so efficient it not only 
outlasts and outperforms the parts it replaces but also outperforms transistors 
in other auto radios as well. 


Delco Radio’s new transistor-powered auto radio is a rugged, reliable unit 
that retains its fidelity regardless of road and climatic conditions. It operates 
on much less battery current than conventional tube-type sets and requires 
neither vibrator nor rectifier. 


Electrical strains on all the radio’s parts are reduced, which lengthens their 
life and adds to their efficiency. And distracting background noises originating 
in the mechanical vibrator are eliminated. 


Delco Radio’s new transistor-powered auto radio has proved its worth by © 
: delivering long-lived, trouble-free performance in hundreds of thousands of 
No other auto radio makes such extensive use of these advanced Chevrolets and Pontiacs. It’s another Delco Radio development sure to 
techniques that increase quality and dependability. bring more pleasure to your customers, sure to bring more profit to you. 


A General Motors Value by DELCO RADIO 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 





PRINTED CIRCUITS INCREASE QUALITY AND DEPENDABILITY 
OF DELCO RADIOS 
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line of red 
Silicone rubber “O” rings, designated 
Style 9599, has been announced by Gar- 
lock Packing Co., 406 Main St., Palmyra, 
N. Y. The rings are manufactured from 
70 durometer hardness stock exhibiting 
low shrinkage and compression set. The 
rings, available in standard AN sizes, are 
recommended for dry heat service ‘on 
which synthetic rubber compounds and 
natural rubber do not maintain their 
rubber characteristics. The silicone rings 
fesist oxidation, withstanding indefinitely 
continuous exposure to hot air and tem- 
peratures up to 300 degrees Fahrenheit, 
and in most applications will withstand 
for long periods of time, exposure to dry 
heat at temperatures from 300 to 500 


degrees Fohrenheit, it is claimed. 
. se 


SILICONE RINGS — A 





TIRE MOUNTING CLIP—Ken-Tool's Tire 
Mounting Clip has been designed for 
use with Firestone Supreme tires and 
Goodyear lifeguard and Captive Air 
shields. The clip is said to solve tire 
mounting problems caused by new rim 
well width and depth on 14 and 15- 
inch rims. The clip fits over tire and 
shield beads, and holds the shield or 
diaphragm in place during mounting, or 


for repositioning should it slip after 
mounting, it is claimed. Ken-Tool Mfg. 
Co., 768 E. North St., Akron 5, O. 

* 





CREEPER — Latest addition to the line 
of Jeepers Creepers is the Jeeper Special, 
a@ model designed to round out the line 
- of seven different creepers offered by Lisle 
Corp., Clarinda, la. The Jeeper Special 
incorporates sturdy oak-frame and bolted 
‘construction along with three-inch Ralco 
rollers, and weighs 11 pounds. Other 
features include a three-in-thick, plastic- 
covered headrest that cannot be harmed 
by grease, gasoline, alcohol or acid; and 
a body dip-finished with clear, grease- 
resistant varnish, it is claimed. It is three 


feet long. at 





EXHAUST EXTENSION — An exhaust 
extension said to prevent damage to the 
tail pipe to which it is attached as well 
as to itself has been announced by 
Wilson Co., 959 Commonwealth Ave., 
Boston 15, Mass. Known as the Wilco 
Spring-Back Exhaust Extension, it incor- 
porates a builtin coil spring in one of its 
two telescopic sections. Whenever the 
exhaust extension is struck, the coil spring 
absorbs the shock by permitting one 
section to telescope into the other section 
—ond then snap back into its original po- 
sition instantly. One model fits all cars. 
it is installed by tightening three set 


screws. 
* * . 


Continental-Diamond Offers 


Line of Cementable Tapes 


A new line of cementable, glass- 
supported and unsupported Teflon 


tapes has been announced by Con- 
tinental-Diamond Fibre Corp. 
Newark, Del. 

The maker says the new tape, 
which is said to be corrosion- 
resistant and to have excellent elec- 
trical properties, can be cemented 
to virtually any type of surface, 

a 





CLEANING MACHINE — Kwik-Kleaner, 
a small parts cleaning machine which 
pumps solvent through a brush handled 
by the operator, is now being produced 
by the Nielsen Saw & Mfg. Co., Route 4, 
Box 95, Roseburg, Ore. Compact 20 by 20- 
inch unit has builtin pump, sook tank, 
lift-out basket and fountain brush. Tonk 
holds parts as large as 12 by 20 inches. 
With basket, tank can be used for small 
ports, or as a carburetor cleaner using 
@ special fluid. Rugged nylon brush loosens 
foreign matter that pressurized cleaner 
washes away. Cleaning fluid is filtered and 
recycled again ond agein. 





AIR HAMMER — A lightweight hammer 
with a metering trigger has been an- 
nounced by Superior Pneumatic & Mfg. 
Inc., 4758 Warner Rd., Cleveland 25, O. 
The Bantam Bully Air Hammer measures 
only 6 inches long, weighs just 20 ounces, 
and uses 65 «. f. m. at 90 PS. LA 
metering trigger lets the operator control 
blows per minute all.the way from 0 to 
13,000, it is claimed. Twenty-four different 
tools for scaling, chiseling, peening, 
metal cutting, stor drilling, etc., are avail- 


able for use with the unit. 
i i 





HEADLIGHT AIMER — The Hoppy Lev- 
L-Lite Adapter, used with the Hoppy Lev- 
L-Lite Aimer, is said to be the only 
method of aiming four-headlight systems 
on 1957 model cars. This adapter enables 
the Hoppy Lev-\-Lite Aimer to fit any two 
or four-headlight system on cars, trucks 
or buses, it is claimed. Hopkins Mfg. 


Corp., Emporia, Kans. 
* * * 





MIRROR—A rear view mirror designed 
to harmonize with the long, low look 
of 1957 cars has been marketed by Roberk 
Co., Norwalk, Conn, Known as No. 255, 
the mirror can be installed on fender, 
cow! or door with two self-tapping screws, 
which are concealed after installation is 
completed. The mirror head, which is re- 
placeable, can be set af any degree of 
tension for hand adjustment, and addi- 
tional tightening locks it permanently in 
place, it is claimed. All parts are chrome 
plated. 








CUSTOM STRIPING—Kits for applying 
custom striping on cars has been marketed 
by Newhouse Automotive Industries, 5805 
E. Beverly Bivd., los Angeles 22, Calif. 
The striping is available in gold, white 
and red. There are three sets available 
from small, to dress up headlights, dash- 
board and other beauty touches, to the 


large size which will do the whole car. 
. = «= 
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VALVE COVERS — Made of polished 
aluminum and finned for rapid cooling, 
Val-Vee personalized valve covers are 
designed for the Chevrolet V-8 (1955-57). 
The cover features a side breather which 
allows excess oil to drain to the bottom 
of the engine without discoloring the 


cover, it is claimed. Boffle plotes, spaced 
along the top of the cover, silence tappet 
noise, collect the oil spray and relubricate 
Val-Vee Engineering, P. 
Los Angeles 61, Calif. 

* * 


the rocker arms. 
©. Box 61121, 
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SOLDERING PENCIi—Hexacon Electric | 
Co., 517 W. Clay Ave., Roselle Park, N. J., | 
announces a soldering pencil equiaged | 
with a long-life Y%-inch tip, rated at 50 
watts, weighing 2 ounces. A new stainless 
steel alloy for element housing plus a 
unique design in ventilation, insures a 
cool, comfortable handle and maximum 
soldering efficiency, it is claimed. Oper- 
ates on AC or DC, any cycle. Available 


110 or 220 volts. 
+ * 





pumps have been added to the line of 
products offered by Cloyes Gear & 
Products, Inc., 17215 Rosedale Rd., Cleve- 
land 12, O. The line of Power-Flow pumps 
includes models for every make of car, 
and use the same type of seal used by 
original equipment manufacturers, it is 
claimed. The pumps are said to be 
vacuum-tested before shipment. 
s 


Raybestos Introduces 
Chrysler Brake Tools 


Two tools designed to service 
center-plane brakes on Chrysler 
Corp. cars are included in a new 
lined brake shoe assortment intro- 


WATER PUMP Automotive wate 





S| NEW PRODUCTS 


duced by Raybestos division of 
Raybestos-Manhattan, Inc. 

The first is an “L” shaped tool 
used to remove and install brake 
shoe return springs, The second is 
a 7/16-inch box wrench with a deep 
throat offset. The offset was de- 
signed into this wrench so that the 
mechanic could easily adjust brake 
shoes to proper tolerances, Raybes- 
tos said. 


* * * 


TOOL CABINET—Made of heavy gauge 
steel, the “400” Tool Truck features rubber 
tired wheels, a full-length rear handle, 
and eight drawers. The drawers slide 
open on rolling runners that will not sag, 
bind or pull out, it is claimed. A spring 
depressor permits complete removal of 
drawer and the top compartment has a 
partitioned lift ovt tray. The overall cabi- 
net size is 12 by 22 by 40 inches. Model 
Box & Tool Co., Yorkville, iM. 


~ oo ‘ 
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BURNISHING KiT—Designed especially | 
cr use on Timken Axles, this complete | 
kit for sizing and burnishing rear axle 
compensating pinion gear bushings in- 
cludes all necessary service tools to 
complete the job. It also can be used to 
burnish other split bushings which are 
within its size range, it is claimed. Kit 
includes handle, adapters, and burnishing 
bails ranging in sizes for all Timken 
Axles. Jergens Tool 
E. 163 St., 


Specialty Co., 712 
Cleveland 10, O. 
. 2 ®@ 





WRENCH DISPLAY—A compact, colorful | 
display carton to stimulate extra impulse 
sales of Lever Jaw Wrenches is now of- 
fered to the trade by Metal Engineering 
Co., 134 N. LaSalle St., Chicago 2, Iil. 
Measuring only 11x6x3 inches, the carton's 
die-cut top forms an eye-catching “‘bill- 
board” display that illustrates the lever 
jaw construction of the wrench and spot- 
lights its leverage that twists, bends, pulls, 
clamps, turns, grips and cuts. lilustrations 
on three sides of the carton show the 
tool's many convenient uses. The mer- 
chandiser holds six individually packaged 
wrenches, in either standard or patented 
E-Z Action Release Handle numbers. 






HOODED MIRROR — A hooded mirror 
is the latest addition to the MoPar line 
of accessories. Designed for easy mounting 
on either front fender of an automobile, 
this mirror compliments the lines of ali 
1957 Chrysler Corp. automobiles. The four. 
inch diameter ground glass mirror is top. 
ped by a chrome-plated hood which pro. 
tects the mirror ‘surface from snow, ice 
and rain, and also reduces direct sun 
glore. The mirror is focused by pressing 
against the outer edge and tilting to the 
required position. Installation is simple, 
permanent, and theft-proof, and requires 
only a few minutes to perform, it is 
claimed. For additional information, spec- 
ify Part No. 1830 501 and write: Sales 
Dept., 
Box 1718, Detroit 31, 

* * 


Chrysler Corp.—Parts Division, P. 0. 
Michigan. 
* 





ALUMINUM CONDENSER—Production of 
what is said to be the first all-cluminum, 
metolurgically bonded condenser for 
automotive air conditioners has been in- 
augurated at Modine Mfg. Co., Racine, 
Wis. Weight of the condenser has been 
held to less than seven pounds through 
use of aluminum tubing and fins. To con- 
serve space in front of the automotive 
radiator where the condenser normally 
is installed, the overall depth of the coil 
has been held to approximately one 
inch. The “serpentine™ design of the 


| condenser provides for minimum resistance 


to airflow, combined with high condens- 
ing capacity, it is claimed. 
* * 








RUBBER LUBRICANT — A product that 
lubricates all rubber and felt weather 
stripping on auto windows to slop 


squecking, binding and freezing has 
been introduced by Garry Laboratories, 
Inc., Buffalo 10, N. Y. In addition, be- 


cause of its rubber preserving qualities, 
the product, called Garry's Hush, can be 
applied to all rubber mouldings on avio 
trunks, doors and elsewhere. It prevents 
not only squeaking but cracking and 
freezing as well, it is claimed. Its low 
freezing point and high melting point is 
said to make it suitable for use in all 
climates and seasons. 
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Take a close look at the use of Stainless Steel 
trim in the new Nash line, then make sure your 
customers take a good look at it, too. This trim 
can help you sell your new cars! 

Emphasize the way Stainless Steel trim is 
superior to trim made of other materials, not 
only in gleaming beauty, but in day-after-day 
performance as well. Stainless trim with- 
stands pitting and corrosion, even from harsh 
road salts, and it can’t peel, either. It is so dur- 
able that it lasts for years and years. And it’s 





(One of a series) 
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Stainless Steel trim in your new cars will help you sell! 


easy to clean, too. Detergents can’t bleach or 
discolor Stainless Steel. 

Don’t forget that your customers have al- 
ready accepted Stainiess Steel for use in 
hundreds of daily applications. This accept- 
ance can go to work for you. Use these vital 
sales points. 


USS 
Stainless Steel 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

“New and more accurte fact-find- 
ing, coupled with real creative ex- 
perimentation toward productive 
goals, will drive the horizons of the 
outdoor advertising medium way, 
way out beyond the limits of today’s 
vision,” John H. Tinker, executive 
vice-president in charge of creative 
work for McCann-Erickson told the 
25th annual outdoor advertising art 
awards luncheon in Chicago. 

Tinker asserted outdoor adver- 
tising reflects the tastes and 
habits of the American people, 
and “the 24-sheet poster is a 
warm and friendly part of our 
national portrait.” The subject of 
Tinker’s address was “Five Notes 
From the Sub-Conscious.” 

The audience of 300 advertising 
men and women saw the presenta- 
tion of three grand award medals 
and special awards in 17 poster and 


painted display classifications, pre- 
sented by John Willmarth, chair- 
man of the exhibit committee of 
the Art Directors Club of Chicago, 
which sponsors the annual compe- 
tition. This year’s first, second and 
third grand awards were won, re- 
spectively, by Ford Motor Co. 
Procter & Gamble, and Theo. Hamm 
Brewing Co, 

“The outdoor medium has few 
limitations when creatively used,” 
Tinker said, “It is a powerful med- 
ium for selling, as young and con- 
temporary as any.” 

“I believe the outdoor industry 
should resist any inclination to 
answer with apologies the sugges- 
tion that the billboard is an ugly 
intruder in the American land- 
scape,” he said. “For the fact is 
that the 24-sheet poster is a warm 
and friendly part of our national 
portrait. 

“And what’s more, I am con- 


i Oe 


on 


vinced that the average American, 
given the opportunity, would say as 
much in no uncertain terms. 

“He likes the big spectaculars 
that give our cities their person- 
ality. He wants to be amused — 
and informed — as he drives along 
the streets and highways his tastes 
and habits and money have built.” 

? + * 


New Gar Wood Publication 


Publication of a new magazine, 
designed exclusively for truck deal- 
ers, has been announced by Gar 
Wood Industries, Inc., Wayne, Mich. 

Known as the “Gar Wood—St. 
Paul Truck Dealer News,” the new 
publication will feature interesting 


illustrated articles about leading| | 
truck dealers, general news of the| © 


truck equipment industry and mar- 
ket information. 

Free subscriptions to the maga- 
zine are available to all truck deal- 
ers in the United States. Write to: 
Gar Wood Industries, Inc., Cus- 
tomer Service Department, Wayne, 
Mich. 


+ * > 


Bowen and Schmidt Promoted 
Appointment of Stephen G. Bowen 


directors has been announced by 
Charles T. Kline, president of 
Metropolitan Sunday Newspapers, 
Ine. 


Bowen, formerly director of sales 
development, will become advertis- 
ing director of the Metro Sunday 
Magazine Network. Schmidt will 
become advertising director of the 
Metro Sunday Comics Network. He 
was formerly sales manager of 
Metro’s Chicago office. 


* + * 


MJ&A Appoints Stuart 

Ernest A. Jones, president of 
MacManus, John & Adams, Inc., has 
announced the appointment of J. 
Keith Stuart as 
director of the 
sales aid section 
of the agency—a 
department 
recently formed to 
handle the devel- 
opment, pro- 
duction and pur- 
chasing of all 
promotion and 
dealer display ma- 
terial for Pontiac 
and other agency 
clients. For the past five years 
Stuart has been show manager for 





J. K, Stuart 


and Carl F. Schmidt as advertising| Pontiac. Prior to that he was pro- 


SPEEDY SERVice and accurate records are two important benefits of this National System. 
Register provides departmental control over all sales. 


PauL PReeD, owner of Paul 
Freed, Inc. service station 
and Ford Dealer. 





THIS MODERN SERVICE STATION Offers fine Ford products and relies on its National System for efficient cash 


and charge control. 


“Our Lalional System 
saves us‘2,000 a year... 


pays for itself every 10 months 


|” 
e — Paul Freed, Inc. 


Waynesboro, Va. 


; | York to provide the American 
' 


ere ceraeetes om Batenel 
, our wor n 
more than cut in half,” writes Paul 
Freed, owner of Paul Freed, Inc. 
“Balancing cash and general book- 
keeping time has been reduced by at 
least 25 hours weekly and overtime 
completely eliminated. As a result, 
our National System saves us $50 a 
week in bookkeeping costs! 

“We sell everything from traction 
tape to tires, so we need a constant, 
accurate check on our sales classifica- 
tions and—just as important—we 
need control over charge sales. Our 


National Cash Register provides 
both. At the end of the day, in only 
a few minutes, we have a complete 
picture of the day’s transactions. 

“We have found, too, that our cus- 
tomers appreciate the ———e of our 
National. The register-printed figures 
assure accuracy and increased cus- 
tomer good will. Our National System 
saves us $2,500 a year—an invest- 
ment that pays for itself every ten 
months!” 


—Paul Freed 
Owner, Paul Freed, Inc. 


THE NATIONAL CASH REGISTER COMPANY, dayton 9, onic 


989 OFFICES IN 94 COUNTRIES 


A modern National System can provide 
these same important advantages for your 
business operation, too. Nationals provide 
the control that protects your profits and the 
extra sales information that helps you in- 
crease them. For a full demonstration, call 


~~ nearby National representative. He’s 
isted in the yellow pages of your phone book, 








motion manager of accessory sales 
for Pontiac. He served as a captain 
and a pilot in the Air Force during 
World War II. 

* 


* * 


B of A Releases New Film 

A 26-minute color motion picture, 
“People, Profits and You” has been 
produced for the Bureau of Adver. 
tising of the American Newspaper 
Publishers Assn. by Transfilm, 

Marketing approaches that haye 
proved to be effective in today’s ex. 
panded economy are covered in the 
film. Among them is an automobile 
manufacturer and the marketing 
strategy it uses to sustain and build 
the popularity and prestige of its 
product. Numerous case histories of 
successful advertising and selling 
techniques also are demonstrated in 
the film. 

The film is being shown to adver. 
tising executives through the by. 
reau’s regional offices in New York, 
Chicago, Detroit, Los Angeles and 
San Francisco. 

= * = 
Alcoa Campaign Begins 

“Accent to Elegance,” a theme 
emphasizing fashion as a major 
sales feature, keynotes the largest 
automotive advertising campaign 
ever sponsored by Aluminum Co. of 
America. 

Part of a corporate effort to 
stress the “gleam and go” char- 
acteristics of the light metal, the. 
“elegance” story points out that 
aluminum is in many ways a 
fashionable as well as functional 
metal as it stylishly trims con- 
temporary autos. 

It will mark the first time Alcoa 
has sponsored a four-color trade 
advertising promotion in the auto- 
motive field. In addition to trade 
space, the firm has planned ads in 
Vogue and the New Yorker, direct- 
ing the message to style-conscious 
and trend-setting readers. 

> = + 


| British News Bureau in N. Y. 


The British Automobile Manu- 
facturers Assn. has announced 
the establishment of a British 
Automobile News Bureau in New 





public with information as to ac- 
tivities of the industry in the 
United States, as well as in the 
United Kingdom. 
The news bureau has offices at 
| 551 Fifth Ave., New York. 


> > > 


| Lempco Picks Liggett 
Carr Liggett Advertising, Inc. 
| Cleveland, has been named adver- 
tising agency for Lempco Products, 
| Inc. and Lempco Automotive, Inc. 
| Bedford, O. 
| Present plans call for the agency 
| to carry out a complete program of 
| trade advertising, sales promotion 
|and market counselling. 

* « > 
\3M’s Picks Agency 

MacManus, John & Adams has 
| been appointed by Minnesota Min- 
ing & Mfg. Co. as advertising agency 
for a new division—the chemical 
products group. 

The agency already handles the 
company’s ribbon, adhesives and 
coating divisions and has worked 
on special assignments on other 
products. 


* * * 


Names 


Van Buren Thorne jr. has been 
named assistant director of public 
relations of General Motors Ac 
ceptance Corp. Thorne formerly was 
a member of the public relations 
staff of General Motors Corp. 

” * > 


Arturo F. Gonzalez jr. has joined 
the advertising promotion depart- 
ment of Reader’s Digest. Gonzalez 
fermerly was a member of the pro 
motion staffs of Life. 

* > * 


Erwin Rosen has been named 
managing editor of Motor Trend 
magazine, replacing Pete Molsen. 
Rosen joins Petersen Publishing 
Co. after serving as executive 
editor of Year, pictorial publication, 
and managing editor of Wisdom 
magazine for the past 2% years. 

+ * + 


Foote, Cone & Belding has an- 
nounced the appointment of Leo- 
nard Hyde as associate media 
director of its Detroit office. Hyde 
is a veteran media executive in this 
area, having been associated with 
Detroit advertising agencies serv- 
ing various automobile accounts. 





Holiday families, it seems, are exceptionally big wheelers. 
With yearly incomes triple the national average, they're 
the live-it-up kind of people who are constantly on the go 
— and prefer to go by car. 

For instance, last year they drove the whopping total 
of 12.4 billion miles, buying 900 million gallons of gas, 42 
million quarts of oil and 142 million tires on the way. Not 


HOLIDAY readers are the leaders of the new active leisure ! 


to mention a potential 9 million spark plugs, 242 million 
oil filters and 600,000 batteries as well! 

To sell these pace-setting families — and the thousands 
of others who follow them — currently 56 of the nation’s 
most distinguished automotive advertisers are sparking 
their sales in the pages of Holiday. Have you found out about 
this high-powered market for yourself? 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





, 








ALABAMA 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
Free—i957 Mercury—Friday, June 28th 








CALIFORNIA 





SAN DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd. Ph. 


CO. 4-0157. Thursday 1 p.m. 


COLORADO 














MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Dudley-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 

9S S. Santa Fe 

Ph. SU 1-6673 — Ed Smith or Mil Nace 
Auction Every Friday at 11:00 A.M. 


We Issue Auction Checks and Guarantee Titles 


CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 





IOWA 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 








MASSACHUSETTS 





PEABODY AUTO AUCTION, 


INC. 
For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at I! A.M. 
Newburyport Turnpike, U. S. Rt. | 
West Peabody, Mass. 
Joseph Herbert 
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MISSOURI 





ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





MICHIGAN 








Littleton, Colo. 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located Y2 mile from Detroit City Limii 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed 





Flint Auto Auction, Inc. 


3711 Western Rd. 
Exclusively for Dealers 


Here in the shadow of General Motors, you 


get the best buys. 


NEW CAR DEALERS balance their stock here 


—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 


12:30 — SALE EVERY WEDNESDAY — 12:30 
Phone Cedar 9-4492 


M. D. McCollum, Mgr. 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half ane west -of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 











AUTO DEALERS AUCTION 
Kansas City, Mo. 
6200 | HU 3-7470 
Check s Tities Guaranteed 
Bob Ring, Owner — Fred Reed, Mgr. 


Gee Workman Phil rgeon 
Jack Erwin Jr. Wiitnan 
Sale every Friday: 10:30 a.m. 

An effective channel to buy and sell 





Flint, Michigan 


Phone Dunkirk 3-0150 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Aute Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average ° 
All Titles and Checks Guaranteed 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% saf. because all titles 
and checks are insured 
EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





AUTOMOTIVE NEWS 


WANT ADS 
BRING RESULTS 





















NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 





Market Trend . 


The overall average price paid 
for used cars at wholesale auc. 
tions plummeted $22 to $905 last 
week, according to Automotive 
News’ index. 

It was the sharpest weekly set- 
back recorded since the index of 
Jan, 7. 

Only the oldest models indexeg 
—’50s—escaped the general down- 
trend by advancing $2. 

Losses included $64 on ’57s, $31 
on 55s, $30 on ’54s, $20 on ’52s, 
$14 on ’56s, $12 on ’53s and $9 on 
51s, They established new low 
prices for all models except ’525 
and ’50s. 

At a group of representative 
auctions last week, the average 
consignment was 174.7 units, com- 
pared with 173 a week earlier, 
The sales ratio fell to 69.9 percent 
from 70.9 percent in the previous 
week. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive and (ps) indicates power 
steering. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Apr. 29.) 

(Around 100 car buyers thronged our 
auction here today shooting high bids 
for cars of their liking. Prices were 
unchanged from last week’s strong 
market. Used °57 cars and hopped up 
"56 models were difficult to sell at 
prices asked; they must be 
cheaper. Ketailers report slow business, 

Sold 158 cars out of 196 offerings.) 

BUICK — ’'57 Special 4-dr., $2,400°. "55 
Super Riviera, $1,625* (ps); Century 
Riviera, $1,500* (ps); Special Riviera, 
$1,395*. "54 RM 4-dr., $960* (ps). ‘53 
= Riviera, $800*; 4-dr., $580*, 52 

M Riviera, $480* (ps). ‘51 Special 
conv., $325°. 

CADILLAC—’57 (62) 4-dr., $4,550* (ps). 
"56 (62) coupe, $3,640* (ps). ‘55 (62) 
coupe de Ville,, $3,000* (ps). '54 (62) 
coupe, $2,400°; 4-dr., $2,150* (ps), §2,- 
125° (ps). "53 (62) 4-dr., $1,235* (ps). 


"50 (61) 4-dr., $210°. "49 (61) 4-dr., 

$260*. 
RALEIGH — Mann’s Auto Auction | CHEVROLET—’'56 Bel Air (8) 4-dr., $1,- 
520°; Two-ten (8) 4-dr., $1,500* (ps); 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Rovre 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





SOUTH DAKOTA 





Grand Opening Soon 
SIOUX FALLS CAR AUCTION 


Sioux Falls, S. Dak. 
Twe miles north of Foss Airport 
on Highway 38. 
BIG NEW BUILDING 
3 Auctioneers 
Checks and Titles Insured 
Opesing date and mailing list 
upon request. 
R. ELLINGSON 


2412 East 10th St. Phone 8-7384 





TENNESSEE 
MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 


WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 





Two-ten (6) 4-dr., $1,310, $1,275; 2-dr., 
$1,200. '55 Two-ten (8) station wagon, 
$1,650°, $1,425*; 2-dr., $970; One-fifty 
(6) station wagon, $1,150; Two-ten (6) 
4-dr., $960, 2 at $950; 2-dr.. $890. "54 
Bel Air station wagon, $920; 4-dr., $890; 
Two-ten Delray, $875; 4-dr., $835; One- 
fifty 2-dr., $620. ‘53 Two-ten station 
wagon, $800; 4-dr., $675*; Bel Air 2-dr., 


$610. "52 Carryall, $630. °51 SL Deluxe 
2-dr., $300, $280, $200°; 4-dr., $320*; 
FL. Deluxe 4-dr., $310, $290°. ‘50 SL 
Deluxe 2-dr., $130; SL Special 4-dr., 


$310; FL Deluxe 2-dr., $220. 

CHRYSLER—'56 NY 4-dr., $2,040* (ps). 
"55 Windsor 4-dr., $1,380°. °52 NY 4-dr., 
$400* (ps). "51 Imperial coupe, $100° 
(ps). 

DODGE—'55 Royal 4-dr., $1,360*; Coronet 
coupe, $1,090°. ‘53 Coronet Diplomat, 
$550°; 4-dr., $490°; 2-dr., $470; Meadow- 
brook 4-dr., $510*. 

FORD — ‘56 Thunderbird, $2,500* (ps); 
Country sedan, $1,725* (ps), $1,710*; 
Custom (6) Victoria, $1,700*°; Custom 
(8) Victoria, $1,690°; 2-dr., §$1,- 
500°, $1,300; Fuirlane (8) 4-dr., $1,600*, 
$1,560* (ps); Ranch Wagon, $1,680*, $1,- 
660°, $1,520, $1,500, $1,320. '55 Thunder- 
bird, $2,050* (ps); Country sedan, $1,- 
490; Custom (8) Victoria, $1,350*; 2-dr., 
$1,025, $975; 4-dr.. $910; Custom (6) 2- 
dr., $850°. °54 Custom (8) 4-dr., $950, 
$900, $810 (ps), $810, $760*; 2-dr., $825. 
"53 Custom (8) 2-dr., $700; 4-dr., $680, 
$590; conv., $680; Custom (6) 4-dr., 
$560. "52 Custom (8) station wagon, 
$400; 2-dr., $360. °51 Custom (8) 4-dr., 
$340, $175*, $110; Country Squire, $250°*. 
"49 Custom (6) 4-dr., $130. 

HUDSON — ‘53 Wasp 4-dr., 
Hornet 4-dr., $210*. 

LINCOLN—’'53 Cosmopolitan coupe, $940* 
(ps). 

MERCURY —'57 Montclair Sport coupe, 
$2,750* (ps). "55 Monterey station wagon, 
$1,600*. °53 Monterey station wagon, 
$700. ‘51 Custom 2-dr., $190*. 

NASH—'56 Rambler Hardtop, $1,475*. '55 
Rambler station wagon, $1,150. ‘53 
Rambler conv., $460. 

OLDSMOBILE—'56 (98) Holiday, $2,290° 
(ps). 55 (88) Holiday, $1,715* (ps). "54 
(88) 4-dr., $1,170*; 2-dr., $950°; Super 
4-dr., $1,150*. °51 (88) conv., $250*; 4- 
dr., $190, $135*. "50 (88) Holiday, $150°; 
(98) 4-dr., $140*. 

PACKARD—’53 Clipper 2-dr., $500*, $235°. 
"52 (200) 4-dr., $140*. 

PLYMOUTH—’57 Plaza (6) 4-dr., $1,770. 
‘56 Plaza (6) 2-dr., $1,260°. "55 Savoy 
(6) 2-dr., $890. ‘54 Belvedere 4-dr., 
$820°; Savoy 4-dr., $720; 2-dr., $670°*. 
*53 Cranbrook 4-dr., $540. '52 Cranbrook 
2-dr., $170. °50 4-dr., $220. 

PONTIAC—'S56 Star Chief (8) Catalina, 
$1,925° (ps), $1,870°; 4-dr., $1,550°. "55 
Chieftain (8) 4-dr., $1,370*; 2-dr., $1,- 
090°. ‘S54 Chieftain (8) 
$800*; 4-dr., $1,100* (ps). 
(8) station wagon, $680; conv., 
"52 Chieftain (8) 4-dr., $260*, $210°. 

STUDEBAKER—’55 Champion 4-dr., $710. 
’53 Commander Land Cruiser, $490*°. "52 
Champion 4-dr., $200; Commander 4-dr., 
$100°. 

WILLYS—’ 57 Jeep, $1,550. 

MISC.—’56 Hillman Husky station wagon, 
$1,010. ’°50 GMC %-ton pickup, $340. 
"49 GMC %-ton pickup, $120. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Apr. 30.) 


Bidding 
strong and active throughout the entire 
sale. Sold 140 cars out of 199 offerings.) 

BUICK—’57 Century Riviera, $2,560* (ps)- 
56 Riviera, $2,105* (ps), $2,025, 
$1,725*, $1,585°; RM Riviera, $2,075* 
(ps). °55 Century Riviera, $1,670* (ps); 

RM Riviera, $1,605* (ps); Super Riviera, 

$1,475* (ps), $1,450° (ps), $1,370* (ps), 
$1,325* (ps); Special Riviera, $1,545*, 
(Continued on Page 48, Col. 1) 


$350°. °52 











84.2% of all people in auto-owning households read Outdoor 
Posters. That’s a vital marketing fact in today’s world on wheels. 
From the Starch Continuing Study of Outdoor Advertising. 


OUTDOOR ADVERTISING INC. 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


60 EAST 42nd STREET, NEW YORK 17, NEW YORK © ATLANTA * BOSTON * CHICAGO « DALLAS * DETROIT * HOUSTON * LOS ANGELES * PHILADELPHIA © ST. LOUIS * SAN FRANCISCO © SEATTLE 
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Used-Car Auction Prices 





(Continued from Page 46) 


$1,405*, $1,335*, °54 Century 2-dr., $1,- 
215*; RM Riviera, $1,150* (ps), $1,150*; 
Super Riviera, $1,095*; Special 4-dr., $1,- 
050*. ‘53 RM Riviera, $610*, '52 Super 
Riviera, $450*, $250. ‘50 Super Riviera, 
$115. 


OADILLAC—'56 (62) club coupe, $3,485* 
(ps). '53 (62) 4-dr., $1,280*. 

OHEVROLET—’57 Bel Air (8) conv., $2,- 
450° (ps); Two-ten (8) 4-dr., $1,950*. 
56 Two-ten (8) station wagon, $1,635; 
2-dr., $1,350, $1,325, $1,280. "55 Bel Air 
(8) conv., $1,565* (ps); 2-dr., $1,365*, 
$1,250, 2 at $1,175*, $1,120, $1,050; Two- 
ten (8) 4-dr., $1,090*%, $1,056, $1,020, 
$950; Bel Air (6) 2-dr., $1,265, ‘54 Two- 
ten (8) 2-dr., $950°; 4-dr., $725, $700, 
$575; station wagon, $870; Bel Air 4- 
dr., $875* $815°, $740; One-fifty 2-dr., 
$500. °53 Two-ten 4-dr., $535*, $385. ‘52 
SL Deluxe 4-dr., $365, '51 SL Deluxe 2- 
dr., $280*. '50 2-dr., $155. 

O—'56 Firedome conv., $2,385* (ps); 
club coupe, $1,925* (ps). °55 Firedome 
2-dr., $1,270*, $1,255*. "51 4-dr., $165. 

DODGE—’55 Royal Lancer, $1,405*. °53 
Coronet (8) 2-dr., $440*, $440, $385. '51 


2-dr., $160. 
FORD—’56 Country Squire, $1,915* (ps); 
Country sedan, $1,890*, $1,700°; Fair- 


lane (8) Victoria, $1,650° (ps), $1,650°; 
4-dr., $1,590* (ps), $1,525; Custom (8) 
4-dr., $1,515*, $1,245*, $1,215*, 2 at $1,- 
215, $1,200, $1,165, $1,150; Custom (6) 
4-dr., $1,085, $835* (ps). ‘55 Fairlane 
(8) Crown Victoria, $1,415* ps); Coun- 
try sedan, $1,375, $1,165; Custom (8) 
2-dr., $1,020*, $940, $770; Custom (6) 
2-dr., $895. '54 Custom (8) club coupe, 
; 2-dr., $685, $595. ‘53 Custom (8) 

2-dr., $620, $600. 

HUDSON—’'53 Jet 2-dr., $290. 

LINCOLN — ‘57 Premiere 2-dr., 
(ps). '53 4-dr., $700*. 


J &L Conducts 
. . 
Experiment in 
7 . 
Highway Design 
PITTSBURGH.—An experimental 
600-foot stretch of highway that 
may have what is called a revolu- 
tionary effect on present methods 
of highway construction has been 
built here by Jones & Laughlin 
Steel Corp. 
The project is said to represent 
one of the first full-scale efforts by 
private industry to find a solution 


to this phase of the nation’s high- 
way construction problem. 


$3,815° 












The experimental roadway is of 
pre-stressed concrete design. The 
operation was carried out in Febru-| 
ary. Tests on the roadway will be) 
carried out in the coming months, | 
the firm said. 

The idea for the roadway was) 
suggested by Adm. Ben Moreell, 
chairman of Jones & Laughlin. 





MERCURY—’56 Montclair Phaeton, $1,- 
765*; Monterey club coupe, 2 at $1,725. 
’54 Monterey Sun Valley, $800. 

OLDSMOBILE— 57 (88) 2-dr., $2,355*. '56 
(98) conv., $2,025* (ps); (88) Super 4- 
dr., $2,000* (ps); Holiday, $1,880*, $1,- 
770; 2-dr., $1,935*. '55 '(88) Holiday, 
$1,595*, $1,550° (ps), $1,505* (ps), $1,- 
500*; Super 2-dr., $1,325*. ‘54 (98) 
Holiday, $1,460° (ps); 4-dr., $1,350° 
(ps); (88) 2-dr., $1,140*, $1,135*, $1,- 
070*. "51 (88) 4-dr., $205. 

PLYMOUTH—’'56 Savoy (8) Suburban, $1,- 


350. °54 Belvedere 4-dr., $725*. ‘53 
Cambridge club coupe, $420; Suburban, 
$350; Cranbrook 2-dr., $330. '51 Cam- 


bridge station -wagon, $300, $150. "50 4- 
dr., $175. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,255*. 
’53 Chieftain (8) 4-dr., $345. 

MISC.—’57 Volkswagen, $2,400. '56 Dodge 
%-ton express, $940. °54 Ford %-ton 
pickup, $500, ‘53 Dodge %-ton pickup, 
$425. '46 Dodge %-ton wrecker, $310. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 30.) 
BUICK—’ 57 Special Riviera, $2,595° (ps). 

'56 Special station wagon, $2,525*° (ps); 

Century Riviera, $2,155* (ps). °55 Cen- 

tury Riviera 2-dr., $1,820* (ps), $1,810°, 

$1,740* (ps); 4-dr., $1,770* (ps), $1,590°; 

Super Riviera, $1,740* (ps); 2-dr., $1,335. 


'54 Special Riviera, $1,325*, $1,130°; 
Super Riviera, $1,180*; Century 4-dr., 
$1,100. °53 RM 4-dr., $785° (ps). °52 


Super Riviera, $550°; Special 4-dr., $470°. 
'51 RM sedan, $360*, $300° ; Super 
4-dr., $350. '50 RM 4-dr., $225°. 

CADILLAC — ‘'57 (62) Hardtop, $5,435*° 
(ps). "53 (62) 4-dr., $1,200°*. 

CHEVROLET — '57 Beil Air (8) Hardtop, 
$2,395*. "56 Bel Air (8) Hardtop, $2,080* 
(ps), $1,910°; 4-dr., $1,470; Two-ten (8) 
station wagon, $2,050*, $2,020°, $1,940, 
$1,830; Hardtop, $1,855*; Delray, $1,560; 
4-dr.. $1,500; Two-ten (6) 2-dr., $1,380. 
°55 Bel Air (8) Hardtop, $1,650° (ps); 
2-dr., $1,500*; Two-ten (6) station wag- 
on, $1,580; 4-dr., $1,210; 2-dr., $1,080; 
Two-ten (8) 4-dr., $1,285°. "54 Two-ten 
4-dr., $760. ‘53 Bel Air 2-dr., $810°; Two- 
ten 4-dr., $635. ‘52 SL Deluxe 4-dr., 
$510*, $505, $500°; 2-dr., $470°. "51 SL 
Deluxe club coupe, $375; 4-dr., $285*; FL 
Deluxe 2-dr., $330. '49 SL Special 2-dr., 
$295; SL Deluxe 2-dr., $190; FL Deluxe 
4-dr., $180. 

CHRYSLER—'5S NY 4-dr., $1,895* 
$1,815° (ps). 

—564 Firedome 4-dr., $990° (ps). 

DODGE—'54 Coronet (8) 4-dr., $750° (ps). 
"53 Coronet 4-dr., $540°. '52 Coronet 4- 
dr., $345°*; Meadowbrook 4-dr., $320. '50 
Coronet 4-dr., $190°. 

FORD — ‘57 Thunderbird, $3,250° (ps); 
Country sedan, $2,580° (ps); Fairlane 
(8) 500 4-dr.. $2,350° (ps); conv., $2,- 
320° (ps). ‘56 Country sedan, $1,985* 
(ps), $1,955*°, $1,940°, $1,910, $1,850°; 
Fairlane (8) 4-dr., $1,665°; Custom (8) 
4-dr.. $1,580°, 2 at $1,400, $1,385. ‘55 
Country sedan, $1,580, $1,565°, $1,520; 
Fairlane (8) Victoria, $1,485; Crown Vic-. 
toria, $1,295°; 4-dr., $1,355, $1,340, $1,- 
270, $1,255°; Custom (8) 4-dr., $1,150, 
$1,000; 2-dr., $1,130. '54 Country sedan, 
$1,305° (ps); Ranch Wagon, $950°; Cus- 
tom (6) Victoria, $940*, $935°; Custom 
(8) 2-dr., $850, $835. "53 Crest (8) Vic- 


(ps), 


toria, $875°, $800° (ps), $735; 4-dr., | 


$615 (ps); Custom (6) 4-dr., $460*; Main 
(8) 2-dr., $545; Main (6) 4-dr., $525. 51 
Custom (8) Victoria, $430*; 2-dr., $400; 
4-dr., $390, $360, $315, 290*, $225; De- 
luxe (8) 2-dr., $320. ’50 Deluxe (6) coupe, 
$215; 2-dr., $150. 

HUDSON — ’54 Hornet 4-dr., 
Hornet 4-dr., $120*, 

KAISER—’51 4-dr., $105. 

LINCOLN—’57 Premiere Hardtop, $4,100* 
(ps). 

MERCURY—’56 Monterey station wagon, 
$2,245* (ps); Custom 4-dr., $1,675. '55 
Montclair Hardtop, $1,700*; Custom sta- 
tion wagon, $1,670* (ps); Monterey Hard- 
top, $1,530* (ps). ’54 Monterey Hardtop, 
$1,370* (ps). '53 Monterey Hardtop, $1,- 
105*, 2 at $650*; Custom Hardtop, $1,- 
060. '52 Monterey Hardtop, $630, $590*; 
Custom Hardtop, $555*. °51 Monterey 4- 
dr., $330*. 

NASH—’56 Rambler 4-dr., $1,485. '54 Met- 
ropolitan, $755. ‘53 Rambler Hardtop, 
$755. 

OLDSMOBILE — '56 (88) Holiday, $2,130*° 
(ps). °55 (88) Super Holiday, $1,865*; 
Deluxe Holiday, $1,830* (ps), $1,820° 
(ps), $1,695*; 4-dr.. $1,650*%; 2-dr., $1,- 
560°. '54 (98) Holiday, $1,570* (ps); (88) 
Super Holiday, $1,510* (ps); Deluxe 2- 
dr., $1,410*. °53 (98) Holiday, $975°; 
(88) Super 4-dr., $910*; Holiday, $840* 
(ps). "52 (98) 4-dr.. $730° (ps); (88) 
Super 4-dr., $570*. ’°51 (88) Super 4-dr., 
$440°*; (98) 4-dr., $375*, $230°. '50 (88) 
4-dr.. $280*; (98) sedanet( $220*; 4-dr., 
$190*. °49 (98) 4-dr., $160*. 

PACKARD—’ 51 4-dr., $125*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $2,260*. 
'55 Savoy (8) 4-dr., $1,035; 2-dr., $950. 
*54 Belvedere 4-dr., $680. °53 Cranbrook 
Belvedere, $675*; Cambridge 4-dr., $520. 

PONTIAC—’56 Chieftain (8) 4-dr., $1,- 
760°, $1,700°; 2-dr., $1,680°. °54 Chief- 
tain (8) 2-dr.. $635*, "53 Star Chief (8) 
Catalina, $720* (ps); Chieftain (8) 4-dr., 
$715*, $425*; Catalina, $680*, $670*, 
$660*; conv., $655*. "52 Chieftain (8) 4- 
dr., $340°. °51 (8) 4-dr., $355°, $325, 
$180*. °49 (8) 4-dr., $150°. 

MISCELLANEOUS —-'56 Jaguar roadster, 
$2,560. '55 Ford %-ton pickup, $1,055. 
"51 GMC %-ton pickup, $460. "49 Dodge 
1-ton truck, $260. 


FLINT 


(Flint Auto Auction, Inc, Sale every Wed- 
nesday. Prices are for sale of May 1.) 
(Cars sold very well but seemed to be 
in short supply. Consignments were down 
from previous weeks as the demand seems 
te be picking up, especially for sharp and 
clean merchandise. Sold 84 out of 127.) 
BUICK—’'56 Special station wagon, $2,285* 
(ps); 4-dr., $1,900°, $1,700*°; RM 4-dr., 
$2,005* (ps), $2,000° (ps); Century 4- 
dr., $1,680°, $1,525°. "55 Century Riviera, 
$1,400* (ps), $1,400*; 2-dr., $1,350° (ps); 
Special Riviera, $1,300°; 4-dr., $1,210°*; 
Super 4-dr., $1,245*° (ps), $1,215* (ps); 
Riviera, $1,300° (ps). "52 Super 4-dr., 
$425°; Riviera, $395*. ‘51 Super Riviera, 
$175; Special 4-dr., $100°*. 
dr.. $125°; Special 2-dr., ; 
CADILLAC—'57 (62) coupe, $4,400* (ps). 
"55 (62) coupe, $2.635° (ps). 
CHEVROLET — ‘57 Two-ten (8) Delray 
coupe, $1,805*. "56 Bel Air (8) club coupe, 
$1,615*; Two-ten (8) Delray coupe, $1,- 
295°; 2-dr., $1,135. '55 Bel Air (8) club 
coupe, $1,400°, $1,245 $1,110*; conv., 
$1,330°; Two-ten (8) station wagon, $1,- 
2-dr., $970; One-fifty (8) station 
wagon, $1,110*; Two-ten (6) Delray 
coupe, $1,020°. °54 Bel Air 4-dr., $725*. 
"53 Bel Air 4-dr., $650°; Sport coupe, 
$500; Two-ten 2-dr., $455. "52 SL Deluxe 
2-dr.. $280°. "51 SL Deluxe station wag- 
on, $240°*; 2-dr., $170°. 
DODGE—'55 Coronet (8) 4-dr., $1,045. 52 
Meadowbrook 4-dr., $230*. 
FORD—'57 Custom (6) 2-dr., $1,575*. 56 
Fairlane (8) conv., $1,785* (ps); 2-dr., 
$1,590°; Main (6) 2-dr.. $975. °55 Fair- 


$780°, ’51 
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OLDSMOBILE—’'57 





PLYMOUTH—'57 Savoy (8) 


PONTIAC — '57 Star Chief 


MERCURY—’52 Monterey 2-dr., 


NASH—’53 2-dr., 
OLDSMOBILE—’56 (88) 4-dr., $1,770*. ’55 


BUICK—’56 Special Riviera, $1,805*. 
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lane (8) conv., $1,400*; club coupe, $1,- 
290°, $1,175*; 2-dr., $1,125; Custom (8) 
2-dr., $910; 4-dr., $780, 54 Custom (8) 
4-dr., $620* (ps); Main (8) 2-dr., $500. 
’53 Crest (8) Victoria, $665*, $660; conv 
$360*; Custom (8) 4-dr., $520*. '52 Cus- 
tom (8) 2-dr.. $275*. 

MERCURY—'56 Custom 2-dr., $1,345*. °53 
Monterey club coupe, $585* (ps). 

NASH—’53 Statesman 4-dr., $365*. 

OLDSMOBILE — ’'56 (98) conv., $2,150* 
(ps). °55 (88) Super Holiday, $1,705* 
(ps); 2-dr., $1,300*, °54 (88) Super 4-dr., 
$1,160* (ps). °53 (88) Holiday, $760* 
(ps); Super 4-dr., $625. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 
100*. '56 Savoy (8) Suburban, $1,625*. 
’53 Cranbrook 4-dr., $290; Cambridge 4- 
dr., $170. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
300°, $1,210*%; 2-dr., $1,100*%, $890°; 4- 
dr., $1,075*; Chieftain (6) 2-dr., $850. 
’54 Chieftain (8) 2-dr.. $525*°. °51 (8) 
4-dr., $210°. 

MISCELLANEOUS—’52 Ford %-ton pick- 
up, $210. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Apr. 29.) 
BUICK—’57 RM 4-dr., $3,600* (ps); Cen- 

tury station wagon, $3,325* (ps); Special 

Riviera, $2,500*. '56 Special station wag- 

on, $2,320°; Riviera, 2 at $1,890*, $1,- 

845*; Super Riviera, $2,180* (ps), $2,- 

145* (ps); Century 4-dr., $1,990* (ps). 

‘55 Special Riviera, $1,500*%; Century 

Riviera, $1,395*, $1,390* (ps). 
CADILLAC—’57 (62) sedan de Ville, $5,- 

300° (ps); 4-dr., $5,000* (ps). '56 (62) 

sedan de Ville, $4,200* (ps), $4,065* (ps), 

$4,005* (ps); conv., $3,605* (ps). °55 

(62) coupe, $2,600* (ps). °54 (62) coupe 

de Ville, $2,600* (ps). °53 (75) 4-dr., 

$1,620* (ps). 

OCHEVROLET—’57 Bel Air (8) station wag- 
on, $2,525*° (ps), $2,500*; Hardtop, $2,- 
400° (ps). '56 Two-ten (8) station wagon, 
$1,860; 4-dr., 2 at $1,485; Bel Air (8) 
2-dr., $1,820*, $1,800*°. °55 Bel Air (8) 
4-dr., $1,275; Two-ten (6) 2-dr., $900 3 
at $880. '54 Bel Air 4-dr., $835*, $705, 
$665*; Two-ten 4-dr., $615. "53 Two-ten 
4-dr., $590°. 

CHRYSLER—’'57 (300) Hardtop, $4,300* 
(ps). "56 NY Hardtop, $2,800* (ps), $2,- 
500° (ps); (300) Hardtop, $2,600* (ps); 
Windsor 4-dr., $2,280° (ps). "55 Windsor 
4-dr., $1,800* (ps), $1,475*; NY 4-dr., 
$1,620° (ps). '54 NY 4-dr., $1,175* (ps). 
"53 Town & Country station wagon, $800* 
(ps). 

DeSOTO—’55 Firedome (8) conv., 
4-dr., $1,345°*. 

DODGE—'57 Royal (8) Hardtop, $2,680* 
(ps); Coronet (8) Hardtop, $2,650°. 
Royal (8) Hardtop, $1,795*, $1,750°. °55 
Royal (8) 4-dr., $1,400° (ps), $1,365, 
$1,350*; Coronet (8) 2-dr.. $1,325*. 

FORD—’57 Fairlane (8) 500 4-dr., $2,375*; 
Victoria, $2,370*, $2,350°; Ranchero, $1,- 
935°; Country sedan, $2,375° (ps). °56 
Fairlane (8) Victoria, $1,700*, $1,690; 
conv., $1,605; Custom (8) Victoria, $1,- 
390. "55 Ranch Wagon, $1,300, 
Custom (8) 4-dr., $870. °54 Crest (8) 4- 
dr., $660; Main (6) 4-dr., $500. "53 Cus- 
tom (8) 2-dr., $600. 

HUDSON — ‘56 Hollywood coupe, $1,900* 
(ps). "55 Hornet 4-dr., $1,245. 
MERCURY "56 Custom 4-dr., $2,025°*; 
Monterey Phaeton, $2,005* (ps), $1,935* 
(ps); Medalist Hardtop, $1,625*. °55 
Montclair Hardtop, $1,550* (ps), $1,280°. 
"54 Monterey Hardtop, $970. '53 Monterey 

4-dr.. $550°. ‘50 2-dr., $115. 

(88) Holiday, $2,635*. 

"56 (98) Holiday, $2,400° (ps), $2,300* 

(ps), $2,240° (ps); (88) Super conv., 

$2,090° (ps); 4-dr., $2,020° (ps), $1,990° 


(ps); Deluxe Holiday, $1,975*, $1,950*, 
$1,930, $1,890°. '55 (88) Super conv., 
$1,810°. '54 (88) Super Holiday, $1,425* 
(ps). 


station wag- 
on, $2,570*; 4-dr., $2,295*; Belvedere (8) 
Hardtop, $2,425*; Savoy (6) station wag- 
on, $2,125. ‘56 Belvedere (8) conv., $1,- 
720°. "55 Savoy (8) station wagon, $1,- 
525°. °54 Belvedere Hardtop, $910; 
station wagon, $845°. 

(8) Catalina, 
Chieftain (8) 


$2,515°; 4-dr., 


Catalina, $2,485* 


$2,430° ; 


STUDEBAKER — ‘54 Commander Land 


Cruiser, $650°. 


WILLYS—'52 station wagon, $380. 
MISCELLANEOUS—'56 Ford %-ton pick- 


up, $955, $900. °52 Chevrolet %-ton pick- 
up, $395, $315. "51 Chevrolet %-ton pick- 


up, $455. ‘50 Chevrolet %-ton pickup, 

$430, $390. "49 Chevrolet %-ton pickup, 

a $320. ‘46 Chevrolet %-ton pickup, 
40. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 


Tuesday. Prices are for sale of Apr. 30.) 


(Sold 45 out of 78.) 


BUICK—’56 Super 2-dr., $2,000* (ps). °55 


Super Hardtop, $1,520*; RM Hardtop, 
$1,475* (ps). °54 Century 4-dr., $1,050°*. 
"53 Super Hardtop, $680* (ps); Special 
4-dr.. $585°. '51 Super Hardtop, $235*. 
CADILLAC—’56 (62) conv., $3,815* (ps). 
CHEVROLET—’57 Bel Air (6) station wag- 
on, $2,050; Two-ten (6) 4-dr., $1,760; 
2-dr., $1,680, $1,650. °56 Two-ten (6) 2- 
dr., $1,165. ‘55 Two-ten (8) 4-dr., $1- 
050*; One-fifty 2-dr., $770. ’'53 Two-ten 
station wagon, $605*. °52 SL Deluxe 4- 


dr., $400. 
Sa Windsor Hardtop, $1,- 
DeSOTO—’'52 Firedome conv., $205*. 
FORD—’'56 Custom (8) conv., $1,725*. ’55 
Fairlane (8) sedan club, $1,025; Custom 
(8) 4-dr., $950; 2-dr., $900. '54 Custom 
(8) 4-dr., $700*. ’53 Custom 4-dr., $415*. 
"52 Custom 2-dr., $510*. 
$385. ’51 
4-dr., $400°. 
$345. 


(88) Super Hardtop, $1,600*, °53 (88) 
2-dr., $600*. 

PLYMOUTH—'56 Savoy (6) 2-dr., $1,150. 
"54 Belvedere 2-dr., $855*; 4-dr., . 
’53 Cranbrook 4-dr., $400. 52 Cambridge 
4-dr., $240. °51 Cranbrook 4-dr., $165; 
2-dr., $160. '50 Cambridge conv., $255. 

PONTIAC—’56 Star Chief (8) Hardtop, $1,- 
800*; Catalina 4-dr., $1,790* (ps). ’55 
Star Chief (8) Hardtop, $1,265*. 51 sta- 
tion wagon, $325°*. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 


day, Prices are for sale of Apr. 30.) 


(Sold 295 cars out of 449 offerings.) 

"55 
Century Riviera, $1,580* (ps), $1,505*; 
4-dr., $1,350* (ps); Super Riviera, $1,- 
500* (ps), $1,450* (ps), $1,330*; Special 
Riviera, $1,420* (ps), $1,345*, 


(Continued on Page 49, Col. 1) 
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54 Century Riviera, $1,250*; RM 


(ps). . . 

., $1,200* (ps); 4-dr., $1,195* (ps); 
eer Riviera, $1,190* (ps), $1,145*, 
$830* (ps), $755* (ps); Special Riviera, 
$1,090*, $815°; 4-dr., $1,030*. °53 Sky- 
jark conV., $1,025* (ps); Super Riviera, 

* (ps), $725%, $670* (ps), $660* 
(ps); RM_ Riviera, $775* (ps); Special 
Riviera, $710°, $630° (ps); 4-dr., $650*° 
(ps), $605*, $510° (ps). "52 Super Rivi- 


"$460*, $395*, $350°, $295° (ps); Spe- 

era: pir, $430°. °51 Super Riviera, $200*. 
CADILLAC—'57 (62) sedan de Ville, $4,- 
785° (ps). "56 (60) 4-dr., $3,915* (ps); 
(62) sedan de Ville, $3,650* (ps), $3,600° 


); coupe, $3,365* (ps). °55 (62 coupe, 
$2,600" (ps); 4-dr., $2,250° (ps). '54 
(62) coupe de Ville, $2,410* (ps), $2,400° 
(ps) $2,240* (ps). °53 (62) coupe de 


Ville, $1,385* (ps). '51 (62) 4-dr., $525°. 
50 (62) 4-dr., $420°, $375°. 

CHEVROLET— 56 Bel Air (8) conv., $1,- 
695°; 4-dr., $1,600°, $1,460; 2-dr., $1,- 
540; Bel Air (6) 4-dr., $1,730*; Two-ten 
(8) Delray, $1,550, $1,075*; station wag- 
on, $1,425; 4-dr., $1,350, $1,290; 2-dr., 
$1,300. ‘55 Bel Air (8) conv., $1,525* 
(ps); 2-dr., $1,455*, $1,250°; 4-dr., $1,- 
305*, $1,075; Two-ten (8) 4-dr., $1,395, 
$1,070; Bel Air (6) 2-dr., $1,275*, $1,- 
160; 4-dr., $1,175°. "54 Bel Air 2-dr., 
$840° (ps), $805°; Two-ten Delray, $735; 
4-dr., $700, $640; 2-dr., $560. °53 Bel Air 
2-dr., $600, $550°; 4-dr., $515; Two-ten 
2-dr., $600, $500, $330. 

CHRYSLER—'53 Windsor 4-dr., $575* (ps), 
$530*, $525°; Imperial 4-dr., $560* (ps). 

}—'55 Firedome (8) Hardtop, $1,- 

250°, "53 Powermaster 2-dr., $420°. 


DGE—'57 Coronet 4-dr., $2,455°. °55 
oo Lancer, $1,365*; Coronet (8) 2- 
dr., $1,330*; Coronet (6) 2-dr., $925*, 


$795. "53 Coronet (8) 4-dr., $600°*; 2-dr., 
$600*; Meadowbrook 2-dr., $265. 
FORD —'56 Fairlane (8) conv., $1,835° 
(ps); Victoria, $1,640°, $1,595° (ps), $1,- 
500° (ps), $1,400°; 2-dr., $1,610°; 4-dr., 
$1,480° (ps); Country sedan, $1,600°; 
Main (6) 2-dr., $1,060; Custom (8) 4-dr., 
$1,035; Ranch Wagon, $1,185. "55 Fair- 
lane (8) 2-dr., $1,515°, $1,140; conv., 
$1,435*; Victoria, $1,345°; 4-dr., $1,280°, 
$1,050*; Country sedan, $1,500°; Custom 
(8) Town sedan, $925°; 2-dr., $900°; 4- 
dr., $850°, $840. "54 Custom (8) 4-dr., 
$735*; Custom (6) 4-dr., $550. ‘53 Crest 
(8) 2-dr., $615*; Victoria, $615*; Custom 
(8) 2-dr., 75°, $505; 4-dr., $490; Main 
(8) 2-dr., $415; 4-dr., $375, $365. "52 
Custom (6) 4-dr., $200°, '51 Custom (8) 
Victoria, $225. 
HUDSON—’55 Rambler 4-dr., $1,275*; Hor- 
net 4-dr., $850°, "53 Jet 4-dr., $250. 
IMPERIAL —'57 2-dr., $4,345° (ps). 
LINCOLN — ‘56 Premiere coupe, $2,835* 
(ps). ‘55 Capri conv., $1,895° (ps). 
MERCURY—'57 Monterey 4-dr., $2,200°. 
‘56 Monterey conv., $1,890°; Hardtop, 
$1,850° (ps); Medalist, $1,340°. 55 Mont- 
clair coupe, $1,450° (ps), $1,435° (ps); 
Monterey 2-dr., $1,415° (ps); coupe, 
$950; Custom 2-dr., $1,005*. °54 Monte- 
rey conv., $1,350°; Hardtop, $1,185*; 2- 
dr., $1,050* (ps); 4-dr.. $945°; Sun Val- 
ley coupe, $895° (ps); Custom 4-dr., 
$840*°; Hardtop, $800; 2-dr., $660°. "53 
Monterey Hardtop, $865*°; 2-dr., $800° 
(ps); Custom 2-dr., $710*, $700*°, $320°. 
NASH—'55 Statesman club coupe, $1,425° 
(ps); Rambler 4-dr., $1,210°, $1,035°, 
$820, ‘54 Statesman 2-dr., $900*°, $465°; 
Rambler 4-dr.. $740°. ‘53 Ambassador 
Hardtop, $735°. ‘52 Statesman 4-dr., 
5° 


$345°. 
OLDSMOBILE — ‘56 (98) conv., $2,420*° 


(ps); Holiday, $2,300° (ps); (88) Holl- 
day, $2,190° (ps). ‘55 (88) Super Holi- 
day, $1,685° (ps), $1,640° (ps); 4-dr., 


$1,600°, $1,540°, $1,480°; Deluxe 4-dr., 
$1,440°; Holiday, $1,395*; 2-dr., $1,275°. 
"54 (98) Holiday, $1,400° (ps), $1,400° 
(ps); conv., $1,200°; (88) Super 2-dr., 
$1,205*; 4-dr., $985° (ps); Deluxe 2-dr., 
$1,200°; 4-dr., $1,190°. ‘53 (98) 2-dr., 
$1,075* (ps); 4-dr., $920° (ps), $455°; 
(88) Holiday, $915° (ps); Super 2-dr., 
$680°; 4-dr.. $600°, $580° (ps). ‘52 (98) 


4-dr., $250°. '51 4-dr., $220°. 
PACKARD—'52 Clipper 4-dr., $240. 
PLYMOUTH—'56 Belvedere (8) Hardtop, 
$1,700*. "55 Belvedere (8) Hardtop, $1,- 
380°, $1,115*; 2-dr., $1,050°; 
2-dr., $1,000*; Savoy (6) 2-dr., $895; 4- 
dr., $865*; Piaza (6) 2-dr., $725; 4-dr., 
$715. '54 Belvedere 4-dr., $755°; Plaza 
Business coupe, $210. ‘53 Cranbrook 4- 
dr., $385; Cambridge Suburban, 


brook Belvedere, $240. 

PONTIAC —'56 Star Chief (8) Catalina, 
$2,075* (ps), $1,995° (ps), $1,900* (ps); 
Chieftain (8) Catalina, $1,625*. ‘55 Star 
Chief (8) conv., $1,680* (ps); Chieftain 
(8) Catalina, $1,300*, $1,280°; 4-dr., $1,- 
140°; 2-dr., $1,070°. '54 Star Chief (8) 
Catalina, $1,120*; 2-dr., $1,050°; Chief- 
tain (8) 2-dr., $785*; 4-dr., $575*. ‘53 
Chieftain (8) 4-dr., $750* $490*, $460; 
2-dr.. $485*, $480°. °52 4-dr., $285°, 
$240°. 

STUDEBAKER—’55 Champion 4-dr., $775. 


QUINCY, ILL. 


(Charlie Thale’s Quincy Auto Auction. 

every Monday. Prices are for sale of 

Apr. 29.) 

(Rough cars hard to sell. ‘‘Sharpies’’ 
still bringing premium prices, Sold 30 per- 
cent of offerings.) 
BUICK—'55 Special Riviera, $1,575*; 4- 

dr., $1,080. '54 Special 2-dr., $925, $900; 

Super Riviera, $900*, '53 Special 4-dr., 

$640. '52 Super 2-dr., $400; 4-dr., $385. 

*51 Special 4-dr., ; 
CADILLAC—’53 (62) coupe, $1,260°; 4- 

dr., $1,070*. 

CHEVROLET—'56 Bel Air (8) Hardtop. 
$1,795*; Two-ten (6) 4-dr., $1,275. '55 
Two-ten (6) 4-dr., $970*, $890; One-fifty 
(6) 4-dr., $780. ’54 Bel Air 4-dr., $810°; 
Two-ten 4-dr., $715, $620; One-fifty 4-dr., 
$665. '53 Bel Air 2-dr., $555*; One-fifty 
4-dr., $525*. '52 SL Deluxe Bel Air, 
$540*; 2-dr., $295. 

GereLaa—ss Windsor Hardtop, $775* 

DeSOTO—' 51 Hardtop, $185. 

FORD—'56 Country sedan, $1,625*; Fair- 
lane (6) 2-dr., $1,315*; Main (8) 4-dr., 
$1,200; Main (6) 4-dr., $1,100. ‘55 Cus- 
tom (8) 4-dr., $920*. '54 Main (8) 2-dr., 

*; Main (6) 4-dr., $705*, $445; Cus- 
tom (6) 2-dr., . '53 Main (8) club 
coupe, $525; 2-dr., $580, $505; Main (6) 
Bere . "50 club coupe, $115; 4-dr., 


MERCURY—'57 Monterey 4-dr., $2,425°. 





Savoy (8)/ 


$375; | 
2-dr., $330, $235; 4-dr., $285. '51 Cran-| 





CHEVROLET—’56 Bel Air (8) coupe, $1,- 
600*; Two-ten (8) 2-dr., $1,205, $1,150. 
‘55 Bel Air (8) 4-dr., $1,125*; Two-ten 
(8) 4-dr., $945, $920°, ’54 Bel Air 4-dr., 
$760*; Two-ten 2-dr., $695, $630*°, $610; 


One-fifty 2-dr., $600. ‘53 Bel Air 4-dr., 
$615*, $600, $515*, $450; Two-ten 2-dr., 
$495*. °52 SL Deluxe Bel Air, $415*, 
$350*; 2-dr., $425, $350*, $345, $335°; 
club coupe, $305, 
, -dr. 1,525° (ps). 
"52 Custom 4-dr., $420*°, $310, °51 4-dr., OM HY 4a. geas* (pei. sr feoioan 


$185. '50 club coupe, $235. *, * 
OLDSMOBILE—'54 (88) Holiday, $1,325°| ‘lub coupe, $205°. "51 NY coupe, $300°. 

(ps); 4-dr., $1,275* $1,250*, °53 (98) DODGE—’ 54 Royal 4-dr., $685* (ps); Cor- 

Holiday, $990* (ps). "51 (98) 4-dr., $245*.| net 4-dr., $570*. °53 Coronet station 
PACKARD—’53 Clipper 4-dr., $395. wagon, $450; 2-dr., $310, $175*. '52 Cor- 
PLYMOUTH—’54 Savoy 4-dr., $650; Plaza| onet 4-dr., $170°. 

4-dr., $525. '53 Cambridge 4-dr., $425,| FORD—’57 Retractable Hardtop, $3,400° 

$130, °52 Cranbrook 4-dr., $285; Cam- (ps); Fairlane (8) 500 2-dr., $2,195*, 

bridge 4-dr., $115. $2,165* (ps); Fairlane (8) Victoria, $2,- 


PONTIAC—’55 Chieftain (8) Catalina, $1,- 080*; Ranch Wagon, $1,795. '56 Country 
125°. ’51 (6) 4-dr., $360, $195. '50 2-dr., Squire, $1,890*; Fairlane (8) 4-dr., $1,- 
$255; 4-dr.. $140. 615* (ps), $1,300*° (ps); Custom (8) 

STUDEBAKER—’56 Commander 2-dr., $1,- 2-dr., $1,240, $1,235, $1,225, $1,025; Cus- 


020*, $970°. °55 Champion 2-dr., $375. tom (6) 2-dr., $1,195. °55 Fairlane (8) 


Crown Victoria, $1,300*; Victoria, $1,- 
255°; 4-dr., $1,030*, $1,025. 
DYER, IND. HUDSON—’54 Wasp 2-dr., $440°, $215*. 
(Dyer Auto Auction. Sale every Friday. 53 Hornet 2-dr., $425*; Super Wasp, 
Prices are for sale of Apr. 26.) $120. 
(Prices seem to have moved up slightly. | LINCOLN—’53 Capri coupe, $880*; Cos- 


Under heavy rain we sold 249 out of 346 


mopolitan 4-dr., $700* (ps). 
for a percentage of 72.) 


MERCURY—’ 57 Montclair Hardtop, $2,600*° 


BUICK—’57 Special Riviera, $2,610*. ‘56 (ps). °56 Monterey coupe $1,540* ‘55 
Century Riviera, $1,980* (ps); Special| Monterey coupe, $1,475*. '54 2-dr., $700. 
Riviera, $1,920* (ps), $1,875* (ps), $1,- ’53 Monterey coupe, $790*; Custom 4-dr., 
750°. °55 Special Riviera, $1,420* (ps), $580, $495°. '52 4-dr., $355. 
$1,300°; Century Riviera, $1,550° (ps);| NASH—’55 Rambler Cross Country, $1,065. 
Super Riviera, $1,520* (ps). '54 RM ’53 Statesman 2-dr., $485*, $185; Coun- 
conv., $1,200* (ps); Special 2-dr., $805, try club, $420°. °52 Statesman 2-dr., 
$795. $395*; Ambassador 4-dr., $285*, '51 Ram- 


CADILLAC—’57 (62) sedan de Ville, $4,- 
820* (ps). "56 (62) coupe de Ville, $3,- 
640* (ps); coupe, $3,225* (ps). °55 (62) 
coupe, $2,425* (ps). 54 Eldorado conv., 
$2,600* (ps). "53 (62) 4-dr., $1,170°. 


bler station wagon, $305*. 
OLDSMOBILE—’56 (98) Holiday, $2,350* 
(ps); (88) Holiday, $2,085* (ps), $1,- 
780°. °55 (88) Super conv., $1,625*; 4- 
dr., $1,475*; Deluxe Holiday, $1,610*, ’°54 
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Model Breakdown 
Of Auction Averages 








May, 1957 Apr. March 

Model To ‘Date 1957 1957 

$2,237 = $2,301 $2,330 

1,598 1,686 

1,242 1,247 

881 886 

571 575 

377 377 

242 263 

203 202 

Overall —— — —— 

Average $ 905 $ 927 $ 946 

(88) Super 4-dr., $1,295* (ps), $1,105*, 

$1,040*; Deluxe Holiday, $1,385*. 

PACKARD—’53 Clipper 4-dr., $470*. 


PLYMOUTH—’'56 Suburban station wagon, 
$1,495; Savoy (8) 4-dr., $1,285, 2 at $1,- 
160; Plaza (6) 4-dr., $1,000, $995, $985. 
"55 Savoy (8) 4-dr., $920, $910, $895, 2 
at $890, $875*; Plaza (6) 4-dr., $735. 54 
Belvedere 4-dr., $685; Plaza 4-dr., $545. 
°51 Cranbrook 2-dr., $140. 


PONTIAC—’ 57 Chieftain (8) Catalina, $2,- 


370°. '54 Chieftain (8) 2-dr., $1,250, ’55 
Chieftain (8) 4-dr., $1,175*; 2-dr., $1,- 
000*, $995. '54 Star Chief (8) conv., 


$775*. '53 Chieftain (8) Catalina, $605°*; 
2-dr., $575*°, $505°, $465. 

STUDEBAKER—'56 Power Hawk, 2-dr., 
$1,440*. "53 Champion 2-dr., $465*, $325*. 
"51 Commander Land Cruiser, $100*, 





WILLYS—’53 Aero Lark coupe, $310*. 

MISCELLANEOUS—’ 53 Renault 4-dr., $300; 
Studebaker 1-ton pickup, $415; Chevrolet 
%-ton pickup, $410, 


SEATTLE 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of May 1.) 

(Terrific action on clean units. Sold 
134 out of 162.) 


BUICK—’56 Super Riviera, $2,200* (ps). 
’55 Super Riviera, $1,755* (ps), $1,750° 


(ps); Century sedan, $1,710* (ps); RM 
4-dr., $1,400° (ps). °54 Super Riviera, 
$1,350* (ps). "53 Super Riviera, $710*, 


$695*. '52 Super Riviera, $595*. "50 Super 
Riviera, $395*; Special 2-dr., $155*, 
$150*, $120. '49 RM 4-dr., $135*, 
CADILLAC—’55 (62) coupe de Ville, $2,- 
995* (ps). ’53 (62) 4-dr., $1,350° (ps). 
"48 (62) sedanet, $225°. 
CHEVROLET—’57 Bel Air (8) Sport coupe, 
$2,505* (ps), $2,450°; Two-ten (8) Sport 
coupe, $2,255*. ‘56 Bel Air (8) station 
wagon, $2,095*; 4-dr., $1,750*; Two-ten 
(6) 2-dr., $1,420, $1,290. °55 Bel Air (8) 
Nomad, $1,860*; station wagon, $1,730°; 
Sport coupe, $1,705*; Two-ten (8) station 
wagon, $1,495; 4-dr., $1,105, $950. °54 
Bel Air Sport coupe, $1,190* (ps); One- 
fifty 4-dr., $550. '53 Bel Air 2-dr., $795*, 
$775; Sport coupe, $730; conv., $575, "51 
SL Deluxe 2-dr., $380; 4-dr., 70, $335°. 
"50 Delivery sedan, $325; club coupe, 
$240; 4-dr., $225. 
CHRYSLER—’55 NY 4-dr., $1,730* (ps). 
DeSOTO—’53 Fire dome (8) club coupe, 
$525*. '52 Custom club coupe, $320. 
DODGE—’55 Custom Royal 4-dr., $1,300*. 
*54 Suburban, $990. '53 Coronet Diplo- 
mat, $720*. '49 club coupe, $175. 
FORD—’'56 Fairlane (8) Victoria, $1,840*; 
conv., $1,835°; 2-dr., $1,680° (ps); Ranch 
Wagon, $1,620. '55 Thunderbird, $2,170* 
(ps); Country sedan, $1,590° $1,550, 


(Continued on Page 54, Col. 3) 
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NO MORE LATE NIGHTS, 
NO MONTH-END RUSHING 


The Underwood Post-Master 92 posts, 
balances and proves both ledger and 
statement in a single entry. This saves 
you all the time now spent in footing 
and balancing customer accounts... 
all the time now spent in locating and 
correcting trial balance errors . . . all 
the time now spent in transcribing de- 
tail entries to customer statements. The 
books are kept always in balance, elim- 
inating the overtime and frayed nerves 
from month-end closings. Statements 
are always ready to mail. 





This complete posting machine 
also doubles as adding machine 


Post-Master 92 has two registers, pro- 
viding for an automatic balance (debit 
or credit) on each account and for a 
proof total covering all entries made 
in the posting run. Other “big machine” 
features include automatic electric car- 
riage return and automatic date print- 
ing. In between posting runs, your 


underwood 


Master-Touch 
business machines 


ment delays. 








Post-Master 92 will also serve as an 
efficient duplex adding machine. 


You get so much for so little in the new 
Post-Master 92 . . . because it is based 
on the long experience and proved de- 
sign features of famed Underwood 
Sundstrand business machines. And all 
ot its money-making advantages can 
be yours with easy monthly payments. 


NEW PRESTIGE AND 
FASTER COLLECTIONS 


Many businessmen feel that the 
extra prestige of a neat, accurate, 
on-time statement is alone worth 
the cost of a Post-Master 92. And 
the statement that arrives on time 
always has a better chance of 
prompt payment. Also, people 
know from experience that ma- 
chine-posted statements are accu- 
rate — which again prevents pay- 








92 


New low-cost electric posting machine 
pays for itself over and over on parts 
and service charge accounts. 


How much does your bookkeeping system cost in 
supper money, overtime and wasted clerical time? 


How long does it take to mail out your customer’s 
statements after closing for the month? 


How long are you delayed in getting the current 


status on an account? 


How much is your business held back by outmoded 


posting methods? 


Can you afford such handicaps when it is so easy to 
simplify with the new low-cost Post-Master 92? 





Modern TEN-KEY method 
for speed and simplicity 


This brand new machine gives you the 
extra speed and simplicity of the fa- 
mous Underwood Sundstrand TEN-KEY 
TOUCH posting method. After just a 
few minutes of practice, your book- 
keeper will be able to make machine- 
posted entries. She will enter figures by 
touch alone, without having to look at» 
the keyboard. Everything about the 
machine has been simplified and stream- 
lined for effortless, high-speed posting. 





FREE FOLDER shows how easy it is for your bookkeeper 
to make the switchover. Unbelievable, until you see for yourself 
how simple it is to post parts and service charge accounts by this modern 
mechanized method. Complete literature answers all your questions. 
Call your local Underwood Showroom (see the Yellow Pages), or write 
to Underwood Corporation, One Park Avenue, New York 16, N. Y. 
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Title Certificate Data 
Simplified by Illinois 
CHICAGO.—Illinois certificates of 
title now need show only the manu- 
facturer’s serial number or identifi- 
cation number, the Chicago Auto- 
mobile Trade Assn. has informed 
its members. RED BANK, N. J.—Proposals for 
If such information is not avail-| new and broadened controls over 
able on the certificate and cannot | automobile financing have attracted 
be verified, the motor vehicle de-| increased attention in legislatures | 
partment will assign an identifica- this year, with several measures 
tion number, the CATA said. When| enacted and more likely to be on 
there is a motor change, a new cer-| Statute books before the remaining 
tificate of title showing such change | legislative sessions close. 
is no longer required. The Iowa , Legislature has passed 





Lawmakers Scan Sales Contracts .. . 


and sent to the governor a bill 
to require “full disclosure” of 
finance and insurance charges in 
automobile sales and mandatory 
refunds of unearned finance 
charges. 

The Iowa measure also limits fi- 
nance charges to 1.25 percent per 
month for new cars; 1.75 percent 
for cars one or two years old; 2.25 
percent for cars three or four years 
old, and 2.25 percent, plus $1 a 


By Bethune Jones 
Legislative Correspondent 





New Commercial Car Registrations 


First Quarter Totals, 1957-1956 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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States Control Auto Financing 


month up to $12, for cars five or 
more years old. 

Another bill to regulate auto in- 
stallment financing was _ cleared 
when the Minnesota House con- 
curred in changes made by the 
Senate. It was a compromise of a 
House bill on the amount of in- 
terest that may be charged on 
conditional sales contracts for new 
and used cars. 

As finally approved, the measure 
provides for maximum charges of 
$8 per $100 for new cars and cars 
one year old; $11 for cars two to 
three years old, and $13 for older 
cars, The original House bill called 
for rates of $7, $9 and $12, while 
an original Senate proposal would 
have provided rates of $9, $12 and 
$15. Under the bill, auto finance 
firms will be licensed and regulated 
by the State Banking Commission. 

Bills enacted in New York in- 
cluded one making all automo- 
bile installment sales subject to 

regulations imposed by a 1956 
state law, instead of only those 

under $3,000, Another new law 
enacted in New York sets up 
regulations for all other motor 
vehicle installment sales not cov- 
ered by the 1956 law. 

The Michigan Legislature has 
approved a bill requiring motor 


2246| vehicle installment sales contracts 


to so specify in red ink if they 
fail to provide for personal liabil- 
ity and property damage insurance. 


Colorado Bill Vetoed 


Contending it would be discrimin- 
atory, Gov. S. L. R. MeNichols 
vetoed a Colorado bill which would 
have regulated installment selling 
of automobiles. 

It would have prevented dealers 
and finance companies from charg- 
ing an annual rate of more than 
$9 per $100 on new vehicles; $12 
per $100 on cars not more than 
two years old; $15 per $100 on 
models not more than four years 
old, and $18 per $100 on older 
vehicles. 

Supported by the Colorado Con- 
sumer Finance Assn., the bill 
was epposed by a group of 
Denver finance com and 
auto dealers not affiliated with 
the sponsoring group. The op- 
ponents contended it was a 
“special interest” measure aimed 
at driving small companies out 
of the field. 

The governor objected that the 
regulatory provisions of the bill 
would apply only to one specific 
commodity. His veto was over- 
ridden by the House but upheld by 
the Senate. 

Enactment of Connecticut legis- 
lation was asked by the State 
Banking Department to give it 
blanket authority to “investigate 
and examine” the books of all sales 
finance companies in ‘the state, ex- 
cept those operated by automobile 
dealers, under supervision of the 
State Motor Vehicle Department. 

In advocating the bill, State Bank 
Commissioner Henry Pierce told a 
legislative committee hearing that 
his department now cannot look 
into the records of any finance 
company unless someone makes a 
written complaint, and that even 
then it must limit its probe to the 
account covered by the complaint. 

Another Connecticut proposal, 
stil pending at this writing, 
would increase financing charges 
allowed on used 

Backed by the Connecticut Auto- 
motive Trades Assn., but opposed 
by Commissioner Pierce, the bill 
282| would not disturb the $7 annual 
rate per $100 for new cars, but 
would increase from $9 to $10 the 
rate for cars less than two years 
old, and from $12 to $15 the rate 
for cars more than two years old. 


8 Pct. Loan Ceiling 


Favorably reported to the Florida 
House by its banking committee 
was a bill which would put an 8 
percent ceiling on financing charges 
for new automobiles. 

‘Sidetracked by the same com- 
mittee was another bill which 


= would have fixed a ceiling of 7 per- 


cent on finance charges for new 
cars and. provided that the dealer’s 
reserve could be no more than 2 
percent of the unpaid cash balance 
on the financing contract. The deal- 
er’s reserve was defined as that por- 


—, 


tion of the finance charge returneg 
to the dealer. 

A bill pending at this writing 
in the Massachusetts Legislature, 
with a favorable report from the 
banking committee, would set up 
new regulations for automobile 
sales financing. It would limit 
charges to 8 percent on new cars; 
10 percent on cars under two 
years old, and 12 percent on cars 
over two years old. The measure 
also would require that insurance 
costs be broken down in the sales 
contract. 

Oklahoma’s House approved a bil] 
to tighten regulations on all ip. 
stallment sales contracts, It woulg 
make it a misdemeanor for sellers 
to execute such a contract in blank 
All blank spaces would have to be 
filled out and the contract reag 
completely before the purchaser 
could sign it. The measure algo 
would require such contracts to 
itemize the amount of interest, in- 
surance and other charges made. 

The Oklahoma bill was sponsored 
by Rep. Robert O. Cunningham, 
Oklahoma City, who said many 
purchasers had signed blank in. 
stallment sales contracts and later 
discovered that various charges 
listed in the contract came to more 
than the original purchase price. 

A bill approved by the Oregon 
House to regulate installment sales 
of automobiles was amended by the 
Senate to set up a new schedule 
of finance charges. 

As approved by the House, the 
bill called for a maximum charge 
on the sale of new or used cars 
of $10 per $100 of sales price or 
$25, whichever was higher. 

The Oregon Senate committee, 
however, approved an amendment 
to the bill which would fix the 
maximum charge on new cars at 
$8 per $100; $10 per $100 on used 
cars less than two years old and 
$12 on used cars more than two 
years old. Final action was still 
awaited at this writing. 


Nebraska Bill Fails 


Rejected by the Nebraska Legis- 
lature’s banking, commerce and in- 
surance committee was a contro- 
versial bill, listed as LB 401, which 
would have set up new regulations 
for the financing of automobile 
sales. The committee agreed, as an 
alternative, to ask the attorney 
general's office and the State Bank- 
ing Department to provide the 
framework for a new bill dealing 
with time sales contracts and 
charges on them. 

Time sales are not currently 
subject to regulation by the Ne- 
braska State Banking Department 
as are banks and small loan com- 
panies. The Supreme Court has 
held, in effect, that while bona fide 
time sales contracts have their 
place, a loan cannot be disguised 
as an installment sale to circum- 
vent interest rate limitations. 

In another development, the Ne- 
braska Legislature killed a bill, 
listed as LB.573, which would have 
permitted merchants doing credit 
business to charge the same interest 

(Continued on Page 51, Col. 1) 





International Salute— 


More than 100 International multi-stop 
trucks with Metro bodies formed a rolling 
tribute to J. H. Kline, International New 
York _ district manager, in a mass drive- 
away from Bridgeport, Conn., site of the 
Metropolitan Body Co. Huge letters af- 
fixed to the tops of the 132 trucks spelled 
out “International's New York Truck 
Dealers and Branches, in Gratitude, Sa- 
lute Jack Kline with this driveawoy.” 
With a dealer or salesman at the wheel 
of each, the trucks were driven to scles 
outlets in the New York district. 
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Lawmakers Scan Sales Contracts .. . 
ee 


States Control Auto Financing 


(Continued from Page 50) 
rate allowed banks. In effect, 
merchants would have been per- 
mitted to charge up to 18 percent 
some circumstances, 

Although supported by many 
merchants, this bill was opposed 
by automobile dealers, who feared 
they stood to be brought under 
its provisions and would be 
handicapped in motor vehicle 
sales financing. 

Meanwhile, Nebraska Senator 
Terry Carpenter, Scottsbluff, pro- 

an investigation by the state 
tax commissioner of firms dealing 
in time sales contracts, The probe 
would be aimed at determining 
whether taxes are being properly 
paid on such sales, State Tax Com- 
missioner Fred Herrington said 
such notes are taxable at the rate 

ur mills. 
i of enactment in the 
Rhode Island Legislature was a bill 
which would have regulated | in- 
stallment sales of motor vehicles 
and providing for licensing of 
automobile sales finance companies 
under jurisdiction of the state 
nking commissioner. 

g oe by Rep. G. Cc. Berk, 
Providence Democrat, the bill would 
have limited financing charges to 
7 percent annually on new eel 
9 percent for cars up to two years 
old, and not more than 12 oy 
on all others. 

Turned down by the South | 
Dakota Legislature was a bill | 
which would have limited finance 
charges on automobile sales and 
required complete disclosure of | 
automobile installment sales con- 
tract terms. : 
On new cars, the maximum in- 
terest rate permitted would have 
been 1.25 percent a month on the 
declining balance. On two-year-old 
cars the maximum rate would 
have been 1.5 percent, and on older 
cars the rate would have been 2.25 
percent a month. A minimum fi- 
nance charge of $20 for each con- 
tract would have been provided. 


Interim Study in N. D. 

North Dakota’s Legislature 
adopted a concurrent resolution 
calling for an interim study by the 
State Legislative Research Com- 
mittee on installment sales financ- 
ing, smal] loan interest rates and 
related issues, Findings and recom- 
mendations will be reported to the 
1959 Legislature. 

In another development, a “thor- 


Turbines Need 
Cheaper Metals, 
GM Aide Says 


HARTFORD.—New low-cost ma- 
terials able to withstand extreme 
temperatures must be developed if 
the gas turbine engine is to compete 
on a coast-per-pound basis with 
the conventional piston or the free 
piston engines, according to Dr. 
Robert F. Thomson, of the General 
Motors research staff. 

Thomson, who is head of the met- 
allurgical engineering department 
at General Motors Technical Center, 
said that promising materials for 
gas turbines are not only initially 
expensive but also more costly to 
fabricate and process on a per- 
Pound basis. 

He told the Hartford chapter of 
the American Society for Metals, 
however, that other considerations, 
such as engine performance, may 
determine adoption of any new type 
Power plant regardless of raw ma- 
terial costs. 

Conventional piston engines and 
experimental free piston-turbines, 
which need few high temperature 
alloys, are less expensive from 
& materials cost-per-pound stand- 
_ than a gas turbine engine, he 

Discusing the gas turbine in GM’s 
experimental Firebird II passenger 
car and Chevrolet’s Turbo-Titan 
truck, Thomson said that high- 
temperature alloys now used in 
them are performing satisfactorily 
at temperatures up to at least 1500 
degrees. 

“I think it is only fair to say 
that the prototypes (of gas tur- 
bines) built to date,” he explained, 

e materials are probably better 
than the minimum needed for satis- 
factory performance.” 


ough investigation” of the automo- 
bile financing business in Kentucky 
was recommended by the Kentucky 
Department of Insurance in a 
report charging that certain com- 
panies have been guilty of unfair 
practices in connection with the 
insurance of motor vehicles pur- 
chased on installment plans, 

Kentucky Commissioner Cad P. 
Thurman declared that, in view 
of the “undue publicity” given 
the state’s year-long insurance 
investigation, it should be broad- 
ened to include all phases of 
automobile financing. Deputy 
Commissioner Frank Hart said 
any such investigation would be 
conducted mainly by the State 
Motor Transportation Depart- 
ment, which licenses automobile 
dealers. 

In Michigan, meanwhile, State 
Banking Commissioner Alonzo L. 
Wilson has issued a statement as- 
serting that motorists buying cars 
on the installment plan have ex- 


cellent protection under Michigan 
law. 


He explained he was making the 
report on Michigan’s motor vehicle 
Sales finance act because of recent 
widespread publicity given to 
abuses of the installment sales 
system in other states. 


Wilson termed the Michigan 
vehicle sales finance act one of 
the most comprehensive of its 
type in existence. He noted. that 
the State Banking Commission 
licenses dealers selling cars on 
the installment plan and also 
investigates complaints of abuses. 
The Michigan act, adopted six 
years ago, provides for maximum 
rates, maximum delinquency 
charges which may be assessed, in- 
Surance coverage disclosures, limi- 
tations as to what costs may be 
included in a contract, the buyer’s 
rights in the event of refinancing 
or repossession, and provides a 
formula for computing rebates in 
the event of prepayment of the 
contract. 


AT OPEN THROTTLE 
HIGH SPEEDS AND AT 


HIGH VACUUM 
LOW SPEEDS 


CHROME CONTROL 
LEAK-PROOF PISTON 


RINGS HAVE 


CRACKED THE OIL 
MILEAGE BARRIER! 


» 


INSTANT BREAK-IN! 


TOP PERFORMANCE 
IMMEDIATELY. 


Chrome Control rails are 
prepared for instant mating, 
before installation, by the 
exclusive McQuay-Norris 
heat shaping process, followed 
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» 
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by lapping. They start with bs 
perfect bearing on the cylin- 
der wall surface. To facilitate 
immediate top performance, 
Chrome top rings are used 


only where needed. 


NO OIL WASTE! 


AT HIGH SPEED DRIVING. 

Special patented flexible ex- 
pander prevents high speed 
ring “flutter” and “‘surfboard- 


ing.”” Chrome Armored steel 
rails wipe oil from cylinder 
walls and safeguard cylinders. 


4 


.. ethere’s 


AT LOW SPEED DRIVING. 
Specially designed and 


machined separator ring sup- 
ports and stabilizes Chrome 
Armored steel rails— prevents 
rocking—seals the groove 
—prevents low speed oil 
“c-r-e-e-p”” around the ring 
due to high vacuum— yet per- 
mits free action in the groove. 


ST. LOUIS” « 


Swedish Actress Campaigns for Volvo— 


Actress. Signe Hasso has been retained by Volvo Distributing, Inc., Detroit, as a 
“Good Will Ambassador.” Miss Hasso, a lovely Swedish import herself, will lend her 
| personal charm to an extensive advertising, sales promotion and public relations 


campaign on behalf of the Swedish-made Volvo. 
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PISTON RING Set 
APPROVED ORIGINAL EQUIPMENT FOR CARS, TRUCKS, BUSES, AND TRACTORS. 


McQUAY-NORRIS MANUFACTURING CO 
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LARGEST PRODUCER OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 
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Vance Outlines Aid Plan... 


8-Point Nuclear Program 


NEW YORK. — An eight-point;this will rise to 300 million tons 
program to promote development] within 20 years—at an annual cost 


of nuclear power abroad has been 
outlined by Harold S. Vance, former 
Studebaker chair- 
man who now is 
a member of the 
U. S. Atomic En- 
ergy Commission. 

Vance ad- 
dressed the 
Atomic Indus- 
trial Forum 
Symposium on 
International 
Problems of the 
Atomic Indus- 
Harold 8. Vance try. 

Using Western Europe as an ex- 
ample, he explained that promoting 
nuclear power at home and abroad 
are two different problems, and 
that two approaches are required. 

He said Western Europe now 





must import equivalent of 100 mil-| Rickenbacher, 


| 





of $6 billion. 

“Such a financial burden would 
be well nigh intolerable,” Vance 
declared. “And almost as bad would 
be the economic hazard of such 
great dependence on imported fuel. 
What happened at Suez brought 
that point home, of course.” 

Western Europe, he said, wants 
technological assistance in devel- 
oping nuclear power, and the U. S. 
has promised to supply it “to the 
best of our ability consistent with 
our other obligations.” 

There are two important reasons 


Radio for Ringsby 
SALT LAKE CITY. — Ringsby 
Truck Lines, Inc., has completed 
installation of two-way radio equip- 
ment in 20 local pickup and de- 
livery trucks, according to R. L. 
Ringsby’s methods 





for furnishing this assistance, 
Vance said. First of all is the de- 
sire to keep Western Europe in the 
orbit of free nations. He noted that 
“transfer of Western Europe’s in- 
dustrial capacity to the other side 
would be nothing short of a calam- 
ity.” 

There is also the economic con- 
sideration. He said the knowledge 
of cost and other details that would 
accrue to the U. S. “might help us 
along the road to our goal of nu- 
clear power so economical that we 
can commence to use it extensively 
in our own country.” 

The eight steps which Vance sug- 
gests to promote development of 
nucleat power abroad are: 


“1. We should make available, on 
an unclassified basis of course, all 
of the technical knowledge which 
we have on nuclear power develop- 
ment; and we should set up ma- 
chinery for the easy and prompt 
exchange of additional information 
of this character. 


“2. We should be prepared to 
make firm commitments to fur- 
nish the specific amount of en- 
riched uranium fuel required for 
an individual reactor over a period 
of years. 
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agree to provide, so long as neces- 
sary, facilities for the prompt chem- 
ical reprocessing of fuel elements 
and for this service to be available 
at reasonable prices. 

“4. We should agree to purchase 
plutonium produced in reactors 
abroad for a reasonable period, as 
we have already done for plutonium 
produced at home, looking toward 


lion tons of coal a year and that/| engineer, 


“3. We should be prepared to 


the time when our present research 





ORDINARY CLEAR GLASS WINDSHIELD. 


Sky glare alone, even without direct — causes 


squinting and fatigue. A light meter rea 


g at the 


top of the windshield measured 140, 


E-Z-EYE SHADED WINDSHIELD. Under ex- 
actly the same natural light conditions, the light 
meter behind the transparent blue band at the to 
measured 60. Eyes shaded from glare are unstrain 


THIS is why 55% want “tinted glass”! 


GLASS 





When Popular Mechanics Magazine ran a nationwide survey 


in 1956, 55% of the respondents said they wanted “tinted 


glass” in their next car. These comparison pictures of 


E-Z-Eye and an ordinary windshield show wAy. (Incidentally 


full-color photographs like these are appearing in full- 


Holiday during 1957.) 


Wouldn’t it be more profitable to order more of your cars 


with E-Z-Eyve? 


E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 


Reduceo Glare, Eyestiain,, Sun Heat 


LIBBEY-OWENS- FORD GLASS COMPANY -+ 


TOLEDO 3, 


OHIO 


a 
program will develop a practica 
way to recycle plutonium and bury; 
it in the reactors in which it jg 
made. 

“5. We should be prepared to vig- 
orously continue research in certain 
well defined fields, such as the de. 
sign and fabrication of fuel ele. 
ments, improved technique in chem. 
ical processing, and, as stated above, 
the recycling of plutonium. 

“6. We should be prepared in 
appropriate cases to lease, to sel] 
outright, or to sell on an install. 
ment basis, special nuclear mate. 
rials and reactor materials such 
as heavy water. 

“7. Through the Export - Import 
Bank, we should offer capital fund 
loans for nuclear power installa. 
tions under the same terms and 
conditions as such loans have been 
made to finance conventional power 
installations. 

“8. We should address ourselves 
to the problem of how best to limit 
the third party liability of Ameri- 
can manufacturers who sell com- 
plete installations or parts and com- 
ponents thereof for use abroad. 

“To all of this must be added the 
vital part which only industry can 
play if our international program 
is to go forward as I am sure all of 
us hope it will.” 


Knetzer Estate 
Freed of Claim 
For $27,400 


CHICAGO.—The estate of Robert 
L. Knetzer, flamboyant postwar 
auto dealer at Edwardsville, I1., will 
not have to pay an alleged creditor 
$27,400 after all, the U. S. Court of 
Appeals here ruled last week. 


The court reversed a Federal Dis- 
trict Court decision and upheld an 
Appellate Court decision of Jan. 13, 
1956. 

Robert W. Jaffke, St. Louis, 
claimed he loaned $47,980 to 
Knetzer, who was declared bank- 
rupt in 1948, Jaffke supported his 
claim with an affidavit from Knetzer 
stating the dealer had borrowed 
the money and had given $36,000 of 
it to William C. Dunham, Knetzer’s 
trustee in bankruptcy. 

The ruling discounted the affi- 
davit as an irresponsible statement 
by Knetzer. Knetzer died Aug. 26, 
1953. 


Perfect Circle Ups 


D. Teetor, Prosser 


HAGERSTOWN, Ind. — Perfect 
Circle Corp.’s directors have named 
Donald H. Teetor as chairman, Wil- 
liam B. Prosser as president and 
Herman C. Teetor as vice-president. 





W. B. Prosser 

Donald H, Teetor, Perfect Circle 
vice-president for 11 years, suc- 
ceeds his brother, Lothair Teetor, 
who is retiring. 

Prosser, a vice-president since 
1951, succeeds Ralph R. Teetor who 
is also retiring. Both Ralph R. and 
Lothair Teetor are continuing 48 
directors. Another brother, Daniel 
C. Teetor, is also a director. 


D. H. Teetor 





Year-End Upswing 
Seen in Auto Sales 


ROCHESTER, N. Y.—A surge 
in auto sales at the end of this 
year was forecast by the presi- 
dent of the New York State Auto 
Dealers Assn, 

Nelson K. Mintz, Staten Island, 
said many buyers who 
cars in 1955 by the end of this 
year will have finished their 36 
months of payments and may 
come back to the market, He 
Saneney sales this year at 5,900,- 

Mintz said he thought American 
manufacturers will not produce 
large quantities of smaller cars 
“in the foreseeable future” al- 
though he believes the small car 
“definitely has a future.” 
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Current Prices on New Cars 





The following advertised - deli-ered 

s include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 


equipment, 

1CK — Special — 4-dr., sed., $2,659.53; | 
oar, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 


986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,-| 
” Super—4-dr. hardtop, $3,681; 2-dr. | 
nardtop, $3,536; conv., $3,901. Roadmaster 
_4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
wqg"—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen-| 
fury, Super, Roadmaster and Roadmaster | 
“75,” Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
prakes standard on Roadmaster ‘‘75.’’) 
CADILLAC — Series 62 — 4-dr. hardtop, | 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
, $7,285.96; Eldorado Biarritz conv., 
$7,285.96 ; Eldorado Brougham 4-dr, hard-| 
top, $13,074. Sixty Special—4-dr. hardtop, | 
$5,614.32. Series 75—8-pass, sed., $7,439.88; | 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 
CHEVROL — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 


4dr, hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 


4-dr, 3-seat stat. wag., $2,563.32, Bel Air— 
4-dr, sed., $2,290.32; 2-dr. sed., $2,238.32; 
4dr, hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat, wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757..32. Corvette—Hardtop 
epe. or conv. (V-8 only), $3,465.32. 
CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr, hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand-| 
ard on Saratoga and New Yorker. Torque- | 
Fite, power brakes standard on 300-C.) | 
CONTINENTAL 2-dr. hardtop, $9,-/| 
966. (Turbo-Drive, power steering, power) 
brakes standard.) 
DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- | 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3.-| 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. | 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard-| 
top, $3.141.75; 2-dr. hardtop, $3,084.75; | 
conv., $3,361.25. Fireflite—4-dr. sed., $3,-| 
486.75; 4-dr. hardtop, $3,670.75; 2-dr, hard- | 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat | 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 
DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 





| Sierra, $3,073; 
$3,087; 4-dr, 3-seat Custom Sierra, $3,215. | 


sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr, hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr, 2-seat Sierra, $2,946; 4-dr 3-seat 
4-dr, 2-seat Custom Sierra, 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 


$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairlane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 


4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr, 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 


try sedan, $2,556.08; 4-dr, 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12. 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80. (Power brakes standard 
on Custom.) 

IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 


4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 


Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 

LINCOLN—Capri—4-ar, sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 


4-dr, hardtop, $3,848.80; 2-dr. hardtop, $3,- | 
| 757.80; Pace Car conv., 


$4,102.80. Station 
Wagons — Commuter —- 2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 

METROPOLITAN — 2-dr. 
527; conv., $1,551. 

NASH — Ambassacor Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, §3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr, hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 


hardtop, $1,- 


top, 


440 


4-dr, 


conv. 


$2,418.50; 
(V-8 std.), $2,638. Fury—2-dr. hard- | 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
2-seat Custom, $2,493.75; 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75. 


; 4-dr, 


2-seat stat. 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl. mod- 
Plaza—4 


els. For V-8s, add $100.) 
$2,054.75; 2-dr. sed., 


2-dr, 


wag., 


$3,384. 


hardtop, 


PONTIAC — Chieftain — 4-dr. 


$2,614.39; 


wag., 


$2,664.39; 
hardtop, $2,735.39; 4-dr, 
$3,021.39. Star Chief—4-dr. 
$2,839.39; 4-dr. custom sed., $2,896.39; 
hardtop, $2,975.39; 2-dr. hardtop, $2,- 


2-dr. 
2-seat stat. 
stat. 
sed., 
2-dr. 
wag., 
sed., 
4-dr. 


wag. 


4-dr. 


4-dr. 


(Flighto- 


-dr, sed., 
$2,008.50; bus, cpe., 
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901.39; 
(fuel 


wag., 


$2,348.50; | 


sed., 


4-dr. 


$2,- 
527.39; 2-dr, sed., $2,463.39; 4-dr. hardtop, 
hardtop, $2,529.39; 
$2,441.39; 
$2,898.39. Super Chief—4-dr. 
hardtop, $2,793.39; 
2-seat stat. 
deluxe 


2-dr. 
3-seat 


4-dr, 


conv., 
injection), 
Safari stat. wag., $3,481.39; 4-dr. 
Safari stat. wag., $3,636.39, (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville.) 
RAMBLER — Deluxe Six — 4-dr, sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr, 2-seat stat. 
$2,409.65. 


170.79; 2-dr, 
deluxe sed., 
custom 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 


sec 


$5,782.39; 


2-dr, 


$3,105.39; Bonneville conv. 
2-seat 
2- 


Custom Six—4-dr. 


1., $2,173.29; 


| seat stat. wag., $2,539.65. Custom V-8—4- 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2- | dr, sed., $2,342.65; 4-dr, hardtop, $2,427.65; 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr, sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr, hard- | 8—4-dr. hardtop, $2,785.90, 

STUDEBAKER—Champion 6—4-dr. cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 
custom sed., $2,000.59; 2-dr. 
$2,123.09. Commander V-8— 
deluxe 


seat hardtop stat. wag., $2,714.60, Rebel V- 


4-dr. 


sed., 





seat 


2-dr. deluxe sed., $2,246.09. President V-8 


4-dr, 
4-dr, 





Truck 


sed., 


V-8, 


$2,538.82. 
2-seat Pelham 6, 
2-seat Parkview V-8, $2,- 
2-seat Provincial 
2-seat Broadmoor V-8, §2,- 
665.97. Hawks—Silver Hawk 6 cpe., 
141.59; Silver Hawk V-8 cpe., 
Golden Hawk V-8 2-dr, hardtop, $3,181.82. 
(Overdrive standard on Golden Hawk.) 


$2,263.17; 


—4-dr, sed,, $2,407.29; 2-dr, sed., $2,357.99. 
President Classic — 4-dr. 
Station Wagons—2-dr., 
$2,381.59; 2-dr. 
504.69; 
560.72; 


$2,- 
$2,- 


Good °57 Ex 





pected 
| By Sealed Power 


MUSKEGON, Mich. — Paul C. 
Johnson, president, Sealed Power 
Corp., told shareholders that 1956 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60.| was the company’s second biggest 
Super V-8—4-dr. sed., $2,252.60; 4-dr. 2-| year in both sales and earnings, He 


| predicted that 1957 would top 1956. 
4-dr, 2-seat stat. wag., $2,629.65; 4-dr, 2-| 


First-quarter operations this year 


| were a bit behind the corresponding 
| period of 1956, In the three months 
ended March 31, the company 
earned $335,000 on sales of $5,827,000, 
compared with earnings of $463,000 
on sales of $6,107,000 a year carlier, 


Johnson said plant and equipment 
$945,182 in 1956 


additions totalled : 
and that the capital expenditures 
program for 1957 will total about 
$1.5 million. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 
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All States for March, 1957-1956 


are released here weekly, 
compiled by R L. Polk repre- 
sentatives in state capitals. 
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Precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 





tabulated at the time the sopert is fenne. R. L, Polk & Co. cannot assume any liability by reason of 


inaccuracies or omissions."'"—R. L. 
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AUTOMOTIVE NEWS, MAY 13, 1957 


BUMPA-TEL FOR '57 


ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


“Models available for all American Made Cars of 1957 model.” 


UNLETTERED $14.00 
LETTERED (Max. 80 Letters) 18.00 
LETTERED ON FULL SCOTCHLITE 26.50 
Add each for turned edge panel 2.00 


All prices F.O.B. Mounds, Ill. 2% off for cash with order: 
Please state make, model and series when ordering. 


We will accept collect calls for orders of 5 or more signs. 


BUMPA - TEL SIGN DIV. 


(Canadian & U. S. Pats Pending) 


Phone SH. 5-9415 


Mounds, Illinois 


SALES REPRESENTATIVES 


Industrial Sales 
1908-8 29th Ave. Seo. 
Phone TR 9-9641 
Homewood, Ala. 


Tem Mixon Lleyd Kemp 
111 Lawrence St 8631 Riverview Bivd. 
Methuen, Gass. St. Louis 21, Me. 

Phone EVergreen 1-5023 
D. J. Norton . 


Robert Bechard 


Montreal, Quebec 


11955 Grenet St., Apt. 7 
Phone Riverside 8-7019 


Cc. J. Richards 
502 South 15th St. 
San Jose, Calif. 


Howard James 
12640 Strathmoor 
Detroit 27, Mich. 


vew glaskit 


windshield scratch remover kit 




















Complete kit 
only 


will safely remove scratch. 
Bristol Sales and Mfg. Co. 


Bridgewater, Massachusetts 


... fast, easy to use 


Windshield scratches, 
sleeks disappear in minutes with 
Glaskit on the job. Only $4.95 yet 
it does the same expert job as kits 
costing up to $50.00. Offers 
profit of $10.00 to $15.00 per 
hour for garages and service 
stations . . . ideal for use by 
bus, taxi and truck fleet 
operators. 


Simple to use: 
1.)Mark scratch position with 
special crayon; 2.) Soak felt 


streaks and 


wheel in water then mount 
in electric drill; 3.) Polish 
using compound fur- 
nished. It's that easy to 
make windshields like 
new again! 


See your dealer or write 


direct for your Glaskit today. 





JOBBERS! 


VALUABLE GLASKIT FRAN- 
CHISES STILL OPEN — 


WRITE FOR DETAILS TODAY 
497 West Water Street 


Absolutely no damage to car: May be mounted or dismounted in 
seconds without tools (after original installation which requires about 
30 minutes) 


Due to the low lines on '57 cars we recommend use of the petite 
(40" x 12") sign and unless otherwise instructed will furnish this size. 


WARREN HASTINGS MOTOR COMPANY, INC. 


Auto Auctions 


(Continued from Page 49) 


$1,540; Custom (8) 4-dr., $1,095, $995, 
$990, $825. °54 Country sedan, $1,285*; 
Crest (8) Victoria, $960; Custom (8) 2- 
dr., $845, $770. °53 Custom (8) club 
coupe, $800*; Victoria, $775; Main (8) 
2-dr., $530, $500. °52 Ranch Wagon, 
$665; Crest (8) conv., $525; 4-dr., $440; 
2-dr., $420. °51 Custom (8) Victoria, 
$430; conv., $360; 4-dr., $355, $260. '50 
conv., $315; 2-dr., $180, $125. 

HUDSON—’51 Commodore 4-dr., $345*. 

KAISER—’51 Deluxe sedan, $275. 

MERCURY — '56 Montclair Sport coupe, 
$2,275* (ps); Phaeton, $2,200*; Custom 
2-dr., $1,665*. °55 Montclair Sport coupe, | 
$1,860* (ps); Monterey 4-dr., $1,430*; | 
Sport coupe, $1,410; Custom 2-dr., $1,- 
160*. ‘54 Custom 4-dr., $920, ’51 4-dr.,| 
$345, °49 4-dr., $230. } 

NASH —’°56 Rambler station wagon, $1,- 
800*, '55 Rambler Cross Country, $1,430. 

OLDSMOBILE — ‘56 (88) 4-dr., $2,200* 
(ps); 2-dr., $2,015*. 55 (98) Sport coupe, 
$1,685* (ps). ’53 (88) conv., $1,000*,. ’52 
(88) Super 4-dr., $615*; (88) 2-dr., 
$575*. °51 (88) Super 4-dr., $395°. °48 
sedanet, $150. 

PACKARD—’50 4-dr., $135*. | 

PLYMOUTH—’56 Suburban, $1,800*. °55 
Belvedere (8) station wagon, $1,420*; 
Plaza (8) Suburban, $1,360; 2-dr., $1,- 
070°. 53 4-dr., $475. 

PONTIAC—’56 Chieftain (8) Sport coupe, 
$1,795*. °55 Star Chief (8) Sport coupe, 
$1,655*, $1,620*. 54 Chieftain (8) 4-dr., 
$925*; 2-dr.. $725. °52 Chieftain (8) 4- 
dr., $445, $350°. '49 4-dr., $150, $120. °48 
4-dr., $100*. 

STUDEBAKER — ‘52 Commander 4-dr., 
$235; Sport coupe, $320. | 

MISCELLANEOUS ’56 Ford transport, 
$2,000. °55 Volkswagen Sunroof 2-dr., | 
$1,415. "54 Chevrolet %-ton pickup, $775. 
’53 English Ford Zephyr, $720. "52 Dodge 
™%-ton pickup, $460. °51 Dodge %-ton 
pickup, $390. °50 Ford %-ton pickup, 
$450. °46 Dodge pickup, $225; Chevrolet 
%-ton pickup, $175. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of May 3.) 
(Lots of clean cars and plenty of ac- 
tton by both buyers and sellers. Weather 
was nice. Sold 196 cars out of 256.) 
BUICK—’57 Special 4-dr., $2,165°. '55 Cen- 
tury Hardtop, $1,750*; Super Hardtop, 
$1,530*; Century conv., $1,500; RM 4- 








dr., $1,400* (ps); Special Hardtop, $1,- 
2. '53 Super Hardtop, $650°. °52 4-dr., | 


$255°. | 


CADILLAC—'56 (62) 4-dr., $3.400° (ps). | 
"5S (62) 4-dr., $2,575* (ps). '54 (62) 4-| 
dr., $2,350° (ps). '53 Special 4-dr., $1,- 
210°. '52 4-dr.. $750°. 

CHEVROLET—’57 Bel Air (8) Hardtop, 
$2.270°; 4-dr.. $2,080°; 2-dr., $1,855°. | 
"56 Bel Air (8) 4-dr.. $1.525*: Two-ten 
4-dr., $1,340; 2-dr., $1,320. "55 Bel Air 
(8) 2-dr., $1,090°: Two-ten 4-dr., $850; 
One-fifty 2-dr., $650. "53 Two-ten station 
wagon, $700; 2-dr.. $505°. ‘52 2-dr., 
$290°. '51 2-dr., $250°. '50 2-dr., $300; 
coupe. $260. '41 coupe, $380. 

CHRYSLER — '55 Windsor 4-dr., $1,400*. 
"54 NY Hardtop, $890°*. 

DeSOTO—'54 Firedome (8) 4-dr., $720. 

DODGE—’'56 Coronet coupe, $1,215*. ‘55 
Coronet coupe, $1,200*; Royal 4-dr., $1,- 
110°. '53 4-dr., $500°. °51 coupe, $300°. | 

FORD—'57 Fairlane (500) 2-dr.. $1,850.) 
"56 Victoria Hardtop. 2 at $1.550; Fair-| 
lane 4-dr., $1,500; Custom (8) station 
wagon %1.475*; 2-dr., $1,240; 4-dr. $1,-/ 
060. °55 Fairlane (8) conv.. $1,225*; 2- 
dr., $982.50. '54 Sun, $700; Custom 2-dr., | 
$660°. ‘53 Custom 4-dr., $595*. '52 Cus-| 
tom 2-dr., $515*°. "51 Deluxe 2-dr., $400. 
"59 coune, $300. "49 4-dr., $300. 

LINCOLN—'54 coupe. $1.160*. | 

MERCURY.—'57 Montclair coupe, $2,660*. 
‘56 Montclair 4-dr., $1,785; Monterey 4-| 
dr., $1,575*. "55 Montclair 4-dr., $1,175*. | 

OLDSMOBILE—’'57 (88) 4-dr., $2,500*, ‘56 
(88) Holiday, $2,025*. "55 (88) Hardtop, | 
$1,560°; (88) Super 4-dr. $1,460*°: 2-dr.. 
$1,350°. "54 (88) 4-dr.. $1,130°, "53 (88) 
Hardtop, $710°. "52 (98) 4-dr., $500°. 

PLYMOUTH—'56 Savoy (8) 2-dr., $1,230.! 





"55 Belvedere 4-dr., $1,100; 2-dr., $775. 
"53 Cambridge 4-dr., $375. '51 4-dr., $195. 

PONTIAC—'56 Star Chief conv., $1,660*; | 
Catalina 4-dr. $1,625*. '55 Chieftain 4-| 
dr., $1,335*; coupe, $1,260*, '54 Chieftain | 
4-dr., $720°; 2-dr., $550. ‘53 Chieftain | 
Deluxe, $650°. "52 4-dr., $360°, $310. '50) 
2-dr., $285. 

STUDEBAKER—’54 Champion 2-dr., $400. | 
"53 4-dr., $235. "51 4-dr., $190. 

WILLYS—'55 4-dr., $655. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction, Inc, Sale every 

Tuesday. Prices are for sale of Apr. 30.) 

(Market gaining some. Sold 55 cars out 
of 135 offerings.) 

BUICK — ’'53 RM 4-dr.. $675*, $495. ’51 
Special 2-dr., $320, $270*. 

CADILLAC—’'55 (75) 4-dr., $2,860* (ps). 
"52 (62) coupe, $1,125, $800*. 

CHEVROLET—’57 Two-ten (6) 4-dr., $1,- 
725, $1,690. "55 Two-ten (8) 2-dr., $947, 
$942. '54 Bel Air 2-dr.. $795; Two-ten 
2-dr.. $697, $685. ‘53 Two-ten 4-dr.. 
$395, $310. "51 SL Detuxe 4-dr., $359, 
$350, $300; conv., $225. '50 SL Deluxe 
2-dr., $180. 

DeSOTO—'57 Firedome 4-dr.. $2,562*. 

DODGE—'52 Custom 2-dr., $125. 

FORD—’'57_ Custom (8) 300 4-dr., $1,850, 
$1,725. "56 Custom (8) 300 4-dr., $1,320. 
’55 Custom (8) 2-dr., $1,125. 54 Crest 
(8) Victoria, $912; Custom (8) 4-dr., 
$700, $675. 53 Crest (8) Victoria, $505; 
Custom (8) 4-dr.. $612. "52 Custom (8) 
2-dr., $300. '51 Custom (8) 2-dr., $375, 
$220. '50 4-dr., $230. 

MERCURY — '54 Custom 4-dr., $690. ’52 
— 4-dr., $700. '51 Custom 2-dr., 

NASH—’57 Rambler 4-dr., $1,775. 

PLYMOUTH — ’52 Cranbrook 2-dr., $350, 
$180. '50 2-dr., $350. 

MISCELLANEOUS — ’54 Chevrolet %-ton 
ton pickup, $575. '53 GMC %-ton pickup, 
$350, $300; Ford %-ton pickup, $460, '51 
Ford %-ton pickup, $275; Chevrolet %- 
ton pickup, $257. '49 Chevrolet %-ton 
pickup, $265. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Apr. 30.) 
(Market steady on clean cars. 


(Continued on Page 55, Col. 1) 











HYDRO-SEAL! 





MECHANICS” 


Clean Automatic Transmissions 


Without Brushing or Scraping! 


wir GUNK 





Simply dunk transmission housings, turbine wheels, con- 
trol valves, and other parts into GUNK HYDRO-Seal, 
which will remove sticky carbonized oils, and gums, 
quickly and easily, and brighten parts too... without 
brushing and scraping . . . loosens frozen gaskets so they 
may be lifted off. U. L. approved. 


Sold in 5 gallon Pails (with dipping basket), 30 gal. 


and 55 gal. drums. At better automotive jobbers 
everywhere! 





I” LOW AS 
ee 4% 
Non - Absorbent . . . Easily 
Cleaned in "Seconds" with o EACH! 
solvent! 





“VACUUM non-sur TOOL & PART HOLDING” 


FENDER COVER ear meso 


‘LAUNDRY RATE’ PURCHASE PLAN! 


DO YOU KNOW THAT FROM 6 TO 10 OF YOUR MONTHLY 
“RENTAL COVER" LAUNDRY CHECKS, WILL EQUIP YOUR SHOP 
WITH FIRM-OWNED WORK COVERS, GIVE EACH MECHANIC, 
COMPLETE SET, 2 FENDER, 1 SEAT, EVERY COVER WITH FIRM 
NAME AND NUMBERED FOR ASSIGNMENT? 


14,000 NEW CAR DEALERS SURVEYED REPORT 28 MONTH 
“AVERAGE WEAR" FOR “VACUUM NON-SLIP’ COVERS! IT 
FOLLOWS THAT IF THE EQUIVALENT OF 6 TO 10 “RENT” 


CHECKS WILL 


“EQUIP” YOUR SHOP, IF YOU GET ONLY 


AVERAGE WEAR, YOU'RE BOUND TO COME UP WITH ABOUT 
A 20-MONTH LAUNDRY SAVING! 


MULTIPLY THESE 20 MONTHS BY $5, $10, $15, $25, $50 
MONTHLY SHOP COVER BILL, A TERRIFIC SAVING! 


54 Washburn St. 
Bridgeport 5, Conn, Santa Monica, Calif. 


Attach to Your Letterhead, and Mail to Office Nearest Youl 
(Or see your Equipment Jobber, he has them tool) 


VACUUM GRIP COVER CO. 


(Established 1946) 


WEST 
2110 Pico Bivd. 


EAST MIDWEST 
212 No, Forbes 


Jackson, Mich. 


SOUTH 
1073 Caroline Ave. 
Mobile, Ala. 


SEND US FOLLOWING, PRINTED WITH OUR FIRM NAME AND NUMBERED IN SEQUENCE: 


1 We pay $ 


No. 103 S.V.T. “Tool Holding" Fender Covers @ $4.90 ea. 


No. 103 S.V. "Regular" Fender Covers @ $4.90 ea. 
(Rectangular, without tool holding feature) 


No. 104 S.S. “Seat Covers" @ $6.90 ea. 


Please Check Terms! 
Per Month for cloth shop cover rentals. Bill us 


at same monthly rate (No interest) until order is paid for. 
CO Bill us regular 30 day charge, 2% 10th Prox. 
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Used-Car Auction Prices 
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(Continued from Page 54) 


is falling on rough and off cars. 104 cars 
gold out of 139.) 
56 Century conv., $1,780* (ps). 
55 RM 4-dr., $1,230° (ps). '54 RM Hard- 
top, $1.110* (ps). ’53 Super conv., $675° 
(ps); Hardtop, $550°; Special 2-dr., $510. 
"52 RM 4-dr., 2 at $350°; Super 4-dr., 
$300*. ‘51 RM Hardtop, $200*; Special 
4-dr., $270, "50 Super 4-dr., $125°. 
ILLAC — '57 coupe de Ville, $5,075* 
oe. '55 Eldorado conv., $3,250° (ps); 
special 4-dr., $2,550° (ps). '53 (62) 
conv., $1,240* (ps). '52 (60) 4-dr., $750° 
(ps). *51 (60) 4-dr., $840*,. 49 (60) 4- 
eas Be (8) 2-dr., $1 
CHEVROLET—' 56 1 Air ) 2-dr., - 
650°; Two-ten (8) 4-dr., $1,310, $1,350; 
9-dr., $1,270, $1,250. 55 Bel Air (8) 
conv., $1,325*; Two-ten station wagon, 
$1,110*; 4-dr., $950, $945, $910, $930, 
$1,030*; 2-dr., $900, $945, $925; One-fifty 
station wagon, 2 at $975, $800; 4-dr., 
$780, $750, $700; 2-dr., $750, $700. °54 
Two-ten station wagon, $1,025*; 2-dr., 
$710; One-fifty Business coupe, $300, ’53 
Bel Air 4-dr., $580. °52 Deluxe 4-dr., 
g400*. '51 Deluxe conv., $350*; Two-ten 
4-dr., $290°. 
OCHRYSLER—’55 Windsor (8) Hardtop, $1,- 


430. 
'55 Firedome (8) 2-dr., $1,595°*. 
‘52 4-dr., $150°. °49 Custom 4-dr., $140*. 
FORD—’57 station wagon, $2,185*. '55 sta- 
tion wagon, $1,040; Crown Victoria, $1,- 
385° (ps); Custom 2-dr., $1,040*, $725; 
Main 2-dr., $610. °54 Victoria, Hardtop, 
$970°; Custom 2-dr., $660°; Main 2-dr., 
$550, $485°. ‘53 Victoria Hardtop, $610; 
Custom 2-dr., $575*, $350°. °52 Victoria 
2-dr., $350°; Main 2-dr., $250. '51 Vic- 
toria 2-dr., $275*; Main 4-dr., $110. 
MERCURY — '56 Montclair conv., $1,900*° 


(ps). °55 Montclair 2-dr., $1,285°. °54 
Montclair Hardtop, $1,025, $900°. °52 
2-dr., $400. 


NASH—’51 station wagon, $210; Ambassa- 
dor (8) 4-dr., $150°. 

OLDSMOBILE—’55 Holiday Hardtop, $1,- 
700° (ps), $1,550° (ps), $1,500°. '54 (88) 
Super Hardtop, $1,300* (ps); (88) Super 
2-dr., $1,040* (ps). '53 (88) Deluxe 4- 
dr., $710*. "52 (88) Deluxe 2-dr., $530°, 
$450°*. °51 (88) 4-dr., $245°; (98) 4-dr., 

. 


$250°. 
PACKARD — ‘55 Clipper Deluxe, $1,150* 


(ps). "53 Clipper 4-dr., $310. "52 4-dr., 
$210°. 

PLYMOUTH—'56 Savoy (8) 4-dr., $1,230 
‘55 Belvedere Hardtop, $1,000*; Savoy 
(8) 4-dr., $810; Plaza (8) 4-dr., $650. 
"51 Cranbrook conv., $170; 4-dr., $130. 


’50 Cranbrook conv., $110. 

PONTIAC—’'56 Chieftain Hardtop, $1,800* 
(ps), $1,550°. °55 Chieftain 4-dr., $1,- 
200°. 54 Chieftain 4-dr., $850*. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 

day. Prices are for sale of Apr. 26.) 
(Market stronger on all good, clean 
late model cars.) 

BUICK—'56 Super Riviera, $1,745° 

Special 4-dr., $1,595; 2-dr., 
Century coupe, $1,010* (ps). °53 Super 
Riviera, §$725*, $720*%; RM coupe, $610° 
(ps). "52 RM 4-dr., $275*. '50 RM 4-dr., 
$125*; coupe, $100*. 

CADILLAC—'57 Eldorado Seville, $6,000* 
(ps); sedan de Ville, $5,550° (ps); coupe 
de Ville. $5.450° (ps). "56 (62) sedan de 
Ville, $3,500* (ps). ‘55 (75) sedan, §3,- 
O85* (ps). '54 (62) 4-dr., $2,175* (ps). 

CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
640°; 2-dr., $1,480; Two-ten (8) 4-dr., 
$1,600°; 2-dr., $1,595°. °55 Bel Air (8) 
station wagon, $1,550°; 4-dr., $1,315* 
(ps); Two-ten (6) station wagon, $1,- 
385. "54 Two-ten 2-dr.. $755. 53 Two-ten 


(ps); 
$1,465. °54 


4-dr., $630°, $505*. ‘52 SL Deluxe Bel 
Air, $300, $200. ‘51 SL Deluxe 4-dr., 
$335*; 2-dr., $235°. '50 2-dr., $350*. 


CHRYSLER —'55 NY St. Regis, $1,900° 
(ps); Windsor 4-dr., $1,560° (ps). 

DeSOTO—'57 Firedome 4-dr., $3,057* (ps). 
‘55 Fireflite 4-dr., $1,590° (ps). 


DODGE—'55 Coronet (8) 4-dr., $1,060*. 





AUTO 
TURNTABLES 


Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conan. 








THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Worgren-STEMAC., inc. 
(FORMERLY STEMAC., INC.) 


1281 So. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 


MOTOR | 
MIASTE « 











’53 Coronet (8) 4-dr., $480°%; Coronet (6) 
4-dr., $430. 

FORD—’57 Fairlane (8) Victoria, $2,612* 
(ps); 500 Victoria, $2,330* (ps); 4-dr., 
$2,335*. °56 Fairlane (8) 4-dr., $1,390, 
$1,385; Custom (6) 4-dr., $855. '54 Cus- 
tom (8) 2-dr., $815, $660; 4-dr., $750, 
$645°. °52 Custom (8) 2-dr., $435. ’51 
Deluxe (8) 2-dr., $380*, $290; club coupe, 
$215. 


HUDSON—’53 Hornet Hollywood, $630. 


MERCURY—’57 Montclair 4-dr., $2,615* 
(ps). °53 Custom 2-dr., $715. '51 Mon- 
terey 2-dr., $305. 


NASH—’55 Rambler station wagon, $1,- 
385. '55 Rambler Cross Country, $1,310. 


OLDSMOBILE — '56 (88) 2-dr., $1,770* 
(ps). °55 (88) Super Holiday, $1,875* 
(ps); 4-dr., $1,575* (ps); (98) Holiday, 
$1,830* (ps); 4-dr., $1,710* (ps). 

PACKARD — ’52 2-dr., $200°. °50 4-dr., 
$100°. 

PLYMOUTH—’ 57 Savoy (8) station wagon, 
$2,550*; coupe, $2,125; Belvedere (8) 
coupe, 2 at $2,450°. °55 Belvedere (8) 
station wagon, $1,410. °53 Savoy 4-dr., 


$415. 
PONTIAC—’57 Star Chief (8) 4-dr., $3,- 
056° (ps), $3,051* (ps). °56 Chieftain 


(8) station wagon, $1,885*,. '54 Chieftain 
(6) 4-dr., $780, °51 Chieftain (8) 4-dr., 
$285°. 

STUDEBAKER—’56 President Classic, $1,- 
450°. 

MISCELLANEOUS — ’'57 Chevrolet %-ton 
Pickup, $1,750; Ford %-ton cab and 
chassis, $1,877. °56 Ford %-ton pickup, 
$1,070. "54 Chevrolet %-ton pickup, $750. 
"52 Chevrolet %-ton pickup, $520, $500. 
’51 Willys %-ton pickup, $300. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of May 
2.) 

(Sold 258 cars out of 452 offerings.) 


BUICK—’56 Special Riviera, $2,080* (ps); 
conv., $1,875*° (ps); 2-dr., $1,560°; Cen- 
tury Riviera, $2,040*, $2,000*°; Super 
Riviera, $1,890* (ps). "55 Super Riviera, 
$1,350*° (ps); Special 2-dr., $1,245*, $1,- 
120°. °54 Century 4-dr., $1,100%; RM 
Riviera, $1,100° (ps); Special Riviera, 


$950°*, $775; 4-dr., $825°; 2-dr., $800. "53 
RM 4-dr., $825* (ps), $780° (ps), $600° 
(ps); Super Riviera, $675*; Special Rivi- 


era, $645*; conv., $610; 2-dr., $500, °52 
Super 4-dr., $285°. 
CADILLAC—’'56 (62) coupe de Ville, $3,- 


750° (ps), $3,450° (ps); sedan de Ville, 
$3,560*° (ps); conv., $3,500° (ps); coupe, 
$3,375° (ps), $3,300° (ps); 4-dr., $3,175* 
(ps). °55 (62) coupe de Ville, $2,910° 
(ps); conv., $2,830° (ps); coupe, $2,620*° 


(ps); 4-dr., $2,425° (ps), $2,400° (ps). 
"53 (60) 4-dr., $1,340°; (62) conv., $1,- 
260° (ps); 4-dr., $725* (ps). "50 (62) 4- 
dr., $650°. 


CHE VROLET—'56 Bel Air (8) conv., $1,- 
895° (ps), $1,855* (ps); Sport coupe, $1,- 
750°, $1,675*; 4-dr., $1,630°; Bel Air (6) 
conv., $1,605* $1,575*; Two-ten (6) 4- 
dr., $1,300°; 2-dr., $1,235. '55 Bel Air 
(8) Nomad, $1,700*; Sport coupe, $1,235*° 
(ps), $985*; 4-dr., $1,150°, $1,035; Bel 
Air (6) conv., $1,380*; Two-ten (8) sta- 
tion wagon, $1,355*; Two-ten (6) 2-dr., 
$985, $900; 4-dr., $930°. "54 Two-ten sta- 
tion wagon, $845; 4-dr.. $580°, $550; Bel 
Air Sport coupe, $760 (ps); 4-dr., $750°*. 
"53 Bel Air Sport coupe, $720°; 2-dr., 
$600*, $405*; Two-ten 2-dr., $355; 4-dr., 
$275°. 

CHRYSLER—'53 Windsor Newport, $380*; 
NY 4-dr., $265*. '50 Imperial 4-dr., $200°. 

‘5S Fireflite Sportsman, $1,590°. 
'53 Firedome 4-dr., $355*, $345° (ps). 


DODGE—'56 Coronet Suburban, $1,900*; 
Custom Royal Lancer, $1,830*. "55 conv., 


$1,370*. °53 Coronet (8) 4-dr., $340°, 
$310. 

FORD — '57 Skyliner (8), $3,200* (ps); 
Thunderbird, $3,190° (ps); Custom (6) 


300 2-dr., $1,650. '56 Country Squire, $1,- 
850°; Fairlane (8) Victoria, $1,635*, $1,- 
595° (ps); conv., $1,575*; Custom (8) 
Victoria, $1,480* (ps); 2-dr.; $1,150; Main 
(6) 2-dr., $975. '55 Thunderbird, $2,025°; 
Fairlane (8) 2-dr., $1,325*; Victoria, $1,- 
315°, $1,215°, $1,200°, $1,150°; 4-dr., 
$1,060*, $1,020°; Country sedan, $1,435; 
Custom (8) 2-dr., $915, $825, $815, $775; 
Custom (6) 2-dr., $780. "54 Custom (8) 
2-dr., $885, $595; conv., $800°; 4-dr., 
$590°. '53 Country sedan, $795*, $675; 
Victoria, $735*, $550, $525; Custom (8) 
4-dr., $485, $445, $365°. '52 Custom (8) 
4-dr., $360°; 2-dr., $275°*. 

HUDSON—’56 Hornet 4-dr., $1,060°. ‘55 
Hornet 4-dr., $810°. ‘53 Hornet 4-dr., 
$215. 

LINCOLN —'56 Premiere coupe, $2,875* 
(ps); 4-dr., $2,790* (ps). '55 Capri 4-dr., 
$1,545* (ps). '54 4-dr., $910°*. 


MERCURY—'56 Montclair coupe, $1,625*° 


(ps); Custom Sport coupe, $1,595*; 2- 
dr., $1,175*, $1,075; Medalist 2-dr., $1,- 
360. ’'55 Montclair coupe, $1,415*; Mon- 
terey Sport coupe, $1,355*. °54 Monterey 


conv., $765*; Custom 2-dr., $550 


N A S H—’56 Rambler station wagon, $1,- 
675*. '55 Rambler station wagon, $1,315*. 
’51 Ambassador 4-dr., $245°*. 

OLDSMOBILE—’57 (88) Holiday, $2,940* 
(ps). "56 (98) Holiday, $2,390* (ps), $2,- 
250* (ps); (88) conv., $2,150*° (ps). °55 
(98) Holiday, $1,875* (ps); conv., $1,680* 
(ps). '54 (98) 4-dr., $1,510* (ps), $1,160° 


(ps); Holiday, $1,395* (ps); (88) Holi- 
day, $1,035* $1,030*. °53 (88) 2-dr., 
$750* (ps); Super 2-dr., $545*. ’52 (98) 


4-dr., $315*. 51 (88) Super 2-dr., $375*. 
PLYMOUTH—’'57 Belvedere (8) conv., $2,- 
575* (ps); Plaza (6) 2-dr., $1,775*. '56 
Belvedere (8) Sport coupe, $1,515*; Savoy 
(8) 4-dr., $1,165. '55 Plaza (6) station 
wagon, $1,145; Belvedere (8) Sport coupe, 
$1,095*; Savoy (6) 2-dr., $995*. 
PONTIAC—’56 Chieftain (8) Catalina, $1,- 


675°, $1,575*. '55 Star Chief (8) Cata- 
lina, $1,475* (ps); conv., $1,440*° (ps). 
’54 Star Chief (8) 4-dr. $1,110* (ps); 


conv., $1,100* (ps). '53 Chieftain (8) 4- 
dr., $565*. ’50 (8) 2-dr., $245. 
STUDEBAKER—’55 President 4-dr., $1,- 
200*. °54 Commander 4-dr., $700*. ‘53 
Commander 2-dr., $425, '51 Commander 
coupe, $210*. 
MISCELLANEOUS—'57 Volkswagen Kar- 
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mann-Ghia coupe, $2,800. °55 Chevrolet 


Cameo pickup, $1,020. 


FARGO, N. D. 


(Tri-State Auction Company, Sale every 

Thursday. Prices are for sale of May 2.) 

(Sold 121 out of 216 offerings.) 

BUICK—’56 Century Hardtop, $2,210* (ps). 
’55 Special 4-dr., $1,160; Super conv., $1,- 
555° (ps). '52 RM 4-dr., $325* (ps). '51 
Special 4-dr., $155*. 

CHEVROLET ’57 Two-ten (8) station 
wagon, $2,160. '56 Delray coupe, $1,400*; 
Two-ten (8) 4-dr., $1,450, $1,405, $1,350, 
$1,340, $1,325. '55 Two-ten (8) 4-dr., $1,- 
200°, $1,145; Bel Air (8) 4-dr., $1,090° 
(ps); 2-dr., $1,095. °54 Bel Air 4-dr., 
$900; One-fifty 4-dr., $540*; station wag- 
on, $635. °53 Bel Air 4-dr., $720°; Two- 
ten club coupe, $485; Handyman, $585*; 
One-fifty 4-dr., $300; Special 4-dr., $455. 
’51 Deluxe 4-dr., $215*. °50 4-dr., $115. 
$110. '49 4-dr., $150, 

CHRYSLER—’53 Windsor 4-dr., $600*, ’52 
Saratoga sedan, $285*. ‘50 Windsor 4- 
dr., $110*. 

FORD—’56 Victoria (8) 4-dr., $1,850* (ps); 
Custom (8) 4-dr., 2 at $1,475, $1,435, 
$1,425, $1,395, $1,300; Main station wag- 
on, $1,470; Custom (6) 2-dr., $1,005. °55 
Fairlane (8) 4-dr., $1,305*, $1,215*; Vic- 





toria 2-dr., $1,420*, $1,395*, $1,225°, $1,- 
220; Custom 4-dr., $1,125; Main (6) 4- 
dr., $880°. '54 Custom 4-dr., $895, 2 at 
$850; Main (6) 2-dr., $540. '53 Custom 
4-dr., $640, $630. °52 Custom 2-dr., 2 at 
$490°, $420; Main 2-dr., $515, °51 Custom 
2-dr., $140*, $155. °49 2-dr., $155. 
MERCURY—’'54 Custom 2-dr., $885; 4-dr., 


$1,015*. '52 Custom 4-dr., $530*°, °51 4- 
r., $300, $280*, | 
NASH—’55 Rambler 4-dr., $775. "54 Am- 


bassador 4-dr., ‘51 Ambassador 
4-dr., $105. 
OLDSMOBILE—’56 (88) Super Holiday, 


$2,150° (ps). ’55 (88) Super Holiday, $1,- 


$775*. 


440° (ps); (88) 4-dr., $1,320. 53 (88) 
Super 4-dr., $920*, $890°. '52 (88) Super 
4-dr., $430*. "50 (88) 4-dr., $230°. 


PLYMOUTH—’56 Savoy (8) sedan, $1,275. 
"55 Suburban, $1,480° $1,360,; Belvedere 
4-dr., $1,055*. °53 Cranbrook 4-dr., $325; 
Cambridge (6) 4-dr.. $350; Suburban, 
$645. '51 station wagon, $300. '50 Special 
4-dr., $150. 

PONTIAO — '56 Star Chief (8) 
$1,975* (ps). °54 Chieftain (8) 4-dr., 
$690*. '53 4-dr., $450°. '52 Catalina (8) 
coupe, $410, $390°. °'51 Chieftain 2-dr., 


Catalina, 





$210°. 

MISCELLANEOUS — 
truck, $1,115. °53 International 1-ton 
truck, $815. '51 Chevrolet %-ton pickup, 
$410. '50 Ford %-ton pickup, $585; Stude- 
baker %-ton pickup, $265; Chevrolet 1- 
ton truck, $560. '48 Ford %-ton pickup, 
$335. ‘47 Dodge ‘%-ton pickup, $150; 
Chevrolet %-ton truck, $215; Willys %- 
ton pickup, $300. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of May 1.) 
(Retail off for this time of year, Sold 
79 out of 134.) 
BUICK — '56 Special 4-dr., $1,645*. ‘55 
Super Riviera, $1,475* (ps); 4-dr., $1,- 
300*. '53 Super Riviera, $700*. '51 Special 


*54 Chevrolet 2-ton 


2-dr., $305*. 
CADILLAC—'55 (62) conv., $2,785* (ps). 
"54 (€2) 4-dr., $2,005° (ps). "53 (62) 





conv., $1,300* (ps). ‘50 (62) 4-dr., 
$795*. °49 (62) conv., $350*, 

CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 
360; 2-dr., $1,325. '55 Bel Air (8) coupe, 
$1,430; Two-ten (6) 4-dr., $1,040, '54 Bel 
Air 4-dr., $745*, $735*. '53 Bel Air coupe, 
$730*, $705*; Two-ten 2-dr., $580, $565, 
$510. °52 SL Deluxe 4-dr., $305*, $280, 
$275. "51 SL Deluxe 2-dr., $245*, $210. 
"50 SL Deluxe 4-dr., $165, $150. 


CHRYSLER—’55 Windsor 4-dr., $1,400*. '53 


Windsor Newport, $675* (ps). "52 NY 
4-dr., $195°. °51 Imperial 4-dr., $225* 
(ps). 


DeSOTO—’'55 Firedome 4-dr., $1,205*. ‘52 


Firedome 4-dr., $365*. 

DODGE—’55 Custom Royal 4-dr., $1,180*. 
53 Custom 4-dr., $605*. 

FORD—’56 Custom (8) 4-dr., $1,300*. °55 
Country sedan, $1,390*; Fairlane (8) 
Crown Victoria, $1,445*; Custom (8) 4- 
dr., $1,120*. ’°54 Custom (8) 4-dr., $760*, 
$740. °53 Custom (8) 4-dr., $635*, $590*, 
$570. "52 Custom (8) 2-dr., $540*, $485, 
$435, $405. °51 Custom (8) 4-dr., $220*, 
$195*. °50 4-dr., $200, $160. ‘49 2-dr., 
$120, $110. 

MERCURY—’55 Custom 4-dr., $1,140*. °54 
Custom 2-dr., $820. °53 Custom 4-dr., 
$770*. °51 Custom 2-dr., $265*. 

NASH—’57 Rambler Cross Country, $2,- 

(88) Super Holiday, 


205°. 
OLDSMOBILE — '56 
$2,245* (ps). '55 (88) Super Holiday $1,- 
735* (ps). '54 (88) Super 4-dr., $1,065°*. 
’53 (88) Super 4-dr., $945* (ps). 
PLYMOUTH — ‘56 Suburban, $1,555". °55 
Savoy (8) 4-dr., $890°. 54 Belvedere 2- 
dr., $730*. °53 4-dr., $470*, $410, $370. 
’52 4-dr., $335, $325. °51 4-dr., $220. 
PONTIAC—’56 Chieftain (8) 4-dr., $1,625*. 
’51 4-dr., $130°*, 


W. PEABODY, MASS. 


(Peabody Auto Auction, Inc, Sale every 
Thursday. Prices are for sale of May 2.) 

(Sold 76 cars out of 126 offerings.) 
BUICK—’56 Special Riviera, $1,975*; 2-dr., 


$1,645. °55 RM 4-dr., $1,300° (ps). ‘54 
Super Riviera, $1,125* (ps). "53 Special 
Riviera, $585°; 4-dr., $505*, $475°. ‘51 


Super 4-dr., $245*. '50 Special 2-dr., $125. 

°49 Special 2-dr., $110. 
CADILLAC—’53 (62) 

dr., $1,275* (ps). 
CHEVROLET—'53 Bel 


coupe, $1,455°; 4- 


Air coupe, $765*; 


Two-ten 4-dr., $595; One-fifty 2-dr., 
$405; 4-dr., $360. ‘52 SL Deluxe 4-dr., 
$290; 2-dr., $275. "51 SL Deluxe Bel Air, 
$390, $365. °50 SL Deluxe 4-dr., $235. 
$225; 2-dr., $205. '49 SL Deluxe 2-dr., 
$160. 

DeSOTO—’'56 Sportsman, $1,900* (ps). °52 
Firedome 4-dr., $340*° (ps). 

DODGE — '56 Coronet 4-dr., $1,275*. ‘55 


Coronet 2-dr., $970. '49 4-dr., $165. 
FORD—’'56 Custom (8) 2-dr., 2 at $1,300, 
$1,285. "55 Ranch Wagon, $1,310; Cus- 
tom (8) 4-dr., $1,120. ‘54 Custom (6) 
2-dr., $720; Main (8) 2-dr., $400; Main 
(6) 2-dr., $595; 4-dr., $540. ‘53 Crest (8) 
conv., $600; Main (8) 2-dr., $275; Main 
(6) 2-dr., $365; Custom (8) 4-dr., $690. 
‘51 Custom (8) 2-dr., $265; 4-dr., $260°. 


"50 Deluxe (6) 4-dr., $155. "49 Custom 
(8) 4-dr., $155. 
MERCURY — '54 Custom 2-dr., $790. °53 


Monterey coupe, $775*. "52 Custom 2-dr., 
$450°. '50 conv., $125, 





55 


NASII—’52 (600) 4-dr., $400, '51 Rambler 
Sport coupe, $145. 

OLDSMOBILE—’54 (98) Holiday, $1,310*; 
(88) 4-dr., §61,100*. °51 (98) 4-dr., $300*; 
conv., $375*, $285*. 

PLYMOUTH—’51 Suburban, $380, '50 Sub- 
urban, $270, $200; 4-dr., $130. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
485° (ps). °53 Chieftain (8) Catalina, 
$795*. ‘51 (8) 4-dr., $305*. °50 club 
coupe, $245*. '49 4-dr., $150. 

MISCELLANEOUS — ’'53 Chevrolet %-ton 
Pickup, $240. 


EBENSBURG, PA. 


(Ebensburg Auto Auction, Sale every 
Thursday, Prices are for sale of May 2.) 
(Consignments off; percentage sold, 70 
out of 79, good.) 
BUICK—’'53 Super 4-dr., $710*; 
$635*°. '52 RM 4-dr., $450* (ps). 
CADILLAC—’56 (62) coupe de Ville, $4,- 


Riviera, 


000° (ps). 

CHEVROLET—’57 Bel Air (8) 2-dr., §$2,- 
275°. °'56 Two-ten (6) 4-dr., $1,435*; 
Two-ten (8) 2-dr., $1,400; 4-dr., $1,- 
300. ‘55 Two-ten (6) 2-dr., $1,085, 
$1,005*; Two-ten (8) 4-dr., $995. ‘54 


Bel Air 2-dr., $880; Two-ten 2-dr., $630. 
"53 Two-ten 4-dr., $570*. '52 SL Deluxe 
2-dr., $170*; FL Deluxe 2-dr., $380*, "50 
SL Deluxe 4-dr., $200; SL Special 4-dr., 
$120. °49 SL Deluxe 4-dr., $120. 
DODGE—’56 Coronet (8) Hardtop $1,660*. 
*53 Coronet (6) 4-dr., $425, ‘52 Wayfarer 


2-dr., $180. 
FORD—’56 Fairlane (8) Victoria, $1,725* 
(ps); 4-dr., $1,405*; Custom (8) 2-dr., 


$1,275, $1,240, $1,130. '55 Country Squire, 
$1,575*; Country sedan, $1,290; Two-ten 
(8) 2-dr., $1,425; Main (8) 4-dr., $925. 
*53 Country sedan, $750; Main (8) 2-dr., 
$400. '51 Custom (8) conv., $250; 4-dr., 
$225. °49 Custom (8) 4-dr., $130. 

OLDSMOBILE — '57 (88) 4-dr., $2,775* 
(ps). °54 (88) Super 4-dr., $1,100* (ps). 
"51 (88) Holiday, $410*; 4-dr., $390*, 
$310. ‘50 (88) 2-dr., $120°. 

PACKARD—'55 Clipper Hardtop, $1,300*. 
"53 (300) 4-dr., $510*. 

PLYMOUTH—’'55 Plaza (6) station wagon, 
$1,305*. °53 station wagon, $460; Cran- 
brook 4-dr., $330. ‘52 Cranbrook 4-dr., 
$140, °51 Cambridge 2-dr., $170. 

PONTIAC—'53 Chieftain (8) 4-dr., §655*. 
"52 Chieftain (8) Catalina, $500°. 

STUDEBAKER—'55 President, 4-dr., $1,- 
130. '53 Commander 4-dr., $395. '52 Com- 
mander 4-dr., $210; Champion 4-dr., 
$200. ‘51 Commander 4-dr., $140. 

MISCELLANEOUS—'53 Dodge %-ton pick- 
up, $560. °51 Chevrolet %-ton pickup, 
$325. "50 Chevrolet %-ton panel, $210. 

"46 Dodge %-ton cab & chassis, $145. 


> > * 
— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs- 
day (May 2). We had our usual number of 
cars at the sale today and a high percent- 
age were sold. Prices also were high. 

* * * 
DANVILLE, VA. 

Danville Auto Auction, Sale every Wed- 
nesday (May 1). Clean cars are increasingly 
harder to find—consequently, the clean ones 
demand premium prices, Soild 124 out of 177 
offered. 
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MOLDED POLYETHYLENE GASKET 


INDIVIDUALLY 


Mirror available on attractive S-48 
DISPLAY STAND at no extra cost 


For descriptive literature and further 
details, see your jobber or write to 


The greatest mirror ever to hit the automotive field! 
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left, forward or backward 
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REPLACEMENT 


CARPETS 


FOR ALL MAKE CARS 
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A MUST ITEM for Dressing Up 
DELUXE and LATE MODEL USED CARS! 


For all cars from 1948 on 

Leather insert under driver's feet 

Bound around all edges 

Rubber grommet at dimmer switch 
Individually boxed and labeled 

Backed with thick felt padding 

Available in all current colors—high pile 
wool carpeting and new type Nylon-Rayon 
carpeting. 


Here is a completely custom 
made carpet that duplicates 
original equipment con- 
struction. BUT AT A 
MUCH LOWER COST. 


Some Choice Territories 
Still Available 


Send for FREE Sample Folder 


STATUE UU | Pores 


80 CENTRAL AVE 
NEWARK 2, N. J 
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‘Of Insurance Rates'|- 


|obey a Supreme Court edict and 


21-FOOT DISPLAY UMBRELLA FOR CAR LOTS— 
The McFarland “GREAT” UMBRELLA (21-foot spread) and the 
“GREAT” UMBRELLA that turns, are now working for progressive dealers from coast 
to coast. A “GREAT” UMBRELLA will make your lot more attractive—help your sales 
and make you money! For full information call, wire or write McFarland “GREAT” 


UMBRELLA Co.—Division of McFARLAND Awning Corp., 742 S. W. 8th St., Miami. 


“WHIRLABOUT"'—the | 
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Radiator a Soldering Ra Radiator 


REPAIRING RADIATORS! 


“My INLAND Radiator Department brought in an additional $3,969 
in a single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 


$10,000 to $20,000 a year additional volume is common! “$16,750 


in one year” — McRill’s, Twin Falls, Idaho, 


“$13,199 a year!” — 


Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!” — 


Jack Fagan, Delevan, Wisc. 


20 to 30 Million Radiators Need Servicing Yearly! Tests prove 
83% of all radiators over a year old are partly plugged. And with 
today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 


Inland, world’s largest radiator equipment manufacturer, 
offers complete package— Equipment, Training, Merchandising, 


“Pays-For-Itself” Purchase Plan. 


© ~<a ae Sm 1108 Jockson St., Omahe 2, Nebr. 
send new free book, ‘Blueprint for Profits.” 
New free 48-page book “‘Blue- 
print for Profits’’ shows 


equipment, training course, 2 | 


aan -itself”’ pprepece plan 
canbe aes a ‘cpenend and mall the 





INLAND MFG. CO. 
1108 Jackson St. 
Dept. an-s Omaha 2, Nebr. 5 
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The ‘Show Me’ Story ... 


‘I Like to 


By L. H, Houck 
Staff Correspondent 
ELDORADO SPRINGS, Mo.—The 
trials, troubles and low profits in 
the retail automobile business has 
caused many a dealer to look long- 
ingly at some other vocation. 

But it doesn’t have to be that 
way as many long-time dealers in 
the business can testify, It’s still 
a business where what you make 
of it reflects your own skill. 

John Prather (Chevrolet) thinks 
it’s the best business in the world 
and enjoys every minute of it. And 
he has had experience in other busi- 
nesses, too, and returned to the 
retail automobile business for more. 

“I like to sell cars,” Prather said, 
“whether new or used and sell them 
in such a way that the customer 
will want to come back for service 
and for his other cars, If you can 
give this prospect a good deal and 
proper service, he will want to come 
back and you won't have to spend 
dollar after dollar to drag him 
back.” 


Prather also asked: * “What other 


Bemsand | for Probe 


Grows in Mass. | 


BOSTON. — Demands fora 
legislative probe of the state’s com- | 
pulsory automobile insurance setup | 
grew as Insurance Commissioner | 
Joseph A. Humphreys prepared to} 


publish rates that will mean a cost | 
increase for every motorist in the 
state. 

The upward revision, which the} 
high court contends is justified, will 
exceed $12 million. It will mean 
hikes of $3.75 to $18 for every 
motor-vehicle owner. 

The increases will average 22 per- 
cent for private passenger cars. The | 
insurance companies had petitioned | 
for an average boost of 22 percent 
for private cars and 12 percent for 
commercial vehicles. 

Last November, Humphreys 
posted 1957 rates which were only 
about 50 cents higher than those 
set for 1956. The insurance com- 
panies, who lost $14 million in 1955 
and 1956, appealed, and in its sub- 
sequent decision the Supreme Court 
said the rates “are not adequate, 
fair and reasonable and should be 
annulled.” 

The demand for a probe came 
from Senator Harold W. Canavan, 
Revere Democrat, and was backed 
up by Rep. Joseph F. McEvoy jr., 
Somerville Democrat and chairman 
of the House Insurance Committee. 

Rep. George E. Rawson, Newton 
Republican, defended the court’s 
action and blamed the higher rates 
on “a few ambulance-chasing law- 
yers, unethical doctors and perjured 
witnesses.” He urged the insurance 
companies to get “tough with this 
small minority.” 








Ohio Truck Tax 
Upheld by Court 


COLUMBUS, O.—An appeal court 
has rejected an appeal to force 
Ohio to enter a license tax agree- 
ment with Michigan and cancel the 
ton-mile tax. The court held that 
the Ohio Reciprocity Board is not 
required to enter into a reciprocity 
agreement that it deems “unfair or 
unwise for the people of the State 
of Ohio.” 

The action was brought by Inter- 
state Motor Freight System, Grand 
Rapids, and Norwalk Truck Line, 
Norwalk, O. The case may be car- 
ried to the Ohio State Supreme 
Court. From 1937 to 1955, Michigan 
and Ohio mutually agreed not to 
levy a highway use tax. Ohio can- 
celled the agreement by passing the 
ton-mile tax. 





Ohrstrom Buys O’Bannon 


NEW YORK.—-G,. L., Ohrstrom & 
Co., New York, and associates, have 
acquired Walter O’Bannon Co., 
Tulsa, Okla., manufacturer of sub- 
surface pumps and accessory 
equipment for the petroleum indus- 
try. O’Bannon a privately owned 
concern, was acquired for about 
$2 million. 


Sell Cars’ 


business can take in a product that 
has been used, creaks in its joints 
and needs the care of a service 
department, wash it, tune it up, 
give it what it needs and then sell 
it at a profit to a customer who 
appreciates what he has bought? 
“I just like to see the trade- 
ins on the lot, cleaned up and 
ready to go. I know these cars 
will give full value for every 


Auto-Lite Offers 
Low-Price Battery 


TOLEDO.—A low-priced battery, 
which is said to be intended to 
spearhead a complete line penetra- 
tion of the battery replacement 
market, has been announced by 
Electric Auto-Lite Co. 

Introduction of the competitively 
priced battery, according to Robert 
Price, merchandising manager, is 





keyed to increased demand for a} 
low-priced, quality battery, The in- 


creased demand for batteries in the 


$13 to $18 range stems from the| 


splurge of new-car buying that) 
followed World War II, Price said. | 





i, 


dollar the customer puts in them» 

Prather said. 

“The man who buys one ig not 
just another name on the book to 
me, but a man who should be my 
steady friend and regular customer 
if he is not already, It’s an interest. 
ing challenge to see how a sincere 
spirit of neighborliness is appregj. 
ated by all,” he said. 

Prather was a Chevrolet dealer 
in Oklahoma for several years, He 
went to Tulsa and entered the con- 
tracting business specializing jp 
building homes and opening new 
residential subdivisions, 

“You can take in a used car 
on a new one and sell it in a week,” 
Prather said, “but it sometimes 


| takes 90 days just to get an abstract 
| completed in a home selling opera. 


tion and a home may be completed 
for six months before it is sold 
and you get your money back, I 


| like the automobile business much 


better.” 

Those who bought Prather’s 
homes are satisfied customers, too, 

Prather finished a group of 42 
houses in Tulsa and came here 
in 1952 and bought the Cleveland 
deal, Since then, 24 owners of 
the 42 homes, have come to 
Prather to buy new cars of their 
own accord and without solicita- 
tion. 

All of which proves again that 
proper selling makes friends and 
satisfied customers — whether you 
are a baker or an auto dealer. 


ARE YOUR USED CARS 
SALES DRAGGING? 


Then Do As Thousands Of Dealers Are Doing 
All Over the United States! 


GREEN SHIELD 
HOSPITALIZATION FOR USED CARS 


The Finest One 


Year Warranty 


In The Land! 
100% Parts and Labor For One Year 
Anywhere in the United States 
HERE'S WHAT THE DEALER'S SAY! 


Finest Closing Weapon Ever! 
Best Selling Tool Devised! 
World's Best Warranty! 


Customer's Thrilled! 


UNITED STATES CAR TESTING CO. 


5327 W. 3rd St. 


The 


carries 





*Media Records, 


MUrray 1669 


Dayton 7, Ohio 





Houston Post 


66% 


of automobile 

air conditioning 
newspaper linage« 
in Houston 


THE REASON: 


Results in a highly 
competitive field 
1956 


you need 


THE HOUSTON POST 


to cover the Houston market 





Represented Nationally by MOLONEY, REGAN & SCHMITT 
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Unfair Ads May Result in $1,000 Fine . . . 


K.C. Dealers Adopt Tough Code 


possible to determine. The use of | board of directors with the proviso 


(Continued from mee x te 

ery for identical models a e 

oo price and terms. If sold, the 

dealer must on request show sales 
record of the advertised car. 

3.) Bushing—the practice of in- 
creasing the price of a car above 
that originally quoted the pur- 
chaser, after an initial payment 
has been made, or a tradein has 
been accepted or a contract 
signed. 

The booklet requires that the 
price, make, year, model and special 
equipment be clearly stated and 
that when a car is advertised in a 
jocal medium that the price must 
be the locally delivered cash price 
unless otherwise stated. 

The expression “as low as” and 
similar phrases are prohibited un- 
less cars are available in each of 
the years, makes and models named 
with the “as low as” statement. 

Specific claims of savings are 
prohibited because the intrinsic 
value of a used car is difficult to 
establish and hence, specific 
daims of savings are almost im- 











SPECIALIZED BUSINESS SERVICES 
offers a completely personalized 
new or used car owner follow-up 
program—mailed in your envelopes, 
on your stationery, addressed by 
hand to your customer, signed by 
hand in facsimile of your sales- 
man’s signature, mailed in your 
city... all for a few cents a month. 
Used and approved by hundreds of 
dealers. Write for sample program. 


SPECIALIZED BUSINESS 


SERVICES, INC. 


Specializing in Personalized Follow-up Sales 


Programs for New and Used Car Sales. 


the word “wholesale” is prohibited 
in retail advertising. 

Another restriction is that the 
amount of the downpayment shall 
not be advertised in such a manner 
as to give the impression that it 
is the selling price of the car. If 
the statement, “No money down” is 
used it shall mean that the adver- 
tiser will deliver the car described 
to the purchaser without a payment 
of any nature or without a tradein. 

When credit terms are advertised 
and the buyer is required to obtain 
a loan for part of the purchase 
price the advertiser must clearly 
state that such a loan is obtained 
from a finance company. 

Dealers are required to furnish 
buyers with written and itemized 
statements, disclosing finance, in- 
surance and other charges sepa-| 
rately in installment sales. 

If a dealer advertises a trade-in 
allowance price, he must accept | 
any tradein for that price. He 
cannot make the price contingent 
on the condition or make or 
model, unless he so states in the | 
advertisement. The use of such | 
phrases as “up to” or “as much | 
as” shall not be considered ade- 
quate explanation. 

The rules prohibit the use of “no| 
finance charge” and “no carrying 
charge” when there is a charge for 
placing the transaction on a time 
basis, and no retail dealer shall use 
the words “finance,” “loan,” “dis- 
count” or other words of similar 
import in its company name offer- 
ing cars for sale, unless the firm is 
actually engaged in the finance 
business and offering bona fide re- 
possessed cars. 

The term “repossessed” is to be 
used only to describe such cars as 
have been presently and directly 





|}taken back from a purchaser. Ad- 


vertisers offering repossessed cars 
for sale shall be willing to offer 


|proof of such repossessions. An 


amount quoted as the unpaid full 


| selling price shall be the full selling 


price unless otherwise stated. 

When a used car of the current 
series is advertised the first line 
of the advertisement must con- 
tain the word “used” or the text 
must clearly indicate that the car 
offered is used. 

The word “demonstrator” shall be 


| understood to refer to a car which 


has never been sold to the public, 
but must be a car which has been 
used only by dealers or their sales- 
men. Also executives or officials’ 
cars must have been used by such 
officials and never have been sold 
to the public. 

Taxicabs and cars used by public 
and governmental agencies shall be 
so described. The word “commer- 


| cial” shall not be considered suffi- 


cient. 

Specific statements of mileage on 
a car shall not be used. 

The association views claims of 
underselling as not in the public 
interest because it is obvious that 





no dealer can be fully informed 
about his dealers prices at all 
times. Consequently, all claims of 
underselling are banned. 

Such practices as “Would you 
take?” are banned and all free 
offers which require the purchase 
of something else and offers of free 
accessories are banned if cars can| 
be purchased at a discount or a/| 
lesser price without such articles. | 

Free driving trial is described to 
only mean that the purchaser may 
drive the car during the trial period 
and return it to the dealer within 
the specified period and obtain a 
refund of all moneys, return of| 
tradein and signed agreements or| 
other considerations. The exact 
terms of a free driving trial shall be | 
set forth in writing and a copy! 
given the purchaser. 

The booklet defines guarantees 
and warranties and states that 
the use of a 90-day warranty or 
similar expressions means that the 
seller will pay for all needed re- 
Pairs in full unless otherwise 
clearly stated. 

Use of terms such as “name your 
own deal” are prohibited. 

Since the association is a service 
agency rather than a policing 
agency, the association had to set 
up special committees and rules for 
enforcement of the code. 

Enforcement is vested in a judici- 


1610 WEST STH AVENUE, POMONA, CALIFORNIA| ary committee of 11 members in 
LYcoming 9-4632 


good standing, appointed by the 
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that the board will have the author- 
ity to remove and replace any mem- 
ber. 


Six members are appointed for 
two years and five for one year. 
A chairman is elected by the com- 
mittee, After the board has been in 
operation a year the chairman must 
have one year’s experience on the 
committee to qualify for chairman. 

The duties of the committee 
shall be to consider any violations 
of the bylaws regarding advertis- 
ing principles and business prac- 
tices, and to determine the seri- 
ousness of the violation and to 
assess the penalty upon conviction. 

Within 24 hours after a complaint 
has been filed with the committee, 
the committee shall give the 
dealer involved a written notice by 
registered mail, describing the 


| complaint in detail. Complaints can 


originate with the public or another 


| dealer. The dealer so charged must} 
reply in person or by mail, with a) 


written reply concerning the com- 





SPECI 


Maid 





“Buy now and then no payments 
until way next June...” 





plaint to the chairman of the ju- 
diciary committee, within 72 hours 
after receipt of the written notice. 
Failure to reply within 72 hours, 
except for a reasonable excuse, shall 





be deemed as an admission of the 
violation. 

For the first violation a registered 
letter of warning may be sent to 
| the dealer on a majority vote of the 
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ment and modern methods. 


customers coming back because they put air where you 
want it for fast service and inflate tires automatically to 
the precise pressure needed for best performance. No 


need to “inflate and check” 


gauges. Tireflators save money too, because the first 


cost can be the last cost. 


Find out how you too, can service your customers 
better with ECO TIREFLATORS. 


JOHN WOOD COMPANY. sonnett pump Division + uossoson schizo 


Proper servicing of modern cars requires modern equip- 
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ECO Tireflators help keep 


or waste time hunting for 





57 


committee. On conviction of a sec- 
ond violation the dealer is to be 
suspended for three months and 
fined not less than $100 or more 
than $500 before he can be rein- 
stated. Majority vote required. 

A two-thirds vote of the commit- 
tee voting on the third violation can 
assess a one-year suspension and 
impose a fine of not less than $500 
or more than $1,000 before the mem- 
ber is reinstated. 

A dealer facing charges of a 
fourth violation can be expelled 
for two years on a three-fourths 
vote of the committee and can be 
readmitted to the association 
membership only by a majority 
vote of the membership. 

Exclusion means immediate for- 
feiture of all privileges of member- 
ship and all rights to properties and 
assets of the association. Suspension 
is defined as the immediate for- 
feiture of all rights to participate 
in the activities of the association 
until reinstatement. 

Several widely advertised offers 
now being made in the newspapers 
containing such statements as “no 
paymentes for six months” and 
“four years to pay,” have been in- 
vestigated and it has been found 
that these dealers are delivering ac- 
cording to their advertising offers. 





v Pe) 


IN CANADA: JOHN Woop Company LIMITED « Toronto * Montreal * Winnipeg * Vancouver 


58 


AUTOMOTIVE NEWS, MAY 13, 1957 





Missouri Voices ‘Emphatic O 


sition...’ 





Dealers Rap New-Car Price Hikes 


(Continued from Page 3) 


of such legislation “would feed the 
fire of inflation throughout this 
nation and radical increases in 
prices will result.” 

The convention’s resolution 
pointed out that wage differentials 
among various states are consider- 
able and the imposition of one uni- 
form Federal wage standard 
throughout the entire nation would 
create gross inequity in some states 
and serve no useful purpose in 
others, 

Much of the second resolution 
was touched upon by Frederick J. 
Bell, NADA executive vice-presi- 
dent, in an address at an afternoon 
session. 

Bell pointed out that the NADA 
is opposed to any extension of the 
Fair Labor Standards Act as to 
wage and hours provisions. 

He said that there is a definite 
trend in the retail automotive trade 
toward higher wages and fewer 
working hours. He said average pay 
in the industry today is $1.81 an 
hour, and as long as dealers con- 





tinue to pay good wages there 
should be no need for Federal laws 
to set minimum wage laws. 


Bell told the convention that com- 
mittees in both Senate and House 
had praised automobile dealers for 
their voluntary efforts in raising 
salaries and lowering working 
hours. 

He cautioned against the threat 
of further Federal government con- 
trols over state and local matters. 
He called for revisions to the Taft- 


Riesel to Address 
N. Y. Banquet 


NEW YORK.—Victor Riesel, la- 
bor columnist, will be guest speaker 
at the 49th annual banquet of the 
Automobile Merchants Assn. of New 
York, at the Waldorf-Astoria Hotel, 
May 28. 

Riesel was blinded last year when 
acid was thrown in his face in the 
midst of a crusade against labor 
racketeers. 


Cleanup Crusade Urged 
On Dealers by Sutter 


TACOMA, Wash.—A call to 
franchised dealers to crusade for 
better advertising and merchandis- 
ing practices was made here last 
week by Frederick M. Sutter, 
president of the National Automo- 
bile Dealers Assn.. He cited boot- 

cross-selling, false and 
ng advertising, bushing and 
price confusion as targets for 
dealers in an address before the 
annual convention of the Washing- 
ton State A 
a free society such ag ours— 
is to stay free—we have a 
to our fellowman,” he said. 
we must treat him fairly 
honestly ourselves, and second, 
help him to avoid traps 
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; $800,000 in commissions 
to county treasurers, and $300,000 
for printing. 


themselves were responsible for 
many malpractices, but some of the 
blame should also be directed 
toward the manufacturers. 

“They must recognize their joint 
interest in the future of the in- 
dustry,” he added, “and they must 
face the fact that no matter how 
much volume a dealer may produce 
this year or next, if his standards 
will be a detriment to the industry 
he should not be appointed; and, 
if after appointment, he operates 
in such a way, he should, if 
attempts at reformation fail, be 
removed.” 


Ford to Support Circus 


In 60 Cities 


DETROIT.—Ford Motor Co. and 
Ford dealers in 60 major metro- 
politan areas are supporting a 
nationwide tour of McGaw’s Motor 
Circus, complete with clowns, wild 
an , auto daredevil stunts, top 
circus acts and a side show. 

Beginning May 30, at the Rose 
Bow! in Pasadena, Calif. the circus 
will visit the 60 cities, playing in 
municipal stadiums, major league 
ball parks and football stadiums 
throughout the summer. 

Ford dealers will help promote 
the show by distributing a million 
tickets from their showrooms, They 
will halt the distribution two days 
before the show. 

In addition to helping promote 
the show, Ford is building a special 
motorized midway and animal 
menagerie to accompany the motor 
——- Midway admission will be 
ree. 


Nina Phillips, Warren, O., Mrs. Ohio 
1958, receives first-place award from A. 
E. Kimberly, DeSoto chief engineer, for 
her prize-winning essay on safe driving 
practices in competition with other state 
finalists in the Mrs. America Contest at 
Fort Lauderdale, Fia. “Never use the auto- 
mobile as a sightseeing vehicle,” she 
cautioned. The contest is cosponsored by 
DeSoto. 


Hartley Act which would eliminate 
the secondary boycott, provide for 
definite rules for picketing, and re- 
move the “so-called no-man’s land” 
situations where the NLRB will not 


act and state courts contend that = 


they cannot act. 

Bell said St. Louis was the 
birthplace of NADA, which this 
year celebrates its 40th anniver- 
sary. He drew comparisons with 
the industry as of 40 years ago 
and today. 


Bell received considerable ap- 
plause —loud and long—when he 
urged a “code of business stand- 
ards” for the retail automobile 
trade. He said such a “code” must 
have teeth in it “so that a consistent 
violator would be bounced out of 
NADA and the state association 
and lose his dealer franchise.” 


Many delegates to the convention 
who were questioned voiced consid- 
erable interest in the “profit panel 
forum.” All participants were deal- 
ers who consistently have netted a 
profit. 


Members explained methods of 
cutting overhead and pointed out 
how such operations eventually re- 
placed the use of red ink with 
black. 


Members of the panel included 
Jerome A. Smith (Buick), Kansas 
City, the discussion leader; Les- 
ter P. Francis, (Chevrolet), St. 
Louis, moderator, and Charles 
White, Aurora, Mo.; W. E. Zenge, 
Canton, Mo., and Lawrence Gold- 
beck, St. Louis. 

Karl M. Richards, manager, field 
services department, Automobile 
Manufacturers Assn., Detroit, spoke 
on “Better Roads— Dealers Best 
Outlet.” 

He explained the Federal Road 
Act and pointed out its benefits to 
the economy of the nation and the 
automobile industry. 


Horn Fire Loss $180,000 


SAPULPA, Okla.—Dealer Marcus 
Horn (Chrysler-Plymouth) has suf- 
fered a $180,000 loss from a fire 
which destroyed the one-story 
building housing his dealership 
here. Two trucks and 14 new cars 
were lost in the flames, one a $7,000 
auto scheduled for delivery the next 
morning. 


Automation Is the Byword— 





Manufacturing operations at Ford Motor Co.'s new chassis parts plant in Sterling 
Township, Mich., include advanced examples of automation. This installation assembles 
front suspension subassemblies at the rate of 1,200 an hour. The operator loads one 
Dasic part on a multifixture, circular table which indexes through several automatic 
work stations and returns the completed assembly to him. The machine automatically 


rejects parts which do not meet quality standards. 
* * + 


* * * 


Called Marvel of Automation... 


Ford Chassis Parts Plant 


DETROIT.— Nearly three million 
pounds of raw materials are con- 
sumed daily at Ford Motor Co.’s 
new chassis parts manufacturing 
plant in suburban Sterling Town- 
ship. 

And each day’s production of 
finished parts fills 35 freight cars 
and 30 trucks which are dis- 
patched to Ford’s 20 assembly 
plants in 14 states. The New York 
Central Railroad has constructed 
a 250-car switching yard near 
the plant to handle rail traffic. 

The highly automated Sterling 
plant is a key project and a major 
Detroit-area item in Ford’s $4.18 
billion postwar modernization, ex- 
pansion and tooling program. 

Company executives decided to 
build the plant in 1954 when product 
engineers were completing the ini- 
tial drawing-board sketches for the 
chassis components to be introduced 
on the corporation’s 1957 models. 


Construction began in April, 1955; | | 


machinery installation began in 





Utah Salesmen Are Rated 
In Shopping Survey 


(Continued from Page 3) 


as thorough this year as last. Only 
44 out of 125 this year tested the car 
on the road and conducted an ex- 
tensive appraisal. A year ago, 61 
appraisals were rated as thorough. 


HE association said that in the 

majority of instances where a 
thorough appraisal of the tradein 
was not made, the allowance figure 
was quoted merely by looking at the 
car from a distance. 

No close observation of glass, 
tires, body, paint, upholstery and 
other features was made. 

Two of the cars used for shopping, 
the association said, had broken 
windshield glass which would cost 


: more than $80 to replace. Yet, said 


the association, only one dealer in- 
quired as to the likelihood of the 
insurance company participating in 
the replacement cost. 

Seven cars were offered as trade- 
ins by the various shoppers, with 
variations in allowances ranging 
above $1,000 on a given car. 

* 7 oS 


; AUOWANCES ranged as follows: 


1956 Chevrolet 210 V-8 four-door 
sedan, $1,700 to $2,721; 1952 Ford 
Customline V-8 four-door sedan, 
$555 to $1,009; 1954 Ford Customline 
V-8 four-door sedan, $1,250 to $1,554; 
1955 Ford Mainline V-8 four-door 
sedan, $1,300 to $1,900; 1956 Ford 
Mainline V-8 two-door sedan, $1,745 
to $2,140; 1955 Mercury Monterey 
four-door sedan, $1,600 to $2,395, 
and 1950 Oldsmobile 88 four-door 
sedan, $600 to $1,050. 

Only two dealers held the line 
on prices, except for token induce- 
ment such as ten free lubrication 


jobs or $100 off “if the deal is 
made this week.” 

The remaining 123 dealers will- 
ingly offered discounts from $400 to 
$700 if the shopper kept the tradein. 
A year ago, discounts offered if the 
tradein were kept ranged from $175 
to $600. 

The association said that five 
dealers voluntarily offered to show 
the shopper factory invoices with 
the pitch that they would accept a 
certain amount above cost. 


Cadillac Appoints 
Parts Manager 


DETROIT.—Appointment of John 
A. Dunn as Cadillac general parts 
and accessories manager has been 
announced by Fredric H, Murray, 
general sales manager. He replaces 
Claude Read, who has retired. 

Dunn joined Cadillac in 1929 as a 
student at Gen- 
eral Motors Insti- 
tute. Upon grad- 
uation with an 
engineering de- 
gree he joined the 
Cadillac service 
department where 
he held successive 
assignments as 
office manager, 
service promotion 
manager, assist- 
ant general parts John A. Dunn 
and accessories manager and assist- 
ant general service manager. 

Prior to his promotion Dunn was 
administrative assistant to the gen- 
eral parts and accessories manager. 








February, 1956, and the plant was 
completed in September, 1956. 
The speed of construction is 

considered extremely fast for a 

project of such magnitude. 

The plant encompasses 1.8 million 
square feet of floor space, and is 
located on a 150-acre site at Mound 
and Seventeen Mile roads, 18 miles 
north of downtown Detroit. It em- 
ploys about 6,300 and has an annual 
payroll of nearly $35 million. 

Major products are rear-axle and 
differential assemblies, drive shafts 
and ball-joint front-suspension as- 
semblies. Parts are shipped to all 
Ford and Mercury assembly plants, 
and production soon will be added 
to supply components for the new 
Edsel line. 

The Sterling plant is the head- 
quarters of Ford’s chassis parts 
division. The division also operates 
the Canton (O.) forge plant, which 
supplies the forgings used at Ster- 
ing. 

About 1,200 new machines were 
purchased for the plant, and the 
moving of 800 pieces of machinery 
from Ford’s former Mound Road 
plant was a huge undertaking. 

Some machines were dismantled, 
moved and were back in production 
in one day. Product design changes 
were incorporated in many ma- 
chines while they were being moved. 
Temporary layoffs resulting from 
the transfer involved fewer than 
1,000 workers, Ford said. 

Automation is the key to the 
plant. Transfer machines cycle parts 
through series of operations. There 
are huge presses in which progres- 
sive dies perform several successive 
stamping operations, and materials 
handling devices eliminate much 
fatiguing loading and unloading of 


parts. 

If extended in a straight line, the 
plant’s monorail conveyor network 
would stretch 11 miles. 

Four giant machines, each about 
40 feet long and weighing 35 tons, 
automatically assemble parts for 
the ball-joint front-suspension units. 
Transfer machines process such 
items as front-wheel spindles, axle 
housings, differentials, driveshaft 
spiders and other parts. 

Five transfer machines process 
front-wheel spindles. Each has 18 
stations and weighs 127 tons, and 
each requires 3,000 square feet of 
floor space. The 84 tools in each 
machine remove about 200 pounds 
of metal an hour. 

The electrical circuits of each 
machine include 120 limit switches, 
197 solenoids and 20 miles of wiring. 
The required electrical current for 
each equals the amount needed for 
2,250 one-hundred-watt light bulbs. 

Preventive maintenance also is 
vital, and tool-control boards are 
found throughout the plant’s ma- 
chining area. 

These setups tally each operation 
performed by tools and signal the 
end of their predetermined life. 
Worn tools are replaced immedi- 
ately by reserve stock stored in the 
control boards. 
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52 Dealer Face Tieup ... 
Qakland Salesmen 
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mobile Dealers Assn. reported, “In 
@ movement that may bring about 
union organization in automobile 
dealerships throughout the South, 
the Teamsters and Machinists 
unions recently won an overwhelm- 





Corp, said they were preparing 
answers to the proposal made by 
UAW President Walter Reuther a 
week earlier. 

Louis G, Seaton, GM director of 









a formerly owned Haberman Chevrolet 
Te, 


By Joseph M. Callahan 
Staff Writer 

— of a salesmen’s strike 

loomed over 52 dealers in the 
Oakland (Calif.) area last week fo!- 
lowing the rejection by members of 
the Auto Salesmen’s Union of a 
contract recommended by the 
ynion’s negotiators. 

The Eastbay Motor Car Dealers 
Assn, offered the 
salesmen an increase 
from $300 to $400 in 
their monthly draw- 
ing accounts, a 
health and welfare 

plan costing $12.85 per month for 
each employe and a commission on 
new-car sales of 4.5 percent of the 
factory suggested retail price, 

Although Local 1095 officials 
recommended these terms, the 
salesmen rejected them by a 2-1 
majority. The salesmen had asked 
for an increase in maximum used- 
car commissions from $100 to $150, 
paid vacations and a pension plan. 

Albert Silva, business repre- 
sentative, said the salesmen be- 
lieved that the disadvantages 
outweighed the advantages of the 
offer. 

Although the salesmen had al- 
ready voted to strike, they con- 
tinued to work last week under 
an extension of the contract which 
expired Apr. 30, Federal Conciliator 
Fay Dunmire was attempting to 
arrange new negotiations late last 
week. The union struck the East- 
bay dealers in 1952 and 1954 

* . 


Mechanics Strike 

on strike was threatened 
last week in the Pittsburgh 

area where 160 mechanics went on 

strike at shops of 11 members of 





Obituaries 


Frederick W. Schroath 
KINGWOOD, W. Va.—Frederick W. 
Schroath, 49, a partner with his brother, 
Alfred, in S & S Chevrolet Co., Clarksburg, 
W. Va., died Apr. 28 after being stricken 
by a heart attack on a golf course here. 
* % * 


Edward C, Jamieson 
OSHAWA, Ont. — Edward C. Jamieson, 
fleet sales manager of General Motors of 
Canada since 1953, died here May 1. 
* * * 


Joe O'Loughlin 

HAYS, Kans.—Joe O’ Loughlin, 52, general 
manager of O'Loughlin Motor Co. (Oldsmo- 
bile) since 1936, died May 3 of injuries 
sustained May 2 in an auto accident near 
Russell, Kans. Three other persons, in- 
cluding Mr. O’Loughlin’s sister, Margaret, 
also were killed in the head-on crash. 

* * * 


Hugh J. Killeen Sr. 

ALBANY. — Hugh J. Killeen sr., 55, 
former service manager for L, R. Mack, 
Inc., Packard distributor, died Apr. 29 
after a brief illness. Widely known in auto- 
Motive circles, he was employed by the 
Mack firm for 30 years. 
* * 


Edwin F. Shearman 
DELAWARE, 0O.—Edwin Frank Shear- 
man, 45, president of Ed Shearman Motors 
(Lincoin-Mercury), died at his home here. 
He organized the concern in 1951. Before 
that he was manager of Portsmouth Motors 
at Portsmouth, O. i 
* * 


Charles W. Craft 
JONESBORO, Ark. — Charles W. Craft, 
39, co-owner of Craft Motor Co., (Pontiac), 
died Apr. 28 in a local hospital. 
* * * 


Ray Miles 
NORFOLK, Va. — Ray Miles, 1954-55 
president of the National Independent Auto- 
mobile Dealers Assn., died here Apr. 29 Mr. 


Miles had suffered from a heart ailment. 
* * * 


Morris J. Landay 
BALTIMORE.—Morris J. Landay, vice- 
president, Landay Nash Sales, Inc,, here, 
is dead at 51. His brother, Harry E. 
Landay, is president of the dealership. 
* * * 


Milton I. Dohner 
HAYWARD, Calif. — Milton I. Dohner, 
64, a former Ford dealer here for many 
years, died May 3. 2 
* * 


J. W. Goldsmith 
ATLANTA.—J, W. Goldsmith, a former 
Hudson distributor and a Hudson dealer 
here for 43 years, has died following a 
year’s illness. Mr. Goldsmith, 73, also had 
sold the Stanley Steamer and Graham- 
Paige. 
* * * 
Daniel S, Horrigan 
SEATTLE.—Daniel S. Horrigan, former 
Part-owner of Coast Motors, Inc., in Seattle 
and Everett, Wash., died Apr. 25 in Phoenix, 
Ariz, He was 70. 
* * * 
F. Haberman 
MARION, O.—Harry F. Haberman, 49, 
associated with Midtown Chevrolet here for 
17 years, died May 5. Mr. Haberman’s 







































Veto Contract Offer 


the Allegheny County Automobile 
Dealers Assn., following the expira- 
ation of their contracts. 

The members of Automotive 
Mechanics Lodge 1060 had re- 
jected an 11-cent hourly increase. 
Business Agent Ray Greis said 
the current hourly rate is $2.27, 
compared to an average of $5 for 
the customer labor rate charged 
in six garages. 

Last week the Kentucky Auto- 





Curtice Statement 
On Mich. Taxes 
Clarified by GM 


DETROIT.—General Motors has 
announced that in press reports 
of the controversy about Michigan’s 
corporate tax 
structure there 
“has been some 
misinterpretation” 
concerning Har- 
low H. Curtice’s 
statement on the 
subject. 

W hile Curtice, 
GM president, ex- 
pressed concern 
about the tax level 
and referred to 
the tax as a fac- 
tor in location of plants, he did not 
make or imply a threat of moving 
existing plants from the state, GM 
said. 

In Curtice’s one and only state- 
ment on the matter, he said: “Ob- 
viously, if the governor’s (Gov. G. 
Mennen Williams) plan of taxation 
is adopted the resultant excessive 
tax level will be an even greater 
influence in our decision with re- 
spect to locating new plants and 
providing new job opportunities.” 

Curtice said that taxes per GM 
job in Michigan in 1956 were higher 
than in any other state in which 
GM has substantial manufacturing 
operations, with one exception. 

“... The fact is that even the 
present level of business taxation 
in Michigan has already led us to 
locate plants in other states, where 
taxes per GM job are less than 
one-half of the present taxes per 
job in Michigan,” Curtice said in 
his statement. 

Replying to Curtice, Gov. Wil- 
liams said GM’s threat to locate 
new plants outside Michigan was 
“as old an attempt to dictate gov- 
ernment from the offices of cor- 
porate management as this country 
has ever seen.” 

Gov. Williams said 32 other states 
had corporation profits taxes of the 
type he has proposed for Michigan. 
Some auto plants have decentral- 
ized to other states for other rea- 
sons than taxes, he said. 





H. H. Curtice 





Salesman Collects Prize— 


A Californian who transferred from the 
service to the sales end of the auto 
business is. the top national prize winner 
in Chevrolet's $120,000 contest for retail 
truck salesmen. Paul T. Underwood, of 
Torrance, Calif., receives his award, $10,- 
000 in U. S. bonds, from T. T. Brown, 
Chevrolet assistant national truck man- 
ager. Underwood, who now is sales man- 
ager at Carter-Shafer Chevrolet, Encinitas, 
Calif., won the prize as.a salesman for 
Paul's Chevrolet, Torrance. Other top 
award winners are William W. Fair, John- 
son Chevrolet Co., Indianapolis, second, 
and Tom H. Gorham, Courtesy Chevrolet, 
Los Angeles, third. 


ing victory in an election super-|!#bor relations, wrote to Reuther: 


vised by the National Labor Rela-| “Realistically, your proposal is 
tions Board in Little Rock, Ark.,| not for the purpose of studying 
against a large automobile dealer-| whether there should be a ‘shorter 
ship, work week with increased take- 
‘Unions have been active in| home pay,’ but rather a study of 
Little Rock for some time, but this| how and when.” 
is the first election they have won| George Romney, AMC president, 
involving automobile dealers, Thus,| rejected the proposition on the 
this victory is expected to serve as| ground that it would be the “be- 
an impetus to ‘sign up’ other/ ginning of industry-wide bargain- 
southern dealers.” ing.” 





Fram Completes 


Ohio Expansion 


GREENVILLE, O.—Fram Corp.'s 
$500,000 expansion program at its 
plant here has been completed, 
clearing the way for stepped-up 
production, the firm reported. 

The plant is located in the Detroit- 
South Bend automotive industry 
area and Fram said it will enable 
the company to serve its jobber 
and distributor trade more effici- 
ently in the Midwest and Far West. 





More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 





* * * 


Insurance Recommended 


ECLARING that one of the first 

demands made by unions is for 
group insurance plans paid for en- 
tirely by the employers, the KADA 
then urged its members to sub- 
scribe to the KADA’s group insur- 
ance plan. 

In Miami, the NLRB found a 
dealership, Nolan-Brown Motors 
(Cadillac), guilty of interfering 
with legitimate union organizing 
by the Machinists Union, 

The NLRB reported, the “Board 
orders and the company agrees to 
cease and desist from threatening 
to close its truck division and dis- 
charging all employes in the event 
they join or otherwise associate 
themselves with District Lodge No. 
40, IAM, AFL-CIO; from discourag- 
ing membership in the union; or 
from in any other manner inter- 
fering with, restraining or coercing 
employes in the exercise of their 
right of self-organization; to offer 
back pay to one employe; and to 
post compliance notices for 60 
days.” 

In Buffalo, shop employes of Don 
Allen’s City Chevrolet voted 26-19 in 
favor of representation by Local 55 
of the United Auto Workers. 


+ * Ld 


UAW Offer Rejected 

AST week General Motors and 

American Motors rejected the ; 
UAW’s proposal that they partici- ota ah™ 
pate in a labor-management dis- : ; <p oh dai wD 
cussion on a shortened workweek. 

Ford Motor Co, and Chrysler 


ee 


Colorado Court 
Denies Rehearing 


On Sunday Closing 


DENVER. — The Colorado 
Supreme Court has denied further 
rehearing on its Apr. 1 decision 
that the law banning sales of auto- 
mobiles in Colorado on Sunday is 
constitutional, 

Gordon Slatkin, an attorney for 
Max Mosko, Lakewood auto dealer 
who led the attack on the law, said 
he may appeal to the U. S. Supreme 
Court. 

The Mosko firm has 90 days to 
file a petition for a writ of certio- 
rari to the highest court in ths 
land. No further remedy is avail- 
able in the State Supreme Court. 

The Colorado high court reversed baa 
itself in its Apr. 1 finding that the 
law is constitutional by a four to 
three decision. Originally, last July 
30, the Supreme Court ruled the 
law unconstitutional by the same 
narrow margin, but changed its 
position on rehearing. 

In a strongly worded dissenting 
opinion Apr. 1, Chief Justice O. 
Otto Moore said the majority 
opinion “destroys constitutional 
provisions.” He said it “takes a long 
step toward destruction of what- 
ever remains of freedom of the 
individual to carry on a perfectly 
harmless business.” 

The majority opinion by Justice 
Frank Hall held that the motor 
vehicle business was a “special type 
of business,” and therefore is sub- 
ject to special legislation. 

Meanwhile, charges of violating 
the law, which had been filed 
against Mosko and another dealer- 
ship, Woody Cavnar Motors, have 
been dismissed by the Motor Vehicle 
Advisory Board for lack of suffi- 
cient evidence. 


Mallory Fire Loss 

MATTOON, Ill. — DeSoto-Plym- 
outh dealership of Mallory & Sons, 
together with nine new cars, a used 
car, service truck and various 
equipment, has been destroyed by 
fire. Robert M. Mallory estimated 
the loss at $75,000. 
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@ A freight allowance plan 
boats freight prepaid. 


The WINNER line of boats is 


WINNER boats, which is open 


mendous public acceptance! 
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[ @ The highest discount plan in the industry. 
| @ A retroactive volume bonus plan that enables you to 
make up to several thousand dollars each year. | 


Your present facilities are ideally suit 
WINNER boat line. Preferred areas are still open 
to quality dealerships. For information, write, wire 
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Warner 10" Boats 


COMPLETE OUTBOARD LINE 
12, 15 and 17 ft. Runabouts 


19 ft. Cabin Cruiser 


that permits you to receive | 


a natural for your showroom 


and sales organization—the line of high volume models you 
can sell. Your customers now go elsewhere to buy boats—why 
not from you? There is a vast and highly profitable market for 


to you with only a fraction of 


the effort you expend on car sales. 

Molded fiber glass WINNER boats are tough, durable, leek- 
proof. They will not corrode, rot, absorb water—require only 
minimum maintenance. They have beauty, style, safety. Tre- 


for the 


yg 7-H. L. JOHNSON, General Sales Manager 
/APETUET” MANUFACTURING COMPANY, Inc. 
107 Sullivan Way, Trenton 3, N. J. 


BUILDER OF FIBERGLAS BOATS 








Success Through Goodwill, High Morale .. . 
Gorrie’s Management Philosophy 


By James Montagnes 
Staff Correspondent 

TORONTO.—A new philosophy of 
management — in which employe 
morale and customer goodwill are 
prime considerations — igs being 
practiced at A. D. Gorrie & Co. Ltd. 
(Chevrolet). 

It’s based on the premise that 
profit is not the only reason for 
being in business, according to 
Burke Seitz, the firm’s 32-year- 
old executive vice-president. 

Seitz used to be strictly a “profit” 
man, but since September, 1955, he 
has given much thought to defining 
his business philosophy, 

He told his staff recently that 
the main reason for being in busi- 
ness is “success—and the kind of 
success that makes an individual 


Dealer Groups 
Support Carolina 
Inspection Bill 


RALEIGH, N: C.—Representatives 
of automobile dealers and some 20 
other groups have appeared before 
the House Roads Committee to sup- 
port a bill providing for a yearly 

on of motor vehicles. 

The bill would use ee 
vate garages as inspection ons 
and there would be no limit to the 
number of inspecting firms, accord- 
ing to Ed Scheidt, motor vehicles 
commissioner. 

The measure would provide li- 
censed garages, would make yearly 
inspections of lights, brakes, wind- 
shield wipers, steering mechanism 
and horn. Inspecting firms would 
collect a‘$1 fee, keep 75 cents and 
send 25 cents to the motor vehicles 
department. 

Rep. Carroll Holmes, of Perqui- 
mans, one of the sponsors of the 
new bill, told the committee that 
“auto inspection is an anathema to 


the people of North Carolina be-| ad 


cause of the lousy administration 
of the bill passed in 1947. The bill 
was not adaptable to a rural com- 
munity such as we have in this 
state.’ He said faulty equipment 
was responsible for 8 percent—or 80 
deaths—of the annual traffic fatali- 
ties. 

Those appearing in support of the 
measure were J. C. Little jr., North 
Carolina Independent Automobile 
Dealers Assn.; Armistead Maupin, 
N. C. Automobile Dealers Assn.; 
J. P. Outlaw, executive secretary, 
N. C. Motor Carriers Assn.; repre- 
sentatives of the Governor’s Traffic 
Safety Council, the State Junior 
Chamber of Commerce and State 
Grange. 


Nelson and Welles 
Elected in Florida 


PANAMA CITY, Fia—The Pan- 
ama City and Pensacola automobile 
dealer associations have elected 
their officers for the coming year. 

Heading the City group 
is Marion G. Nelson (Buick), presi- 
dent, W. J. Cook jr. (Ford) is vice- 
president, and H. N. Tillman (Chev- 
rolet) is secretary-treasurer. 

Frank E. Welles jr. (Ford) was 
elected president of the Pensacola 
association. J. M. Lee (Buick) is 
vice-president; Guy E. Yaste jr. 
(Dodge-Plymouth) is secretary- 
treasurer, and Mort O’Sullivan jr. 
(Pontiac) and R. H. Turner jr. 
(Chevrolet) are directors. 


Copper & Brass Men 
Meet in Virginia 

HOT SPRINGS, Va. — The 35th 
annual meeting of the Copper & 
Brass Research Assn, opened yes- 
terday (May 12) and will continue 
until Wednesday (May 15). 

An executive session for members 
only opens today and will include 
election of officers, reports from 
officers and committees. A business 
session will be held tomorrow and 
include a panel discussion on pro- 
motion of copper and its products. 


Legion Honors Haber felde 
BAKERSFIELD, Calif. — George 
elde (Ford), has been se- 
by Bakersfield American 
Legion Post to receive one of the 
Legion’s highest honors, the dis- 
tinguished citizen award. 
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and a company proud of having 
achieved it.” 

Profit isn’t enough, he declared, 
adding that he found he was not 
immune to criticism from a cus- 
tomer who complained about serv- 
ice, 

“I discovered that I was not in- 
terested solely in a profit,” he said. 
“I was also interested in having 
the goodwill of our customers. 

“I also found that I wanted all 
the members of our organization 
to have the best possible work- 
ing conditions and incomes, and 
that desire wasn’t exactly in line 
with the single purpose of 
making a profit.” 

During the General Motors of 
Canada strike in® 1956, he said, as 
many of the Gorrie staff as pos- 
sible were kept on at a loss to the 
company of $100,000. 

“We felt it was an investment 
in goodwill,” he explained, 

Seitz and other members of the 
Gorrie management discussed what 
they wanted to do with the busi- 
ness and what their aims and ob- 
jectives should be. 

They decided they wanted suc- 


General Plans 

Early Output of 
. . 

New Air Spring 

AKRON.—A new $1 million de- 
partment for the manufacture of 
rubber air springs for the automo- 
tive industry was announced Friday 
by L. A. McQueen, vice-president of 
General Tire. 

McQueen said the new depart- 
ment will function as part of Gen- 
eral’s Industrial Products division 
in Logansport, Ind. Special equip- 
ment for the manufacture of our 
air springs is currently being in- 


stalled at Logansport and actual 
production is to begin soon, he 


cess “through recognizing and 
satisfying the needs of all our em- 
ployes, all our customers and all 
through 
the active application of integrity 


cur other associates ... 


and honesty in all our efforts, 
The policy has paid off, Seitz 
declared, Recently the company 
advertised a sale of used police 
cars, and all were sold at normal 
markup. The company now has a 
waiting list for used police cars. 


Last January, the company de- 
cided salesmen’s pay was too low 


to permit them to dress and live 
as the dealership expected them 
to. So the company adjusted the 
men’s basic drawing account and 
salary arrangement to correct this 
situation. 

Seitz told his employes, “We have 
been doing more than ever before 
to get your suggestions and 
opinions on our plans before we 
put them into practice, 

“We are conducting studies to 
assist you to a well-filled and ac- 
tive day every day and a well- 
filled pay envelope every pay day. 
We are looking for important work 
which we can ask you to do to in- 
sure that you will be ready to ad- 
vance as soon as the opportunity 
presents itself. 

“We have noted a marked in- 
crease in morale inside the com- 
pany and — as a result — much 
greater customer satisfaction to- 
ward all departments.” 

Though only 32, Seitz has a 


graduate of the University of 
Toronto and the General Motors 
Institute and joined Gorrie as a 
service apprentice in 1947 after 
service in World War II. 

He later was made used-car sales 
manager, became assistant to the 
president in 1951, general manager 
and secretary-treasurer in 1952 and 
executive vice-president in 1956. 





SASI Elects Officers— 


Newly elected officers of the Southeast Automotive Shows, Inc., are, standing, 
from left, Harold Hart, Columbia, Miss., treasurer; Ned Holland, Greenville, 5S, i 
first vice-president; John Colley, Atlanta, general manager. Seated: M. D. Taylor, 
Andalusia, Ala., immediate past president; Frank McKenzie, Bivefield, W. Va., presi. 
dent; and Harry Gee. Ed Britton, second vice-president, is not pictured. The officers 
were elected ai the group's International Automotive Exposition in /Aiami. 


Law on Insurance Agents 
Clarified in Kentucky 


By A, W. Williams 
Staff Correspondent 

LOUISVILLE. — A program for 
strict enforcement of state laws 
providing for licensing of insurance 
agents has caused a certain amount 
of confusion among auto dealers 

and salesmen in Kentucky. 
According to one popular ru- 
mor, Cad P. Thurman, the new 
insurance commissioner, planned 
to require every member of a 


volved, then all partners need not 
be licensed. 

6. Any person in the dealership 
who is actively engaged in the 
solicitation of insurance, such as 
soliciting renewals and/or policies 
sold for cash, where no lien is 
involved, must be licensed. 

7. Any person who is receiving a 
commission from the sale of in- 
surance must be licensed, For ex- 
ample, if an incentive plan for 
automobile salesmen is being used 
which includes incentive pay for 
the sale of insurance in connection 
with time transactions, the sales- 
men must be licensed. 


salesmen if the firm any 
insurance on the vehicles it sold. 
In an effort to clear up require- 






















ded. 

The new General Tire air spring 
is a band-diaphragm type unit—an 
air cell retained by a metal band to 
form a rolling diaphragm. The load 
is supported by air pressure acting 
against an area, permitting a con- 
stant car height regardless of the 
number of passengers. 

General Tire said its air spring 
differs from other air spring con- 
figurations in the following ways: 

1. The piston of the spring can 
be firmly attached to the suspension 
arm, thus eliminating additional 
heavily loaded joints. 

2. The space required for this 
spring is considerably less than 
other forms. 

3. The characteristics derived 
from this spring possess greater de- 
sign flexibility. 

4. The design does not stress the 
fabric and rubber as much as other 
springs which produce similar char- 





Chicago BBB ‘Corrects’ 


Advertising in March 


CHICAGO.—As a result of the 
Chicago Better Business Bureau’s 
automobile division activities, 12 

advertising claims were 
revised and four “corrections” 
were or aired during 
the month of March. 

During the month, the division 
checked approximately 8,250 ad- 
vertisements, making 82 shopping 
investigations, with 31 “bait” in- 
vestigations, One Chicago dealer 
agreed to 


tacted by the BBB. The offer had 
been made on a direct mail card 
and the actual interest rate was 
approximately 7.5 percent. 








acteristics. 
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GENERAL AIR SPRING’ CROSS-SECTION 
AND OPERATING POSITIONS 


* PATENT APPLIED FOR 





How General's Air Spring Operates— 


Cross-sectional view of General Tire & Rubber Co.'s new, low-rate air spring shows 
the normal, jounce and rebound positions. When the wheel strikes a bump, the 
metal piston (arrow up) is pushed into the air cell as shown in the jounce position. 
The compression of the air raises the pressure, thus increasing the load to meet the 
impact force. When the wheel lands in a pot-hole, the piston drops (arrow down) and 
the air pressure is reduced. The central and right-hand figures show the spring under 
the most extreme conditions of jounce and rebound which are experienced only on 
the most rutted and uneven surfaces. The action of the spring is designed for minimum 
disturbance of the car level. The ride height of the spring is maintained at the 
normal position by automatic height control valves which supply or exhaust the air 
as required to accommodate the load in the vehicle. 


ments of the state Insurance De- 
partment, Lew Ullrich, managing 
director of the Kentucky Automo- 
bile Dealers Assn., sent to members 
this interpretation of the law as it 
applies to auto dealerships: 

1, Each dealership insurance 
agency which is receiving commis- 
sions from the sale of insurance 
must have at least one licensed 
agent or solicitor. 

2. If a corporation is involved, 
the officer or officers of the cor- 
porations who are actively en- 
gaged in the handling of 
insurance must be licensed, 

3. If a partnership, the partners 
must hold a license. 

4. If a proprietorship, then the 
proprietor himself must hold a li- 
cense in order to participate in 
commissions. 

5. If a limited partnership is in- 


R.I. Legislators 
Hike Sales Tax; 
Include Tradeins 


PROVIDENCE, — The Rhode 
Island General Assembly has raised 
the 2 percent sales tax to 3 percent 
and has included automobile dealers’ 
tradeins in the tax. 

The Rhode Island Automobile 
Dealers Assn. fought to win an 
exemption of tradeing before the 
raise was voted but failed. 

A bill which sought to change the 
membership of the state Auto- 
mobile Dealers Licensing Commit- 
tee was killed as was a bill to make 
auto insurance compulsory. 

Also killed was a bill proposing 
an increase of 75 cents in the fee 
for driver licenses. 

The Assembly passed a compro- 
mise bill increasing the state mini- 
mum wage from 90 cents to $1 an 
hour. 


Wayne Metalcraft 
Bought by Edelmann 

CHICAGO. — Robert Edelmann, 
president, E. Edelmann Co. here, 
has announced that his firm has 
acquired Wayne Metalcraft Co., De- 
troit. 

The firm will operate as Wayne 
Metalcraft division of E. Edelmann, 
he said. Wayne will continue under 
the direction of Charles H. Nehls, 
Edelmann said. 


If no such incentive pay plan is 
being used — no license for the 
salesman is required. 


42 Dealers Signed 
By AMC in April; 
178 in 4 Months 


DETROIT. — American Motors 
signed 42 dealers in April, bringing 
to 178 the number signed this year, 
according to L. W. Stevens, director 
of automotive dealer development. 
He said AMC added 55 in January, 
41 in February and 40 in March. 

Dealers added in April were: Wil- 
liams & Bugbee, Inc., Bennington, 
Vt.; Courtesy Corner, Fairbanks, 
Alaska; Brand Auto Sales, Avilla, 
Ind.; Wayne’s, Chico, Calif.; Martin 
Bros., Mt. Pleasant, Ia.; Forest Hills 
Motors, Jamaica Plain, Mass.; 
Swenson Motor & Implement, 
Blackfoot, Id.; Olympic Auto Sales, 
Port Angeles, Wash.; Delco General 
Truck Sales, Inc., Essington, Pa; 
O. H. Grubbs Motor Co., Garland, 
Tex.; Northern Nash, St. Johns- 
bury, Vt.; Richey Motor Co., Sikes- 
ton, Mo.; Rowin Motor Co., Excel- 
sior Springs, Mo.; Phil’s Auto Sales, 
Patterson, N. Y. 


Walter Motor Co. Inc., Spring- 
field, Ill.; Hassan Bros. Inc., Quincy, 
Mass.; Green Motors, York, Pa; 
Media Carcade Corp., Media, Pa; 
James Nelson Auto Sales, Anniston, 
Ala.; Wertsch Motor Co. Inc., Osh- 
kosh, Wis.; Minneapolis Nash, Min- 
neapolis; Kilpatrick Bethlehem Mo- 
tors, Bethlehem, Pa.; Bel-Racine 
Rambler Sales, Chicago; Becker 
Auto Sales, Lafayette, Ind.; Colonial 
Motors, North Branch, N. J.; Price 
Motors, Inc., Lake Charles, La; 
Mid-Town Motors, Inc., Norfolk, 
Va.; Al Cooper Motors, Allison, Ia.; 
Spalding Auto Sales, Spalding, Mich. 

Stillman & Hoag, Inc., Bergen- 
field, N. J.; Luttrell Motor Co., Ala- 
mogordo, N. M.; Paul’s Auto & 
Body Co. Inc., Chester, S, C.; Hovde 
Motor Co., St. James, Minn.; Lusk 
Motor Co., Roswell, N. M.; Leftwich 
Sales, Leaksville, N. C.; Ragsdale 
Auto Co., Russellville, Ark; Quin 
Motor Co., Beeville, Tex.; P. A. Rel- 
aes et Ve Peterson & 

aus otor .. Hay Springs, 
Neb.; Logan & Kruger Motors, Inc., 
Wheatland, Wyo.; Johnson - Fort- 
num, Berlin, Wis.; Thompson Mo- 
tor Sales, N. Vernon, Ind. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(0, S. PRODUCTION ONLY) 
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Week Week Jan.1 Jan.1 
Ended Same Ended Total To To 
May 11, Week, May4, Output, May 12, May 11, 
1957 1956* 1957* April* 1956* 1957 
AMERICAN MOTORS... 2,375 1,456 2,343 10,211 52,718 38,695 
FASO ones sesesseseseeeee — Oe 38 293 3,906 1,044 
TIDE .ncnencssccecorsenssessessoners ee 154 577 10,279 2,487 
Rambler ...........0:..00.0000 2,200 1,456 2,151 9,341 38,528 35,164 
CHRYSLER CORP. ...... 29,977 17,692 24,671 114,308 369,205 527,808 
COMarysber «........neccceeeeeeeeee 3,097 2,212 2,498 10,389 45,714 54,367 
99 901 = 4,154 4,504 17,995 
BEIIOD asncesessvecececsessoscssove 2,450 1,439 2,970 11,760 45,216 59,625 
BEIID:  cersccaseccceseocverecesesee 7,025 4,276 5,796 28,589 79,665 123,176 
Plymouth. ................000 16,250 9,666 12,506 59,416 194,106 272,645 
FORD MOTOR ............. 36,538 32,321 35,790 163,491 658,238 765,974 
Continental ................... 18 26 30 114 928" 428 
BEM ccocusescecceecesecsescuscesooes 29,400 25,190 29,732 132,520 530,584 608,690 
OS en on 745 852 462 3,574 21,351 18,774 
SNEED sccassensussaccenseneve 6,375 6,253 5,566 27,283 104,875 138,082 
GENERAL MOTORS .. 55,867 52,068 55,970 254,969 1,356,501 1,175,162 
SEI: neschetirmtninbseenyeensoesnien 7,680 8,590 8,500 39,957 258,902 192,058 
ee 3,360 2,814 3,770 14,547 62,933 62,858 
NII wecdncnnssssvincstois 30,700 28,986 29,744 132,364 680,030 585,521 
Oldsmobile .................... 7,127 6,735 7,312 37,086 200,924 178,387 
SIE: ‘sunievomnsetnervenesonentn 7,000 4,943 6,644 31,015 153,712 156,338 
gE 1,422 2,010 1,225 6,260 50,695 29,026 
a 90 585 106 814 10,103 5,982 
Studebaker .................. 1,332 1,425 1,119 5,446 40,592 23,044 
Total Cars, U. S. ........ 126,179 105,547 119,999 549,239 2,487,352 2,536,665 
*Revised. 
COMMERCIAL CARS 
(U, S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 11, Week, May 4 Output, Mayi2, May il, 
1957 1956* 1957* Aprii* 1956* 1957 
CHEVROLET .................. 6,700 7,047 7,456 33,193 152,156 137,013 
DIAMOND T .................. 135 109 119 441 1,856 1,669 
ee 80 80 80 272 1,640 1,406 
i catccbiciaiaictadatain 1,500 1,931 1,776 71,323 33,361 32,375 
iat iincernistpetesltiahiahans 7,950 6,069 8,212 38,371 120,301 135,185 
csi cinticchiieininislaiDnaiei 1,250 1517 1,228 5,792 38,717 27,224 
INTERNATIONAL. ....... 3,209 2,769 2,695 11,331 56,045 38,561 
CD at setadilecteicaceeenetbil 350 355 351 1,474 7,138 6,355 
el iatincsctdiies 85 713 67 228 1,383 1,182 
STUDEBAKER.  ............... 242 360 259 1,023 5,519 4,530 
I Sasdinsiasaeitehiceensnlinaniad 325 368 333 1,410 7,209 6,259 
I cnt inc hk 1,450 1,253 1,081 3,408 23,628 $23,456 
MISCELLANEOUS*** 60 48 60 262 1,340 1,055 
Total Trucks, U. S....... 23,336 21,984 23,717 104,528 450,293 416,770 
Total Cars, Trucks, 
SINE icciteniasticenacemasasenlobed 149,515 127,531 143,716 653,767 2,937,645 2,953,435 
Total Cars, Trucks, 
IR G2 ch cemsinatentones 12,305 13,735 12,063 48,810 188,532 192,078 
Grand Total, 
Cars and Trucks, - 
U. S. and Canada ....161,820 141,266 


"Revised. Miscellancous includes Corbitt, 
Drive, ete. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


New Minimum Wage Bill 


Compromises 


WASHINGTON.— The Senate 
Labor subcommittee voted last 
week to report a compromise 
minimum wage bill for considera- 
tion by the parent committee. 

The bill would bring under 
coverage of the Fair Labor 
Standards Act some 3.3 million 
workers employed in retail and 
service establishments whose 
sales top $1 million yearly. 

The measure was reported from 
the subcommittee without recom- 
mendation, indicating that a good 
deal of rewriting will be forth- 
coming. 

Organized labor has been pushing 
for a more radical measure spon- 
sored by Senator Wayne Morse, 
Oregon Democrat, Morse’s measure 
would eliminate the retail and 
Service exemptions of establish- 
ments such as auto dealerships 
which do an annual business ex- 
ceeding $500,000. 


— Administration, on the other 


d, has recommended a rela- 
tively mild measure to bring under 
coverage only those presently 
exempt retailers which buy over 
$1 million in goods directly across 


155,779 702,577 3,126,177 3,145,513 


Marmon-Herrington, Federal, F o u r-Wheel 





on Coverage 


state lines and employ over 100 
workers. 

The Morse bill would affect 
some 10 million workers, while 
the Administration’s would only 
affect 2% million, two million of 
whom would be engaged in retail 


The compromise bill would bring 
a total of six million more workers 
under FLSA coverage, which calls 
for payment of at least $1 an hour 
and time-and-a-half overtime for 
hours put in after 40 per week. It 
was authored by Senator John 
Kennedy, Massachusetts Democrat 
and chairman of the Minimum 
Wage subcommittee. 

While the Administration pro- 
posal would leave intact all present 
overtime exemptions, Kennedy's 
measure would subject retail es- 
tablishments with annual sales over 
$1 million to both the minimum 
wage and premium pay provisions. 

Workers in the newly covered 
businesses would be paid overtime 
after 44 hours during the first year 
from the effective date of the act, 
after 42 hours the second year, and 
after 40 from then on, 

NADA opposes any change to 
retail exemptions. 
















gains at Chrysler, 
Dodge pushed Chrysler Corp. out- 
put from 24,671 units the previous 
week to a four-week high of 29,977 
assemblies last week. 


126,000 A Four-Week High for Industry... 


Plymouth Sets Pace 
In Car Output Rise 


(Continued from Page 1) 


rolled 17,294 units from the lines. 


The increase at Plymouth plus 
Imperial and 


Last week also marked the pro- 


duction of the 500,000th Chrysler 
Corp. car since Jan. 1. The car, ac- 
cording to a factory spokesman, 
was a Plymouth Belvedere. The 
corresponding car of 1956 was not 
assembled until mid-July, or ap- 
proximately two months behind this 
year’s pace. 


* * * 


HRYSLER division was up from 
2,498 units the previous week to 
3,097 last week; Imperial climbed 
from 901 to 1,155, and Dodge 


jumped from 5,796 to 7,025 units. 


DeSoto, the only division to show a 
decline, dropped from 2,970 to 2,450 
units. 

Return of Lincoln and Mercury 
assembly operations to a five-day 
schedule helped boost Ford Mo- 
tor Co. from 35,790 units the pre- 
vious week to 36,538 last week. 

Mercury, which didn’t work its 
Wayne (Mich.) plant on Thursday 
and Friday the previous week, 
turned out 6,375 cars last week, 
compared with 5,566 units during 
the week ended May 4. Lincoln, 
which also assembles cars at the 
Wayne plant, turned out 745 units 
last week, compared with 462 cars 
the previous week. 

+ = = 


ORD division showed a decline 

from 29,732 assemblies a week 
earlier to an estimated 29,400 units 
last week. None of Ford’s car as- 
sembly plants was scheduled to 
work Saturday last week. 


Continental, which built out on 
its Mark II model last Wednes- 
day (May 8), turned out 18 cars 
last week, compared with 30 dur- 
ing the previous week. Continental 
assembled 3,000 cars during its 
model run which started in the 
summer of 1955. It will move all 
operations to Lincoln’s new Novi 
(Mich.) plant. 

The Continental work force of 
about 200 employes will be moved 
virtually intact to the new plant 
and start immediate preparations 
for production of the Mark ITI, 
which will be introduced in the fall. 


* = x 


[/FpECuines at Buick, Cadillac and 
Oldsmobile offset hikes in as- 
sembly schedules at Pontiac and 
Chevrolet and helped ease off Gen- 
eral Motors car output from 55,970 
units the previous week to 55,867 
last week. 

Chevrolet’s boost from 29,744 
units a week earlier to an esti- 
mated 30,700 last week marked 
the fourth consecutive week that 
its weekly output has topped Ford 
division, but the GM division still 
was some 13,000 units behind Ford 
in year-to-date output. As of last 
Saturday, Ford had turned out 
608,690 to Chevrolet’s 585,521 cars. 


Cadillac returned to its normal 
3,360-unit-a-week schedule last week 
after having increased output to 
3,770 units the previous week to 
make up for a loss in assemblies 
during a previous five-day period. 

* 7 * 


Bure showed the biggest de- 
cline of any GM division as it 
dropped from 8,500 assemblies the 
previous week to an estimated 7,680 
last week, while Oldsmobile was off 
from 7,312 units a week earlier to 
7,000 last week. Buick did not work 
its Flint plant on Friday. 


Pontiac boosted its output from 
6,644 units the previous week to 
7,000 assemblies last week. 


AMC showed an increase from 
2,343 assemblies the previous week 
to 2,375 last week as both Hudson 
and Rambler scheduled production 
boosts. 


* * * 


Raetm boosted its projections 
from 2,151 units a week earlier 
to an estimated 2,200 last week, 
while Hudson turned out 40 units 
last week, compared with 38 the 
previous week. Nash slipped from 


154 assemblies the previous week to 
135 units last week. 

S-P also effected a production 
boost last week as its Studebaker 
division hiked output 213 units 
over the previous week. While 
Studebaker was increasing its 
output from 1,119 units the pre- 
vious week to 1,332 last week, 
however, Packard was dropping 
from 106 to 90 assemblies. S-P’s 
corporate output, however, jumped 
from 1,225 to 1,422 units. 

Truck output dropped from 23,717 
units a week earlier to an estimated 
23,336 last week to mark the first 
time in four weeks that output 
failed to exceed the previous week’s 
assemblies. 

= * x 

HE truck manufacturers turned 

out 37,070 units during the first 


61 


eight work days (based on a five- 
day schedule since only Ford has 
been scheduling Saturday opera- 
tions) for a daily average of 4,634 
units a day. Continuation of that 
rate throughout the month would 
give the manufacturers an output- 
of nearly 102,000 trucks in May, or 
only a 2.3 percent decline from 
April’s 104,528 assemblies. 


Some observers, however, see a 
reduction in the daily rate later 
in the month due to the fact that 
heavy-duty truck makers are 
catching up with lost production 
incurred during the Eaton Axle 
strike in March. The Memorial 
Day shutdown also will affect 
truck output. 

Canadian manufacturers turned 
out 12,305 cars and trucks last week 
to record a slight boost over the 
previous week’s output of 12,063 
vehicles. 

If Canadian manufacturers con- 
tinue at the 2,388 - vehicles - a- day 
rate they worked at the first eight 
work days of the month, they would 
produce an estimated 52,500 cars 
and trucks during May. 

That would be a 7.6 percent boost 
from April’s output of 48,810 vehi- 
cles and the highest monthly output 
since last June. 


Strong Truck Sales Rise 


Seen by GMC’s 


DETROIT.—Philip J. Monaghan, 
general manager of the GMC truck 
and coach division, last week pre- 
dicted a strong spring and summer 
upsurge in truck sales. 

Monaghan said, “While indus- 
try truck sales for the first 
quarter have been about 7 per- 
cent below the comparable period 
of 1956, we think the volume of 
business now developing will 
make up lost ground and give the 
industry an excellent chance in 
1957 of equalling the 903,000 trucks 
sold last year.” 

He said the improved outlook was 
based on the increased moisture in 

the formerly drouth-stricken areas, 
the good business of over-the-road 
operators, the coming impact of the 
national road-building program and 
the above-normal reaction caused 
by the advent of spring in some 
localaties. 

“We noted that in several of our 
sales zones,” he continued, “April 
GMC truck sales were over the 
March totals, ranging from 11.9 
percent to 39.2 percent. 

“While we consider a normal 
spring market upturn to be about 
10 percent, it is spurts like these, 
in spots such as New England 
and the West Coast that indicate 
a strong business y 

Adding that GMC’s total sales in 
April were up 15 percent over 
March, Monaghan said, “Almost 
without exception, our dealers have 
told us that there is a new feeling 
of business confidence and sales 
activity in their areas.” 

Monaghan, R. C. Woodhouse, 
general truck sales manager, and 
several other GMC officials spoke 
last week at the last of a series of 
dealer meetings in GMC’s 19 sales 
zones throughout the country. 

Woodhouse said that he particu- 
larly noticed an increase in sales 
of vehicles in the 16,000 to 19,500- 
pound GVW class, indicating the 
increased need for trucks to de- 
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Monaghan 


liver food and other items to the 
growing suburban areas. 
He said that dealers in every 
state except one reported that 
they had made no sales because 
of the national highway program. 
The dealers complained that 
their programs were still tied up 
in politics or lacked fi b 
According to Woodhouse, the 
most hopeful note of the entire trip 
was the tenor of the used-truck 
market. He said that dealers told 
him that there was no used-truck 
problem, that light units were 
moving like “hot cakes” and that 
never had they had so much profit 
from heavier used units. 


Glekel Heads 
Divco-Wayne 


RICHMOND, Ind.— Newton 
Gleckel, New York, has been elected 
president of Divco-Wayne Corp. 
The firm was 
formed last Nov. 1 
through a merger 
of Divco Corp. 
producer of multi- 
stop delivery 
trucks, and Wayne 
Works, Inc., man- 
ufacturer of bus 
bodies, ambu- 
lances and funeral 
coaches, 

Glekel formerly 
headed the Wayne Newton Giekel 
divisions of the company. F. R. 
Fageol continues as board chair- 
man; Frank W. Hall will head the 
Wayne Works and Miller-Meteor 
Motor Car divisions, and G, E. 
Muma was named president of 
Diveo Truck division. 

I. G, Brown was named to the 
new post of sales vice-president for 
all Divco-Wayne divisions, and 
Richard O. Thomas was appointed 
general sales manager for Wayne 
Works division. 








Walser Opens Modern Showroom— 


One of the new dealer showrooms in the Twin Cities area is that of Town's Edge 
Oldsmobile in Hopkins, Minn. The architectural style of the building is modern with 


wide expanses of glass for maximum dis 
the dealership, which was founded in 1956. 


play of cars. R. J. Walser is president of 
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make-ready program which really 


, is notified that his car is ready, 
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13 Pct. of Income Lost... 
Cost of Illness Analyzed 


CHICAGO.—Prolonged illness and 
absence from the job costs employes 
in private industry 13 percent of 
their annual income, according to 
a five-year study conducted by the 
Research Council for Economic 
Security. 

The total loss in lost wages is 
$800 million annually, plus medi- 
cal expenses, the council said, 

adding that almost $2 billion in 
production time also is lost, 

The study also revealed that pro- 
longed illness struck employes at 
the rate of 39 per 1,000 on the pay- 
roll. Financed by grants from 
private industry, the massive study 
cost more than $250,000 and covered 
193,856 employes of 145 firms, 

Of the employes studied, 6,201 
had prolonged illnesses, defined as 
lasting more than four weeks. 
Average duration of these illnesses 
was 10.9 weeks. Size of the firms 
ranged from under 500 to more 
than 5,000 employes. 

The study disclosed the following 
estimated costs of prolonged illness 
among the current population of 52.4 
million nonfarm workers only: 

1. More than $1 billion paid out 
in sickness compensation and paid 
sick leave, 

2. Medical costs of $700 million, 
of which $266 million is medical 
payments by workers. 

3. A total of 2,043,600 cases of 
prolonged illness-absence per year. 

4. Average production loss is 8.6 
persons (full time) for a full year 
per 1,000 on the payroll. 

5. Production lost is the work of 
453,000 men for a full year. 

“To plan action to meet this pro- 
duction loss, we need to look at 
more of the specific findings,” the 


markedly by age. 

“From this we can conclude that 
production lines are hardest hit; 
that experienced workers, in whom 
there is an investment of training 
and whose skills can least be 


spared, are more frequently absent.” 


How absentees met the net costs 
can best be indicated by their 
answers to the questions asked. 
Almost 41 percent said that they 
drew on savings that had been 
intended for a major purchase. 


About 19 percent stated that they 
arranged to pay their bills on an 


installment basis. Sixteen percent 
borrowed to pay their debts. ; 
Other findings of the study in- 


clude: 
Rate of prolonged illness-absence 


Customer Gets 
‘Sold Again’ 
In Make-Ready 


CHICAGO.—LondonMotors 
(Dodge-Plymouth) has a new-car 






“sells” cars, according to Bernard 
P. London, president. 
When a London Motors customer 


London sends him to the service 


Avanzo then ~ fe Be 
poin out some of underside 
— that the customer hadn't 
seen before. He tells the customer 
that he wants the car back at 500 
miles and 1,000 miles “with no 
‘ands,’ ‘ifs’ or ‘buts.’” London said 
this convinces the customer that he 


Dealer Lincoln Runs 

TROY, N. C.—Al Lincoln (Buick), 

ig running for mayor in this year’s 
municipal election. 





















increases by age, with the 55-64 
brackets having six timés as many 
as the youngest group, 14-24. 

The rate for production workers 
was higher than for salaried 
workers, the former being 44 per 
1,000 and the latter 30 per 1,000. 

Women had more prolonged ill- 
ness-absences than men, the rates 


Reaching an estimated 


RATES: 


150,000 
TWENTY-TWO CENTS 


and address at regular rates 


TEN DAYS 
WANT AD DEPT 


HELP WANTED 


CREDIT SALES SUPERVISOR, Old estab- 
lished internationally known company 
with branch offices in all principal cities 
offers rare opportunity to a man 35-40 
willing to relocate West Coast or Chicago 
who preferably has small ioan supervi- 
sory experience, or allied experience han- 
dling appliance, credit jeweiry or furni- 
ture financing as a supervisor in a 
multi-branch operation. Ability to sell 
ideas and work well with high sales pro- 


credit and collections and 
ability to organize, handle, direct and 
supervise people a necessity. Good insur- 
ance and retirement plans. Salary—high 
four figures. Write J. O. Bennett, Jr., 
National Credit Sales Manager, Box 5168, 
Chicago, Ill. 


SALES MANAGER. Capable of selling 150 
new cars monthly. Must have ability to 
organize and direct sales organization of 
20. to 30 salesmen on a profitable basis. 
Salary, percentage of profits, opportunity 
to buy in. If you can handle this and 
want to go places give references, com- 
plete background, past success. Box 7117, 
c/o Automotive News, Detroit 26. 





SALESMEN 


We have openings for two aggressive sales- 
men to round out our sales force. We are 
looking for top flight salesmen to sell the 
hottest lines in the industry. Our men have 
demonstrators furnished and are paid the 
highest commissions in Detroit. If you have a 
proven sales record and are not satisfied to 
earn less than $10,000 per year, we would like 
to talk to you. 

See Don Barrett or Bill Burton 
ROLLIE BARRETT, INC. 
Imperial-Chrysler-Plymouth 
13055 Grand River Detroit 27, Michigan 
Texas 4-0400 
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POSITION WANTED .. . as Chevrolet 
dealer's righthand man. Ten years’ ex- 
perience in automobile retailing, directing 
salesmen, accountants, parts managers, 
service managers, and teaching used car 
reconditioning. Let me help you put your 
ideas into reality. Age 38, married. Box 
7119, c/o Automotive News, Detroit 26. 





SERVICE MANAGER, Proven ability in all 
phases of dealership customer and fac- 


tory relationship. Sixteen years in me-|~ 


chanical field—last nine with one of the 
most outstanding dealerships in the mid- 
west. Excellent references, Box 7125. c/o 
Automotive News, Detroit 26. 





AUTOMOBILE MAN, age 50. Over 25 


years’ continual experience in automobile 
business including seven years as head of 
independent finance company in conjunc- 
tion with dealership. Believe I know all 
parts af business including how to make 
money and seli—not interested in fast 
pencil deal. Would like to make connec- 
tion with dealer who needs good right 
hand man in deal around 300 cars, Don’t 
care how much smaller deal is or how 
small town is. Have had experience in 
small town and farming communities. 
Married, no children. Prefer to locate 


CLASSIFI 


IN ADVANCE OF PUBLICATION DATE 
AUTOMOTIVE NEWS 


being 51 per 1,000 for women and 
32 per 1,000 for men. 

Non-manufacturing industry had 
a higher rate (43 per 1,000) than 
manufacturing industry (35 per 
1,000). 

Ninety-three percent of the ab- 
sentees returned to work after their 
illnesses. 

Prolonged illness accounts for 
35.3 percent of all time lost from 
the job because of illness. It is 
60 percent of the time lost during 
all absences of one week or more. 


Hospital care was needed by 75| higher as the income level rose. 
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POSITION WANTED 


SALES MANAGER—A man who is able 
to take charge, produce sales, train sales- 
men, My background includes seven years 
in sales promotion plus a _ profound 
knowledge of new and used cars, Inter- 
ested in a position with a future, Excel- 
lent references. Box 7128, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER—Former 200 new 
car dealer—lost lease. 34 years old with 
family. Ten years’ experience. Capable 
of assuming full responsibility for suc- 
cessful operation of dealership. Will re- 
locate. Box 7120, c/o Automotive News, 
Detroit 26. 

ACCOUNTANT-BUSINESS MANAGER. 
General Motors and Ford experience, Top 
references from either or both manufac- | 
turers. Presently employed at a 2,400 
new car dealership, but desire to relocate 
either in Atlanta, Georgia or Miami, 
Florida, Four years’ Hull Dobbs experi- 
ence, and eight years with a Chevrolet 
dealer. Replies confidential. Box 7106, c/o 
Automotive News, Detroit 26. 


INSURANCE AND FINANCE MANAGER. 
Ten years’ experience with General Mo- 
tors and Ford dealerships. Full knowledge 
of insurance solicitation, claim handling 
and finance closing. Available immedi- 
ately. Box 7107, c/o Automotive News, 
Detroit 26. 

AGGRESSIVE 30-YEAR-OLD auto sales 
manager with seven years’ varied experi- 
ence wants connection with smaller 300- | 
400 car dealership, Would like working | 
arrangement with opportunity to invest. 
GM and midwest preferred. Box 7108, c/o! 
Automotive News, Detroit 26. 


OWNER OF A 100 CAR Ford agency is 
interested in a buy-out arrangement of a/| 
larger Ford deal. Age 31, married, have! 
college degree in business administration. 
Present Ford agency is prospering, but 
potential and ability to grow is limited. | 
Box 7109, c/o Automotive News, Detroit 
26. 

GM ACCOUNTANT, 27 years’ experience, | 
with one dealer 24, wants to change to 
location in Colorado, Wyoming or Idaho. 
Chevrolet preferred. Box 7091, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER—25 years’ GM ex-| 
perience. Proven profit maker in large) 
volume operation—Can set up and organ- | 
ize complete parts and service depart- | 
ments—Best employe and customer rela- | 
tionship—Resume on request. Box 7093, 
c/o Automotive News, Detroit 26. 














GENERAL MANAGER 


Good organizer with drive. Presently manag- 
ing one of the country's largest volume deals. 
Thoroughly experienced in all phases, Aggres- 
sive, dependable and married. Expect no biue 
sky but buy-in possibilities. 

Box 7114, c/o Automotive News, Detroit 26. 








DEALERSHIPS AVAILABLE 


FRANCHISE HANDLING PONTIAC— 
Southern New England. Long established. 
Excellent organization. Very desirable 
lease. Fine location. Profitable parts and 
service operation. Business very liquid. 
350 to 450 cars. Box 7081, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING CHRYSLER- 
Plymouth-Imperial. Established 1924. 150- 
200 car potential. Unlimited opportunity. 
Only Chrysler Corporation dealer in fast 
growing town of 8,000 near Indianapolis. 
No used cars or receivables to buy. Good 
seven year lease on buildings. This dealer- 
ship is modern in every respect. Selling 
on account of ill health. Hemphill Mo- 
tors, Inc., 150 W. Jefferson St., Franklin, 
Ind. 


OLD ESTABLISHED DEALERSHIP, ‘‘Big 


Three’’ dual, southwest’s . 
Sales 1,200 yearly. No used cars, ac- 
counts receivable or real estate. Good 
lease, Modern buildings, Used car lot ad- 
joining. Low overhead. Factory approval 
necessary. Must sell account health. Box 
7118, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE. 
Ideal location in beautiful Shenandoah 
Valley, excellent lease, good tion. 
Approximately 85 cars a year. No used 
car inventory. Highly industrialized city 
of 16,000. Price $27,000, a profitable deal, 
Hersh Oldsmobile, Inc., Waynesboro, Va. 


WILL SACRIFICE FOR $16,000. Well es- 


ern M z 
cars. Good service. Box 7082, c/o Auto- 
motive News, Detroit 26. 


percent of the cases (29 per 1,000) 
and the average hospital stay was 


2.5 weeks, 

Fewer than half (18 per 1,000) 
needed surgical treatment, 

The median wage of the employes 
covered by the study was $3,485 
annually, Gross average costs were 
$717 in lost wages and $342 in medi- 
cal costs. Average net wage loss 
was $323, which is 9.3 percent of 
income, Average net medical cost 
was $129, which is 3.7 percent. The 
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Perpetual Free Lubes 
Build Sales, Good Will 


TWIN FALLS, Id.—Gore Motor 
Co, (DeSoto-Plymouth), has built, 
good will and increased sales by 
offering free lubrication for the 
life of any car sold, new or used, 

Each purchaser receives a guar. 
antee from the firm of free lubri. 
cation jobs for the life of the car* 


ED WANT ADS 


readers 


(22¢) 


branches of the nation's automotive 
INSERTION. 
1le PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name | 
Pt MeL Meelis 
Box Number ads are forwarded to advertiser $12.30 per column inch 


supplied upon 
2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


A spokesman. said the offer hag 
been a spur for sales and has in. 
creased garage traffic. 

cs 


study showed medical costs to be 
higher for men than for women, 
higher for older workers, and 


DEALERSHIPS AVAILABLE 


Ss 

AUTOMOBILE AGENCY handling DeSote. 
Plymouth—selling 200 cars a year, Ip 
New York region. Well equipped saig 
service, body shop, used car lot. No req 
estate or used cars to buy. Low rent 
$250 per month. Must sell account othe 
interests. $25,000 will handle. All answer 
kept confidential. To be considered, ip 
clude background, references and finap- 
cial status in first letter. Write Box 70%, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Lincoln - Mer. 
cury, fully equipped in every respect with 
used car lot and 10-car warehouse ad 
joining. No accounts receivable, no used 
cars, Good lease, located on main high 
way in most progressive part of Texas 
Must sacrifice at once, taking larger deal, 
Factory approval necessary. Contac 
owner: J-B Motor Co., Liberty, Texas, 
Phone FE 6-4486. 


FOR SALE: LONG ESTABLISHED agency 
handling Ford in prosperous midwest town 
of approximately 20,000. Will sell parts 
inventory and equipment and lease build- 
ing and used car facilities. It’s a 300 car 
and truck setup. Owner has done all right 
and so can you, If you are interested, 
write Box 7121, c/o Automotive News, 
Detroit 26. 

CENTRAL COLORADO HANDLING “Big 
Three’ plus full International Harvester 
lines, Fine irrigated area, Complete, mod- 
ern plant. Not large—comfortable living, 
near mountains, finest hunting-fishing. 
Must sell immediately. Substantial dis- 
count account ill health. Box 7122, c/o 
Automotive News, Detroit 26. 


Lil htae 
POSITION WANTED ADS, 


Replies to 
CLOSING 


use of a box number 


request 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Lincoln - Mer- 
cury in county seat town of 17,500, north 
central Indiana, a few miles from metro- 
politan area. New bay type building, 
adjoining big used car lot and parking 
area. Dealership located in center of 
growing shopping center. Low parts in- 
ventory and good equipment. Attractive 
lease. Box 7113, c/o Automotive News, 
Detroit 26. 

DEALERSHIP NOW HANDLING FORD, 
medium size Maryland town. 200 new— 
300 used yearly. Owner ill, Inventory 
price. Factory approval required. Box 
7111, c/o Automotive News, Detroit 26. 


HELP WANTED 





DISTRICT MANAGER FRANCHISES 


Auto inspection and | year warranty service . . . now 
sweeping the country . . . $25,000 to $50,000 earnings. 
Many territories still open . . . successful automotive 
sales background necessary. 


UNITED STATES CAR TESTING CO. 


5327 W. Third St. Dayton 7, Ohio 
MU 1669 





AUTOMOBILE BUSINESS 
MANAGERS 


An expanding program of dealer business management training requires sev- 
eral men with experience in all phases of dealer office management or os o 
factory accounting representative. Those selected will write and teach courses 
in office management, prepare special dealership management studies, and 
work with office managers and business managers in the field. 


Please mail resume to 


CHRYSLER CORPORATION 


General Office Personnel Administration 
P. O. BOX 1919 DETROIT 31, MICHIGAN 





Wanted Man with Wide Leasing Experience to 





Take Over and Operate Large, Expanding Lease 
Company Located in South 
Will require services of top notch manager who will be cut in on ownership 


and profits. Send recent photo—age—and experience. All replies held in con- 
fidence. We will fly to your city to meet you for conference. 


Also need 2 good lease contact men with successful leasing experience. 


Please state job you're applying for. 


POST OFFICE BOX 5483 


Address all replies to: 


DALLAS, TEXAS 





SENSATIONAL OPPORTUNITY 


National Organization Has Openings for Salesmen 
Interested in Permanent High Income. 
This is not a warranty plan. 


@ Exclusive territories. 
@ Selling new car dealers. 


© Copyrighted pian now sweeping the country. 

@ Write, giving complete details. 

@ Successful automotive sales background necessary. 
®@ High earnings start immediately. 

@ All correspondence strictly confidential. 


Box 7101, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALER HANDLING Lincoln-Mercury in 
north metropolitan New Jersey, suburban 
town, 15 miles from New York city. Buy 

rts and equipment inventory. Box 7096, 
c/o Automotive News, Detroit 26. 


—_—_ 





DEALERSHIP HANDLING 3 GM LINES. 
Long established, colorful Rocky Moun- 
tains, 150 cars. Shop coverage 95%. 
Parts net $1,000 per month. Average net 
profit $35,000. Sell for less than book 
value, Owner, Box 7123, c/o Automotive 

News, Detroit 26. 


— 

DEALERSHIP FOR SALE handling Buick 
and GMC trucks. Central Arizona. Owner 
nas other interests. Box 7110, c/o Auto- 
motive News, Detroit 26. 





AGENCY NOW HANDLING OLDSMOBILE: 
Midwest location county seat selling 200/ 
300 new, Excellent facilities, everything 
automatic with signs, frame machine. 
Favorable lease and ready to go. Trad- 
ing area over 78,000. Write Box 7112, c/o 
Automotive News, Detroit 26. 





AGENCY HANDLING LINCOLN-Mercury 
in northern Illinois. Right party can make 
a very good buy in this very fine opera- 
tion. 200 new-car potential. Box 7127, c/o 
Automotive News, Detroit 26. 





FOR SALE 
With Approval 


Buick Motor Division 


Dealership handling Buick in central Susque- 
hanna area of Pennsylvania. 200 car tial. 
This is a money maker in a thriving com- 
munity of 20,000. No used cars or accounts 
receivable, Principals only. 


Box 7102, </o Automotive News, Detroit 26. 





VOLVO ea ersuir 


Sweden's “hot” sports sedan—the family 
car with speed, comfort and economy. 
Swedish built-to-last precision, sports 
car handling and performance. 
VOLVO dealerships now available in our 
territory: Alabama, Arkansas, Kansas, 
Lovisiana, Mississippi, Missouri, Okla- 
homa, Tennessee and Texas. 
For information write or wire 
Nils Olof Sefeidt 


SWEDISH MOTOR IMPORT 
72\ Milam Telephone CA 49456 
Houston, Texas 








FOR SALE BY OWNERS 
Well equipped dealership handling Buick. 
Ideal location in beautiful Shenandoah Valley 
of Virginia. 150 car potential, population 
18,000 and trading area 85,000, modern build- 
ing, and used car lot and office. Annual in- 
dustrial payroll, $40,000, 


WANTED: 


DEALERSHIPS AVAILABLE 


dual 
agency. Farming community. Large gov- 
ernment project nearby. $30,000. Box 
7083, c/o Automotive News, Detroit 26. 


ONE-HALF INTEREST—‘‘Big Two’’ 


FOR SALE — NEW automobile franchise 
handling one of the ‘“‘Big Three.’’ Equi- 
distant from Scranton or Wilkes-Barre, 
Pa, Large modern building, used car lot 
adjoining. Good reason for selling. If in- 
terested, write Box 7126, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS WANTED 


CALIFORNIA Chevrolet or 
Cadillac dealership of any size (priced at 
from $10,000 to $2,000,000). I have fac- 
tory approval but guarantee that your 
reply will be held in strictest confidence, 
and that factory will not be consulted 
without your OK. Box 7099, c/o Auto- 
motive News, Detroit 26. 


FORD OR CHEVROLET DEALERSHIP 
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BUSINESS OPPORTUNITIES 


You Can Own 
The Finest 
ONE MAN BUSINESS 
in Your Town 


You can make $50 to $75 E 
Regroove tires for automobile 
fleet operators, and ve 


Day! 
lers, 
companies. 
The able, HONEYCU Automatic 
TIRE REGROOVER, grooves all standard 
make treads . . . does a uniformly f- 
fect job, Pays for itself in just three 


months. 

MAKES YOU A GREATER NET PROFIT 

WITH LESS CAPITAL OUTLAY THAN 

ANY OTHER EQUIPMENT. 

Finance plan available, Write or call 
Herman Smith Distributing Co. 

315 Austin Houston, Tex. 

Phone CA 7-9545 










PARTS FOR SALE 


Chevrolet Parts 





Largest Stock on East Coast 


Orders Shipped Complete 
Same Day as Received. 


LUSTINE-NICHOLSON 
CHEVROLET 


Phone Warfield 7-7200 
Suburb of Washington, D. C. 


Now! 


Auto Parts, Box 283, Aberdeen, Md. 


5710 Baltimore Ave. Hyattsville, Md. 


PLASTIC GLASS for truck doors 
guaranteed not to break, Prices on re- 
quest, Fast C.O.D. shipments. Aberdeen 








Box 7116, c/o Automotive News, Detroit 26. 


Large dealership handling Lincoin- 
Mercury located in metropolitan city 
in south. Ideal location—excellent 
lease—modern building—top notch 
equipment and fixtures. No used 


car inventory—small parts stock— 


NO PROBLEMS TO BUY! A real 
money moker. All replies in confi- 
dence. 
Post Office Box No. 5483 
Dallas, Texas 





CARS FOR SALE 


OLIN'S, INC. 


World’s Greatest Fleet!! 










desired. 
Priced 


2900 N. E. 2nd Ave. 
Franklin 





Will sell 1,000 of our like-new 1957 cars—actual 


mileage |,500 to 5,000 miles—Complete General 
Motors line—Ford-Mercury-Plymouth-Dodge. Full 
Power — Radios — Heaters. Stripped models if 


OLIN’S, INC. 


George York, Wholesale Mgr. 








wanted, preferably in town of 70,000 to 
100,000 population handling 500 to 1,000 
new cars annually. Have experience, cash 
and factory approval. Replies confiden- 
tial. Box 7124, c/o Automotive News, 
Detroit 26. 











CARS FOR SALE 


FORD PARTS 


Overstocked and surplus items discounted 











ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 


DEALER SERVICES 10% to 50% off dealer net. Write for list 











of over 3,200 items. 
SPANIOL FORD CO. 
500 W. Taylor Hobbs, N. M. 


Have you tried controlling salesmen with 
HYPNOSIS? 
Please don't. It won't work. But, the “Daily 
Check” Plan Book will! It definitely increases 




















sales. Determine at a GLANCE exact worth | ington, D. C., Pittsburgh, Akron, Cleveland, 
of salesmen—everyday. It's proven, Detroit, Flint, Chicago, Milwaukee, Cincin- 
Clip ad out RIGHT NOW—mail with letter- | nati, Louisville, St. Louis, Kansas th, Lin- 
head and signature, for | copy of Daily Check | coin, Neb., Oklahoma City, Fort Worth, PARTS WANTED 





Pian Book and illustrated brochure, to 
MALCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 


Dallas, New Orleans, Atlanta, Boston. 
ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
For specific information in any city, address: 
2. Spatis. Used Car Mgr. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 





WANTED—COMPLETE new or used 5- 
speed transmission and clutch housing 
for B3, B4, Cl ‘‘K’’ Dodge truck. Sykes 
Motor Sales, Clintwood, Va. 

WANTED — COMPLETE INTERIOR for 
1957 Cadillac Convertible including trim, 
seats and instruments, Phone, write or 
wire. Gerlach Motor Co,, McAdoo, Pa, 






















EXPERIENCED AUTOMOTIVE auctioneers 
to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any- 
where in the northeastern U. 8. and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., or Tel. Sch’dy, DI 6-6666 
or EX 9-3102. 


‘“*“RESEARCH 
MANAGEMENT”’ 
For Dealers 


















BUY IN MIAMI 


400 1957 Models—Extra Low Mileage 
Fordor Hardtops & Convertibles 
CHEVROLETS - FORDS 
BUICKS - CADILLACS 


FULL POWER OPTIONAL 
DELIVERY ARRANGED 


Morse Auto Rental 


7726 N. E. 2nd Ave. 
MIAMI, FLA. 


















Free Booklet 


Upon request on your letterhead. 


Automotive Enterprises 


10600 Puritan Ave., Detroit 38, Mich. 


$50 REWARD 


For information leading to recovery of a 1956 
Pontiac Star Chief, Catalina sedan, motor No. 
T856H5390. Color: upper, Catalina Blue, lower, 
Nimbus (light) Grey. Fully equipped. Car 
driven off by man calling himself George 
Butler, S'11", 170 Ibs., slightly bald, works as 
mechanic or service manager. Call collect. 


Lake Charles Motors, Inc. 
2230 E. Broad St. Lake Charles, La. 
Phone HE 3-145! 


1956 


DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 


PRICED RIGHT 


Automatic Transmission, Heater, De- 
froster, All Good Rubber, Some With 
Power Steering 
Quantities from 5 to 500 
Also 
"55 Fords - Plymouths 


AAA DRIVEAWAY, INC. 


CHICAGO 
DRIVERS TO ALL POINTS 


ONE CAR... or a FLEET 
Free inside bugscreens provided if desired. 
343 S$. Dearborn WeEbster 9-2364 










































OFFICE EQUIPMENT FOR SALE 


FOR SALE—NATIONAL CASH register ac- 
counting machine. Class 31. Ser 5031743- 
31-10-14, Machine only four years old. 
Replacement cost today $6,710 plus 6% 
federal tax, Will sell for $3,995. Write or 
call, Wm, F. Colwes, Pontiac-GMC-Buick, 
Box 1672, Santa Fe, New Mexico. Phone 
3-3359. 

SHOP EQUIPMENT FOR SALE 

FOR SALE: SIXTEEN parts tables com- 
plete with shelves, glass dividers. Like 
new. $35 each, Chevrolet Box 191, Marys- 
ville, Ohio. 


SHOP EQUIPMENT WANTED 
WANTED TO PURCHASE, Used portable 
paint booth — DeVilbiss or comparable 
make. Liddon Pontiac, Inc., 1525 Broad- 
way, Nashville 3, Tenn. 
ANTIQUE CARS FOR SALE 


CLASSIC—1931 ROLLS ROYCE P2 New- 















INVENTORY SERVICE 







Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers, Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 








Standard and Auto Transmission 
Write - Wire - or Phone 


Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 





















port town sedan. Beautiful condition. 
Leng Island City, N. Y. $3,000. Fulmer Service Co., Toronto, 
jo. 








ST 4-6351 
N. Y.'s Largest Volume Taxi Dealer 












CARS WANTED 
SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses. Must be 
sharp. Ridgway, Belmont 4-6611, 2836 N. 
E. Sandy, Portland 12, Ore. 























WANTED 


Mark I! Continentals (preferably air condi- 
tioned) For Rental Service 


AIRLINES RENT-A-CAR, INC. 
4545 N. W. 3th St. Miami Springs, Fla. 
Phone: TU 8-5224 
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PARTS FOR SALE 


BUICK PARTS 


UP TO 50% DISCOUNT 









Right 





























Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 
$61 


$21.50 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP.......... 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


TowKin 


Tow Bar Sales Co. 


Exclusive 


Factory 
AS NEAR AS YO 
DE 2-0700 AWN 3-8888 Nites: BA 1-8717 


Call Collect .$,50%0 orders 
40 So. Clinton St., Chicago 6, Il. 


Us 


4 Point 
Hook-Up 


3 pads $2.50, 8 pads 


$5. 
Service, Box 27, Bismarck, N. D. 


with plastic 
masonite 







TRUCK AND CAR SIGNS made 


letters. Metal, 


letters also. Brass 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, b 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.O.8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide Cables 
GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
Fed. Tax included 


$9.90 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


Fed. Tax included 
Meets 1.C.C. Strength Requirements 
& 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Sales Division 

ISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 

Phone WO. 2-5257 All Dept’s 
“Leaders in the Industry 


Four 


Factor 
PILOT 
















Since 1939" 


Miami, Fia. Fast C.0.D. Shipments ne 
1-6591 Rea Keech Buick [)j co: pear 0 Truck Dealer (1) 
3333 Frederick Ave. Jobber [] insurance [] Financial C) 






Baltimore 29, Md. 
Phone EDmondson 6-4400 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Manufacturer [] 


Supplier 1] 


5-13-57 








$35.00 
$4500 


Distributors 
UR PHONE 








WINDSHIELD STICKER For Sale signs, 
3% x 8 in., printed red on white paper, 
gummed ends. In pads of 50. Per pad $1, 

Commercial 


easy 
and 
stencils. 
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hat's the best financing 
program for me?” 


THE BEST FINANCING PROGRAM for any 
dealer involves more than just a source of 
money. It should be a source of assistance in 
every phase of conducting a sound and profit- 
able dealership. And no dealer need settle 
for less. 

Universal C.I.T. provides all the usual 
services of a finance company. And in addi- 
tion we provide our dealers with many 
exclusive services and benefits that make a 
contribution to profits in all departments. 

For we recognize that our success depends 
on the success of the dealers we work with. 
We believe it is our business to help dealers 
sell morecars—and sell them more profitably. 

Isn’t this the kind of financing service that’s 
best for you? 


EXCLUSIVE with Universal C.1.T. 


That’s the name 

of this new brochure which 

illustrates in terse, crisp style the business-building ex- 

clusive services that dealers can get only from Universal 

C.1.T. It’s now being shown by our District Managers 

to profit-minded automobile dealers all over the country. 
Just call the man from Universal C.I.T. today. It will 

take him only a few minutes to show you how C.I.T.’s 

exclusive sales and merchandising aids can help you 

build a more profitable dealership. 


Ssh Universal C.1.T. Credit Corporation 


IN CANADA: CANADIAN ACCEPTANCE CORPORATION LIMITED 


he Time Purchase Plan 
tor Carefree Driving 





